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Much Opposition To 
Federal Fund For 
Vlarine Reinsurance 


U. S. Chamber of Commerce and 
Marine Underwriters Fight Bill 
in Washington 


SHIPPING BOARD BACKS PLAN 


Legislation Viewed as_ Entering 
Wedge to Government Com- 
petition in Insurance 











Again the threat of Federal govern- 
ment insurance has raised its head in 
Washington and insurance men every- 
where are closely watching the outcome 
of a fight being waged against this at- 
tempt to make the government a com- 
petitor of private business. The battle 
is over an effort on the part of the 
United States Shipping Board to have 
Congress pass a bill authorizing the for- 
mation of a Federal owned and operated 
marine reinsurance fund which would do 
business upon a less than cost basis. The 
purpose of the fund would be to allow 
direct writing American marine under- 
writers to cut the present cargo and hull 
rates on Shipping Board vessels through 
the reinsurance up to 75% of the busi- 
ness with the Federal bureau at very 
low rates. 

While the establishment of the marine 
reinsurance fund, as provided for by the 
White bill now before the House of Rep- 
resentatives, would permit the govern- 
ment to act only as a reinsurer of Anier- 
ican underwriters and not as a direct 
writer, nevertheless there is widespread 
and strong opposition from many sources 
to the idea of the government at Wash- 
ington entering insurance in any way 
during peace times. The Association of 
Marine Underwriters of the United 
States, through their representative, 
Charles R. Page, vice-president of the 
Fireman’s Fund, has been combating 
the bill before the House Committee on 
Merchant Marine and Fisheries. The 
Chamber of Commerce of the United 
States this week filed with the commit- 
tec a statement telling why business men 
of the country in all lines of endeavor 
are opposed to such an undertaking. And 
thy American Steamship Owners’ Asso- 
ciation itself has gone on record against 
this feature of the White bill, which is 
a measure intended to place Shipping 
Board vessels in a better competitive po- 
sition with foreign hulls. 

Discrimination Everywhere Denied 

“hose in support of the idea of a Fed- 
er>] marine reinsurance fund are the 
Shipping Board officials and the opera- 
tors of a number of boats leased from 
th Shipping Board. The move to estab- 
lis: a marine insurance fund came as 
th outcome of charges that British and 
Arnerican marine underwriters have in 
some way banded together to discrimi- 
na'e against Shipping Board vessels in 
fa\or of other American owned ships and 
foreign hulls. This charge has met with 
vig orous denials in both New York and 
London. It is true that the cargo insur- 


(Continued on page 29) 











PHOENIX 


Assurance Company, Ltd. 
of London 
150 William Street, New York 


A corporation which has stood the test 
of time! 146 years of successful business 
operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 
150 William Street, New York 











AN ENVIABLE REPUTATION 


for giving the best in life insurance service has been 
established by the Equitable Life Insurance Company 
of Towa. 

The American public has placed its stamp of ap- 
proval on this company. Its policyholders are ever 
ready to testify to the efficient service rendered by 
agents who are given unusual Home Office assistance. For over sixty 
years the Equitable Life of Iowa has been building this enviable reputation 
for service to policyholders and _ field representatives. 

Those representing the Equitable Life of Iowa in the field find its good 
reputation a distinct advantage. 


EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


Home Office: Des Moines 





FOUNDED 1867 



































Organizing Man-Power 


The Penn Mutual is actively engaged in a campaign to organize the 
man-power of its Field force through carefully selected additions and 
through education and cooperative supervision. 


Important General Agency appointments are being made, and a 
comprehensive plan of teamwork between Agency department and Field 
is being put into operation. 


If you have organizing ability, or sales ability, or the desire to-be a 
life underwriter, plus ambition and industry, we can supply successful 
methods for putting them profitably at work. Address— 


HUGH D. HART, Vice-President 


The Penn Mutual Life Insurance Company 


Independence Square 


Philadelphia, Pa. 


Founded 1847 

















Rodman Wanamaker 
Carrying Millions, 
Dies At Age 64 


Philadelphia And New York Mer- 
chant Insured For As Much 
As He Could Get 


DEATH PROVED A BIG SHOCK 


World Searched In Spring Of 1924 
For Coverage To Meet 
His Needs 








The death of Rodman Wanamaker, the 
Philadelphia and New York merchant 
and patron of the arts—son of the late 
John Wanamaker—meant the payment 
of large loss claims by the insurance 
companies because if not the heaviest 
insured man in the world he was carry- 
ing the second largest line. The Wan- 
amaker insurance was placed in so many 
companies that a complete list of the 
insurance companies on the line is diffi- 
cult to compile, It can be said without 
dispute that every life insurance com- 
pany in the world has had a chance 
since March 28, 1924, to write a policy 
on him if it wanted to do so because on 
that date he gave to J. Bickley Simpson 
of Philadelphia an unlimited order. 
There have been only a few cases of 
multi-millionaires who have told insur- 
ance agents or brokers “The sky’s the 
limit. Get as much as you can.” Wan- 
amaker was one of them. 


64 Years Old 


Rodman Wanamaker was 64 years old 
when he died, his death taking place in 
Atlantic City early in the morning of 
March 9th. First he had a cold; then 
uremia followed, and gradually he sank 
to his end. He had been at the Coast 
resort four months. He appeared to be 
recuperating until four days before he 
died, when the gravity of his situation 
was connceded by doctors. 

Mr. Wanamaker was a tall man who 
was in the best of physical condition 
when the great line on him was written 
several years ago, A graduate of Prince- 
ton University, he began his career in 
his father’s store. It was a career which 
won him world-wide recognition as a 
merchant, a patron of the arts, a backer 
of aviation and of scientific expositions 
and of all movements which had for their 
aim stimulation of good will between 
nations. He was the chief financial 
backer of New York City officials, the 
city making no provision for expendi- 
tures above certain amounts for the en- 
tertainment of distinguished citizens. 
For years he was chairman of the com- 
mittee here which welcomed celebrities 
to the city. He financed transatlantic 


flights and art projects. 

From young manhood he had been a 
believer in life insurance, a disciple in 
that respect of his father, who was the 
first man to carry in excess of $1,000,000 
life insurance and whose eulogies of in- 


(Continued on page 4) 
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Recently in introducing us to another insurance ie 

man, the head of a well known Agency in this city Said, wt 

“These fellows run the best service agency in New sent, 
York.” send 

idea i 

Now of course we know “there are others”, for the sical 

life agencies in this town are the best in the country, of ie 

public, 

However, the man Who said that is one of the most joc 
technical and exacting men in the business. The fact ae. 
that he feels that way about us is indeed gratifying. surat 
Many other brokers and surplus writers have been pone ‘ 
00d enough to Say nice things about “W& H Service” of Min 
which is based upon the principle of “Buildi ng by cock Hit 
helping to build. ’? ine 
Penn Mutual Policies and M & H Service are a Bible, 
money making combination. Try it. —— 

: of fami 
NEW E 

Yates 

Steve 

McWILLIAM & HYDE - 

General Agents ff sirens 

Py 

PENN MUTUAL LIFE INSURANCE COMPANY ao 
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Newark Agents Score 
Bank Insurance Agents 


COMMITTEE WILL INVESTIGATE 





President Baker of Life Underwriters 
Starts Discussion; Earl G. Manning 
Talks of Direct Mail 





The agitation against banks in the in- 
surance business as agents reached 
Newark this week when W. Reginald 
Baker, Mutual Life, who is president of 
the Life Underwriters’ Association of 
Newark, gave his views on the subject 
at « luncheon attended by eighty of the 
members—one of the largest luncheons 
which has been held recently there. He 
docs not think that banks and trust com- 
panies should compete with the insurance 
agents and several of the members 
agreed with him. It was decided that a 
committee be appointed to study the 
situation in New Jersey and to pass reso- 
lutions which will be presented at the 
April meeting of the Association. 

Earl. G, Manning, John Hancock, Bos- 
ton,;was the principal speaker at the 
mecting, his subject being direct mail. 
One of the most interesting incidents he 
told was the manner in which he has 
kept in touch with a family of three 
brothers whom he originally met in a 
restaurant several years ago. He kept 
sending these brothers literature of va- 
rious types until finally he had placed 
policies which in the aggregate amount- 
ed to $1,500,000. He advised the mem- 
bers of the association to work inten- 
sively on specially selected lists and told 
of his experiences with a list of sub- 
scribers of the Boston Symphony Or- 
chestra. The printed matter which he 
sent, followed by calls and interviews 
with these subscribers, has resulted in 
$450,000 of insurance being sold. His 
idea is that an agent should spend 5% 
of his gross earnings upon direct mail 
advertising. - Even if it does not result 
in direct sales it would keep the name 
of the agent and his company before the 
public. Personally, he spends about 10% 
of his earnings in the distribution of 
booklets, circulars and other printed mat- 
ter. Direct mail has resulted in the John 
Hancock agent selling $30,000,000 of in- 
surance last year. Through one booklet, 
called “Business Insurance,” $3,000,000 of 
insurance has been placed in three years. 

One of the best of the John Hancock 
booklets is called “The Satisfied State 
of Mind.” He gave to the members of 
the association samples of the John Han- 
cock literature, including the family rec- 
ord book. Up to about ten years ago it 
was the habit in most families to write 
names and birth dates in the family 
Bible, but in the new editions of the 
Bible there is no space provided for this 
information, and he said that the family 
record book had been used by thousands 
of families for this purpose. 





NEW ENGLAND SALES CONGRESS 





Yates, Hubbard, Engelsman, Gilman, 
Stevenson and Rabbit Levy to Speak 
At Boston March 23 


Five prominent insurance men are on 
the program of the eighth New England 
Sales Congress to be held in Boston 
March 23 under the auspices of the Bos- 
ton Life Underwriters’ Association. 

fohn A. Stevenson, vice-president of 
the Equitable Society, heads the list of 
speakers. Charles C. Gilman, of the Na- 
ticnal Life of Vermont, will tell his hear- 
ers the need for the life underwriters’ 
association. Ralph G. Engelsman, gen- 
erul agent of the Penn Mutual in New 
York City, will conduct a question box. 

‘larence T. Hubbard, assistant secre- 
tary of the Automobile Insurance Com- 
pany, will speak at the luncheon, taking 
as his topic, “Will Selling Always Be a 
Mystery.” John W. Yates, Detroit gen- 
er\l agent cf the Massachusetts Mutual, 
will discuss monthly income insurance. 
Rebbi Harry Levi, Temple Israel, Bos- 
ton, will also speak. 











Living on the 
Stagger Plan 


That’s what dependent families do when a 
provider leaves them with inadequate funds. 


These monies yield a small income, 
making possible only occasional 
spurts of decent living. Between 
payments the widow and children 
stagger along as best they can. 


Discuss this phase of life insurance with 
a family man and tell him what he 
must do if his dependents are to go 
on in comfort after he has been 
called away. 


Brokers are invited to avail themselves 
of the services of Prudential Ordi- 
nary Agencies, in all larger cities. 


The Prudential 


Insurance Company of America 


STRENGTH OF” 


arauran’ Home Office: Newark, New Jersey 





Epwarp D. Durrr.p, President 








Banking Control of 
Insurance Hit by Hart 


DISCUSSES TOPIC IN OAKLAND 





Vice-President of Penn Mutual Feels 
That Insurance Sold Through Bank 
Influence Does Not Stick 





Talking to the Oakland Congress, Hugh 
D, Hart, vice-president of the Penn Mu- 
tual, made the following statement giv- 
ing his views of banks in the insurance 
business, as producers: 

“There are two prevailing theories as 
to the future of the life insurance agent. 
One theory is that he will be a less im- 
portant factor in life insurance distribu- 
tion than he is today; the other theory 
being that he will become an even more 
important factor. I hold to the latter 
theory. But it must not be forgotten 
that the entrance of banks ino the lists 
as selling agents for life insurance com- 
panies tends to destroy the individual 
position of the agent. This banking con- 
trol of life insurance distribution is ob- 
jectionable also for the following rea- 
sons : ; i} al 

“First, it strikes a threatening blow 
at the agency system out of which our 
life insurance institution has grown by 
substituting influence for salesmanship; 
secondly, it tends to bring two great 
forces into collision, the institution of 
life insurance and the institution of 
banking, just at the time when they are 
beginning a great co-operative move- 
ment for wider distribution of life in- 
surance moneys. 

“Thirdly, it diminishes the life insur- 
ance company’s control over the agent 
by dividing the agent’s allegiance be- 
tween the bank and the insurance com- 
pany. No man can properly serve two 
masters. The bank is not interested vi- 
tally in mortality, only in commissions, 
and risk selection at the source will not 
be a matter of as vital concern to the 
bank which influences the selection as to 
the individual agent who is directly un- 
der life insurance company control. This 
may adversely affect mortality. 

“Fourth, life insurance sold through 
bank influence will not renew as well as 
life insurance sold entirely on its own 
merits.” 





C. A. HINKLEY’S AIRPLANE TRIP 





Buffalo Life Man Leaves Cleveland 
Congress When He Learns That 
His Wife Is IIl 
Charles A. Hinkley of Buffalo was 
summoned home, on account of serious 
illness of his wife, while making an ad- 
dress before the Ohio Life Insuruance 
Congress at its Cleveland meeting on 
March 10. Chartering an airplane for a 
speedy journey, he covered the inter- 
vening distance between the cities at an 
average rate of 100 miles an hour, reach- 
ing his home in two hours and a half 
after being notified. The trip marked 
Mr. Hinkley’s first venture into the air 
and won his praise for this means of 
transportation. Mrs. Hinkley was re- 
ported somewhat improved following her 

husband’s return. 





COMPANIES LOSE TAX CASE 

In the suit of the Mutual Life of New 
York and the New York Life against 
the state of Wisconsin to determine 
whether or not the Wisconsin state law 
imposing a retaliatory tax upon compa- 
nies domiciled in other states is uncon- 
stitutional, the Supreme Court of the 
United States decided against the com- 
panies. Wisconsin imposes a tax upon 
all foreign companies equal to the tax 
the native states of the company im- 
pose on Wisconsin organizations. 





W. R. WILLS GENERAL AGENT 

The Life Insurance Co. of Virginia has 
appointed Wyndham R. Wills as general 
agent at Richmond, succeeding Arthur 
P. Wilmer who died recently. 
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‘lI Want The Limit’ Order 


The most intimate story of Rodman Wanamaker’s insurance was 
printed in The Gold Book issue of The Eastern Underwriter, published 
on July 11, 1924. The story was written for The Gold Book by Herbert 
Adams Gibbons who had been asked to furnish the article as the news- 
paper writer who knew more about Mr. Wanamaker’s personal affairs 


than any other in the country. 


At the time Mr. Gibbons, an authority 


on international affairs, and chief executive of the Philadelphia daily 
paper published by Mr. Wanamaker, was engaged in writing the biog- 
raphy of John Wanamaker. He had access to him and to other Wanamaker 
officials at all times, as well as having the privilege of inspecting all 


Wanamaker documents. 


secause of the official nature of The Gold Book story and its time- 
liness at this time it is published herewith in full: 


When the press announced recently 
that Rodman Wanamaker, president of 
John Wanamaker, Philadelphia and New 
York, had increased his life insurance 
from $4,500,000 to $6,000,000, there were 
some who doubted if the statement were 
true and many who wondered why the 
great merchant at the age of 61, had 
sought to be more heavily insured. 

The statement is true. Mr. Wanama- 
ker is now carrying more than $6,000,000 
in ordinary life policies. It is estimated 
that all the life insurance companies in 
the world, if the limit of their insurance 
for a single life is added together, can 
underwrite a risk of $7,200,000 on one 
man at the age of 50. Mr. Wanamaker 
has gone by 50 by a whole decade, but 
the examinations he has been passing 
recently are so remarkable that when 
the world possibilities for placing insur- 
ance have been thoroughly combed (as 
they are being combed), the final total 
of his insurance will probably go far 
beyond the present figure. For he said 
to J. Bickley Simpson of Philadelphia, 
who is handling the insurance, “Get me 
the limit.” And the order was given only 
on March 28, 1924. 


Why He Was So Heavily Insured 


Mr. Wanamaker is increasing his in- 
surance as a simple business proposition. 
A sensible man seeks to spend and in- 
vest his money soundly. Rodman Wana- 
maker has always felt that life insurance 
was the soundest and most scientific 
business proposition in the world. And 
for the last thirty years he has been a 
consistent exponent of this belief. Back 
in the nineties of the last generation Mr. 
Wanamaker, a young man in his early 
thirties, began to take out large policies. 
He was the first man in the world to 
apply for a million dollar policy. At the 
beginning he obligated himself for pre- 
miums that most men would have been 
dismayed at the thought of paying. This 
he did of his own initiative, with no 
prompting from his illustrious father, 
and he is proud of the fact that as he 
increased his insurance he did it all as 
a personal financial transaction. 

In recent years other men have gone 
into the millions in their life insurance. 
They have only been following the ex- 
ample set by Rodman Wanamaker near- 
ly a generation ago. And in several of 
the notable instances of big policies, the 
insurance has been really corporation in- 
surance, paid out of a business for busi- 
ness protection. Mr. Wanamaker’s in- 
surance has always been—and still is— 
a purely personal matter. No premiums 
have ever been paid for him and no poli- 
cies ever carried on his life by and in 
the interest of the business in which he 
is engaged. 

Mr. Wanamaker says that he has al- 
ways believed in life insurance for peo- 
ple in every walk of life, and that he 
kept increasing his insurance as he was 
able to do so out of his personal funds. 
It was the most natural and reasonable 
outlay, in his opinion, that a man could 
make. He was already probbly the most 
heavily insured man in the world when 
he became a director of a great insur- 
ance company. His experience as a 
member of the board confirmed and 


strengthened his faith in the soundness, 
the scientific soundness of life insurance. 
He was deeply impressed with the ju- 
dicious care of the investment of funds 
and the minute and able attention given 
to every detail of the business of a great 
organization; and, above all, he was 
amazed at the wonderful prosperity of a 
great insurance company in all its busi- 
ness affairs, which enabled it to sell pro- 
tection to hundreds of thousands of pol- 
icyholders, rich and poor, at an equitable 
rate. His experience “on the inside” in- 
duced him to go ahead and take more 
insurance. He came to realize that pre- 
imium rates were properly estimated in 
a conservative way, and that the differ- 
ence between the real insurance cost 
and the premiums that had to be 
charged for safety’s sake were returned 
to the policyholders. 


His Own Mind Made Up 


Why did Mr. Wanamaker keep taking 
more insurance ? 

Because he observed the purposes it 
served and came more and more to ap- 
preciate the value of heavy insurance. 


There was no better means of assuring 
to his estate liquid cash when needed, 
in sufficient amount for taxes and other 
expenses, without sacrificing other in- 
vested assets. This is as true for the 
man of moderate means as for the rich 
man—and it is as true for the rich man 
as for the man of moderate means. 
Therefore, Mr. Wanamaker is unable 
to say that any arguments were neces- 
sary to induce him to increase his insur- 
ance. He thinks that the value of life 
insurance is so patent, so obvious, that 
it shouid be the normal thing for a man 
to keep insuring his life up to the limit. 
The misfortune of poor health should be 
the only deterrent. If a man can get 
insurance he ought to have it and to 
keep increasing it. Mr. Wanamaker 
realized that he enjoys unusual health 
and that there are few men of over sixty 
who could add a million and a half dol- 


lars to their life insurance. From his 
marvelous father he has inherited a body 
whose functioning satisfied the most 


rigid medica! examiners. 
Earlier Policies Still in Force 

His earlier policies, aggregating $4,500,- 
000, all ordinary life and still in force, 
were placed through several agents and 
brokers. When John Wanamaker died 
J. Bickley Simpson settled some of the 
policies, and afterwards, for the Mutual 
Life Insurance Co., made dividend set- 
tlements on two ordinary life policies ag- 
gregating $372,036. These were deferred 
dividends on earlier policies under the 
tontine plan. It was then that Mr .Simp- 
son found the opportunity to suggest to 
Mr. Wanamaker that he increase his 
policies. 

“Certainly,” answered Mr. Wanama- 
ker, “if I pass the examinations and you 
can place it, find $5,000,000 more for 
me.” 

The examinations were easily passed. 
For several months Mr. Simpson has 
been placing the insurance, and will con- 
tinue until the world limit is reached. 

Mr. Wanamaker smiles when he finds 








the average. 








cA Specimen Copy 


of our 


Preferred Whole Life Policy~ 


will be sent to any one requesting it. 


This policy which has met with such instant success since 
its introduction on November Ist is issued in amounts of not 
less than $5,000 to risks distinctly above the average of those 
entitled to standard insurance. 


ferred group is given through a reduced cost for their insur- 
ance the benefit of the fact that they are better risks than 


Premium Rates for $10,000 
Age 25—$174.90; age 35—$229; age 45—$323.90 
Subject to reduction by Dividends 


On Agency matters address 


JAMES A. FULTON 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 
256 Broadway, New York 


This super-standard or pre- 
































RODMAN WANAMAKER 


people astonished at the new idea and 
the new development that has come in 
life insurance through this startling or- 
der, “Get me the limit!” He has been 
used to smiling at astonishment over in- 
novations, as his father did before him. 
For what he has done, setting a high 
water mark and blazing a new path in 
the history of life insurance, 1s natural 
and logical—a simple thing, like all great 
things. And Mr. Wanamaker is sure 
that when others realize how natural 
and logical it is to “get the limit” in life 
insurance—as a sound and _ scientific 
business proposition—the hundreds and 
the thousands will do as he has done. 


Death of Wanamaker 


ss 
(Con'd from Page 1) 

surance have been given the widest sort 

of currency and have helped life insur- 

ance men sell many millions of coverage. 


Death Caused Telephone Bells of Insur- 


ance Companies to Ring 


All of the obituary stories written 
about Mr. Wanamaker featured his life 
insurance, and on Friday of last week 
newspapers were constantly calling up 
life insurance companies in an endeavor 
to ascertain exactly how much he car- 
ried. 

Philadelphia “Record” Discusses 
Wanamaker’s Insurance 


In the Philadelphia “Record,” which 
was owned by Rodman Wanamaker, the 
exact amount of his insurance was not 
stated. Here is what the paper said, 
however, relative to his insurance: 

“The responsibilities of conducting the 
Wanamaker Stores, whose stability and 
prosperity hinged upon his capacities of 
direction, long ago impelled him to rec- 
ognize the necessity of capitalizing his 
personal value as a business executive in 
terms of large insurance policies. 11 
this course he followed the example ot 
his father, who held that leaders 11 
great business whose capital was excec''- 
ed threefold by their life insurance com- 
manded more credit than others of equal 
capital who did not insure their, lives. 
The Wanamakers thus regarded life in- 
surance not only as a savings bank, but 
as collateral. Even in his father’s life- 
time he was listed as the heaviest t- 
sured man in the world, his pol’cies ag- 
eregating far more than those held by 
his father.” 





ADMITTED TO CONNECTICUT 


During the last week three companics 
have been licensed by the Connecticut 
Insurance, Department to transact insu‘- 
ance in Connecticut. They are the Ps- 


cific Fire, the General Indemnity: and 
the United States Life. 
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Wanamaker Had | $6,000,000 Cover 





Early Reports Exaggerated; Proofs Of Loss Waiting 
On Reading Of Late Merchant’s Will; Policies 
Still In Safe Early This Week 


lvaily newspaper reports of the life 
insurance of Rodman Wanamaker, Phila- 
delphia’ and New York merchant who 
diel last week, reported his life insur- 
ance as all the way from $6,000,000 to 
$7,500,000, while in the executive life in- 
surance offices there were reports that 
the exact sum was under $6,000,000 based 
on a belief that Mr. Wanamaker had 
cashed in considerable 
time ago. 


insurance some 


The one man who knew the facts ab- 
solutely is Joseph D. Williams, treasurer 
of the Wanamaker Store, Philadelphia, 
in whose charge the Wanamaker policies 


rested. From his office the premiums 
were paid. 
Mr. Williams informed The Eastern 


Underwriter over the long distance tele- 
phone on Wednesday morning that the 
insurance was about $6,000,000. 

No Proofs of Loss by Wednesday 

Up to Wednesday of this week the life 
insurance companies had not received 
proofs of loss, In explaining this and 
also telling why it was not possible at 
that time to give out the complete list 
Mr. Williams told The Eastern Under- 
writer : 

“Naturally, nothing definite about this 
insurance list can be made public until 
the will is read which will be some time 
this week. At the present time the poli- 
cies are in the safe. When the will is 
read the policies will be listed and proofs 
of loss sent to the companies.” 

The death of Mr. Wanamaker not 
only caused a stir in the insurance offices 
in all parts of the world, but the news- 
paper offices were keen for information 
about the extent of the insurance, it 
having been printed in many papers that 
Mr. Wanamaker was “the heaviest in- 
sured man in the world.” All inquiries 
about the insurance at the Wanamaker 
establishment in Philadelphia were re- 
ferred to Mr. Williams. He was swamped 
with requests for information from 
newspapers, not only in personal visits 
of reporters but by telephone and tele- 
graph. Reporters called up various com- 
panies. They were informed at the Mu- 
tual Life that that company had about 
$2,000,000, a considerable part of which 
was reinsured. The Prudential wrote a 
million on Rodman Wanamaker some 
time ago when its maximum net limit 
was $300,000. The balance of the line 
was reinsured by The Prudential. The 
New York Life had two policies, aggre- 
gating $300,000 in all. The Travelers had 
$125,000. Over the telephone the New 
York “Evening Post” got the following 
figures as representing what some com- 
panies carried: 

quitable Life Assurance Society, 
$260,000; Northwestern Mutual, $100,000; 
Phoenix Mutual, $115,000; Aetna Life, 
$140,000; Mutual Benefit, Penn Mutual, 
John Hancock, Massachusetts Mutual, 
New England Mutual, $50,000 each; 
State Mutual, $40,000; Philadelphia Life, 
$25,000; Berkshire Life, $25,000. 

In explaining why life executives are 


skeptical about some of the reports of 
the size of Wanamaker’s insurance it is 
pointed out that The Prudential was on 
for $1,000,000 and the Equitable Life As- 
surance Society for $260,000, but of the 
latter amount only $100,000 was an Equi- 
table policy, the other $160,000 being re- 
insurance of a Prudential policy. It is 
because of the re-insurance phase that 
The Eastern Underwriter did not at- 
tempt to round up the lines carried by 
all of the different companies. It meant 
doubling up and confusing readers. 

At the time Mr. Wanamaker died Da- 
vid F. Houston, president of the Mutual, 
was traveling in the South with William 
Shields, and in 
charge of the real estate division. He 
could not be reached by telegraph for a 
statement about Mr. Wanamaker’s in- 
surance. 

First Statement by Mr. Williams 

On Tuesday Joseph LD. Williams of 
the Wanamaker store said to reporters: 

“Rodman Wanamaker never made any 
statement as to what he thought of life 
insurance. He did not believe in public 
statements of that kind. However, he 
did let his life insurance policies speak 
for him and what he thought of life in- 
surance is best expressed in the large 
amount which he carried. I do not know 
at this time who the beneficiaries are 


second vice-president 


under the policies nor do I know the 
exact or approximate amount of the pre- 
miums he was paying.” 

The life insurance companies were 

willing to tell how much they were car- 
rying on Wanamaker, but they refused 
to permit reporters to inspect their rec- 
ords in order to ascertain what was 
being carried in other companies than 
their own. Their attitude was that this 
was a private matter which beneficiaries 
had a right to feel that companies should 
respect. 
Wanamaker first became a 
convert to life insurance thirty-one years 
ago when, at the age of 34, he took out 
a $200,000 policy with the Mutual Life 
of New York. At that time his father, 
the late John Wanamaker, was the most 
heavily insured man in the 
world. 

In 1902 Rodman Wanamaker increased 
his life insurance to $800,000 by taking 
out two additional policies of $100,000 
and $500,000. Two years later he took 
out two more policies, one for $1,000,000 
and another for $200,000. His premium 
for the $2,000,000 was $63,220 a year. 

And then, in January, 1905, Rodman 
Wanamaker added another $1,200,000 in- 
surance. At that time he declared that 
he was young and healthy and, “I ex- 


Rodman 


business 


pect to live long enough to see all those 
did. all of 


his early insurance was on the 20-year 


policies mature.” He For 
Endowment plan with the option that 
they remain with the company as life 
insurance. 

In the next five years Mr. Wanamaker 
took out $800,000 additional life insur- 


ance, bringing his total insurance to 













$72.170.860. 


$45 264.284. 


Annual Statement. 
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something over $4,000,000. In June, 1911, 
he added $500,000 more. In 1924 he took 
out about $1,500,000, bringing his total 
to $6,000,000. 





SUN LIFE DIVIDENDS 





Company Makes Eighth Successive In- 
crease; New Scale Becomes 
Effective April 1 
Further increases in the dividend scale 
of the Sun Life of Canada have been 
made, commencing April 1. This is the 
eighth successive increase. The interest 
rate on dividends left with the company 
will be maintained at 544% per annum 

during the new dividend year. 

On Ordinary Life at age 20, $19 pre- 
mium, the dividend at end of first year 
is $6.21; fifth year, $6.82; tenth year, 
$7.87. 

On Twenty Payment Life, age 20, pre- 
mium, $28.10, the dividend at end of first 
year is $6.02; at end of fifth year, $7.26; 
at end of tenth year, $9.44. 

On Twenty Year Endowment, age 20, 
premium, $48.70, dividend at end of first 
year is $6.87; fifth year, $9.75; tenth 
year, $14.85. 





TO BE CHAIRMAN ONCE MORE 
Samuel O. Buckner, Retiring From New 
York Life Inspectorship, Will Preside 
At May Convention in Duluth 
Samuel O. Buckner, who is to retire 
as inspector of agencies of the New 
York Life, after forty-two years with 
the company, will make his last appear- 
ance at a New York Life convention at 
Duluth in May when he:will preside over 
his last Northwestern Department con- 
vention. The highest point of produc- 
tion ever reached in the company’s 
Northwestern Department was the testi- 
monial to Mr. Buckner in 1926 at the 
time of his fortieth Nylic anniversary. He 
desires to have that record stand as the 
climax and most outstanding event in his 
entire connection with the company. 
Therefore, he has expressed a desire that 
there be no further testimonial contest 
in his honor. At the same time, the de- 
partment has decided to make a great 

record during March and April. 





NEW SECRETARY’S STATEMENT 

William M, Milligan, new secretary of 
the Pittsburgh Life Underwriters Asso- 
ciation, who succeeded Harold S. Brown- 
lee, has issued a greeting to members of 
the association in which he said in part: 

“T have already met many of you and 
if you men and women are typical of 
the whole association I know that our 
relationships will be pleasant. My fond- 
est desire is that you, in turn, will like 
me—will find me worthy of trust, confi- 
dence and friendship. If we each can do 
this, | know our association will continue 
to prosper and new fields of co-operative 
accomplishment will be opened up; your 
membership will be increasingly valua- 
ble.” 





INSURANCE FILM IN CHURCH 

“Vanishing Fortunes,” the insurance 
film made by the Phoenix Mutual Life 
of Hartford, is being shown in many 
places all over the country. This week 
C. T. Steven of that company addressed 
the Men’s Club of the North Methodist 
Episcopal Church of Hartford. He was 
supplemented by the film. 





NEW INSURANCE INCREASES 
Writings of new life insurance by 


United States companies were 9.7% 
greater during February of this year 


than for the same month last year, says 
the Association of Life Insurance Presi- 
dents. 





ENTERS CONNECTICUT 
The United States Life has just en- 
tered Connecticut. E. F. von Wettberg, 
a successful producer for the company in 
New Jersey, will be in charge of the 
campaign for new business. 
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YYouU CAN CLEAN UP WITH OUR POLICIES 


Do you want to make more money? 
If you are capable of developing an agency we will 


give you a direct Home Office Contract 


with real first year commissions—Non Forfeitable Renewals. 
Non Forfeitable Renewals build an estate for you 


Write or wire for interview 
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«ieee Wawa? On 
Resident Agents’ Laws 

ASKS 

Thinks Memphis Resolution Drastic; 


and Also Makes Some Comments 


About “Rabating Situation” in N. Y. 


TOLERANT VIEWPOINT 








\n article published by the “Life Asso- 
ciation News,” official organ of the Na- 
tional Association of Life Underwriters, 
discusses various controversial topics in 
the life insurance business, in its current 
edition, and among other things takes up 
for comment the resolution passed by the 
National Association in Memphis when 
an emphatic protect against resident 
azents’ laws as applied to life insurance 
were passed. One sentence of the reso- 
lution read: “We call upon all of our 
local associations to oppose vigorously 
any such proposed legislation.” 

The “Life Association News” 
the resolution and says: 

“Obviously, to maintain that every in- 
stirance commissioner who opposed a re- 
versal of policy with regard to resident 
agents’ license laws, was mentally obtuse 
or morally negligent, would not only be 
poor strategy but an inexcusably un- 
truthful statement. Some of the insur- 
ance commissioners have advanced excel- 
lent reasons, when they are considered 
from an abstract standpoint, as to why 
these laws should not be changed. 

“Of course, we believe that such laws 
are unconstitutional, but it is not at all 
probable, judging from present indica- 
tions, that an amicable and satisfactory 
solution of this problem will be reached 
until the factions involved endeavor to 
view the situation from a viewpoint of 
broad tolerance and mutual respect. Jus- 
tice is always long delayed and the bit- 
terness of controversial questions is in- 
tensified when neither faction will admit 
that the other faction may have even 
one point in its favor.” 


Rebating Charges in New York 


Changing the subject to a discussion of 
a recent rebating case in New York 
(Harry Siegel case, although the name 
of the agent is not mentioned), the “Life 
\ssociation News” says: 

“A highly controversial situation re- 
cently developed in New York City. An 
erent, who for many years has been one 
f the largest personal producers of a 


prints 











certain company, was accused of giving 
a rebate. Under the New York State 
law the giver as well as the taker of a 
rebate are equally guilty. Evidence 
tending to prove that the rebate was 
given, so it is said, was obtained by 
means of a subterfuge, which was con- 
sidered pardonable by reason of the prin- 
ciple involved, and the necessity of dis- 
approving the charge that an agent of 
large means could easily escape the pen- 
alties of the law, though guilty of the 
offense charged. 

“Hearings were held before the deputy 
commissioner who submitted a formal 
report to Superintendent Beha, who in 
turn notified the agent that the depart- 
ment had found him guilty of rebating 
by violating section 89 of the insurance 
law. For a number of reasons Super- 
intendent Beha did not cancel the agent’s 
license. Nevertheless, it is said that the 
agent obtained a writ of certiorari from 
a justice of the Supreme Court for a 
review of the action of the State Insur- 
ance Department. 

“Since there have been other legal 
ramifications mixed in with charges and 
countercharges and the end is not yet. 
Involved in this situation are the Life 
Underwriters’ Association of New York; 
the executive officers of the company 
represented by the agents against whom 
charges were brought; the policyholder 
who it is said accepted the rebate, and 
the public at large. All in all, there are 
five major divisions of opinion and each 
class, in many respects, looks at the mat- 
ter from a different standpoint. Under- 
neath everything are many legal pitfalls 
which are not at all likely to appear on 
the surface. 

“The absurdity of a dogmatic declara- 
tion that one of the factions is entirely 
right and all others entirely wrong is 
too obvious for comment. That the law 
should be upheld and the penalty invoked 
if the agent is found guilty, is a neces- 
sity of paramount importance. But be- 
fore this can be accomplished, if it is 
to be accomplished, there must be a fair 
spirit of give and take, for justice, of all 
things, is not hectic in its operations. 
It is true, also, that there have been 
matters of contention and political his- 
tory, as well as economic records, are 
full of instances where an ultimate ad- 
justment of difficulties has resulted in 
more salutary conditions for the accuser 
as well as the accused. 

“We hear much about having the cour- 
age of one’s convictions, but that is not 
all there is to a forceful argument. One 
may win his argument and lose his case, 


Huff Resigns as Gen’! 
Agent of Travelers 


LONG MANAGERIAL 


CAREER 





He Will Devote Most of His Time to 
His Stock Securities Investment 
Business 





Perez F. Huff has resigned as general 
agent of the Travelers in New York. 
While he will continue to write some 
personal life insurance, as well as give 
some attention to his brokerage agency, 
which writes all divisions of insurance, 
he will devote most of his time to his 
stock securities investment business. 

At one time Mr. Huff was a leading 
general agent of the Travelers, having 
in his office some of the most successful 
writers in the city. In the fall of last 
year he decided to cut down his life in- 
surance activities and while retaining the 
title of general agent he released most 
of his agents to other offices of the 
Travelers. 

Mr. Huff has been a successful insur- 
ance man ever since his Jacksonville, 
Fla., days. He came to New York and 
became manager of the Union Central. 
Some years ago he was made general 
agent of the Travelers. He is said to 
have placed more than $100,000,000 of in- 
surance on books of life insurance com- 
panies. He also was instrumental in in- 
ducing many large writers to enter the 
insurance business. 

Many of those writers were salesmen 
in other lines of endeavor who came in 
to sell Mr. Huff something. He had an 








and that is perhaps truer in the business 
of life insurance than in almost anv 
other vocation of which we have knowl- 
edge. Is it not true that the life under- 
writers of America. when confronted 
with problems of this character, might 
place themselves in a position of deny- 
ing the altruism of their profession when 
the individual’s bank account assumes 
the significance of being the only crite- 
rion? 

This is simply to emphasize the neces- 
sitv of realizing that there are at least 
two sides to every question and that the 
s?ne, calm, conservative, well-balanced 
viewpoint always carries with it a dic- 
nity and a force of conviction which is, 
in the great majority of cases, the surest 
augury of ultimate success.” 
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unerring eye for life insurance potential 
talent and if favorably impressed would 
sell the salesman the idea of becoming 
an insurance agent. Some months ago 
The Eastern Underwriter printed a list 
of names of these men, and the list was 
a long one. : 


Adds to Floor Space 


As a personal writer Mr. Huff never 
had any trouble in writing large policies, 
especially on hard boiled business men. 
His big problem was getting the time to 
see prospects, never in knowing where 
to find prospects. 

Mr. Huff’s investment business has 
grown to such an extent that recently he 
added considerable floor space to his 
offices at 75 Maiden Lane. He also 
conducts an agency. 





REGAN AGENCY TO MOVE 





To Be in Salmon Towers After May 1; 
Continues to Be Second Largest 
Office of Connecticut Mutual 
The Willard Regan Agency of the 
Connecticut Mutual in New York has 
continued during January and February 
to maintain its position as the second 
largest agency in paid-for volume of the 

company. 

Its business has expanded to such an 
extent that the agency will move on 
May 1 to new quarters in the Salmon 
Tower building, 11 West 42nd _ street, 
which are twice as large as the present 
offices of the agency at 100 East 42nd 
street. 

Sidney M. Auer, who rolled up more 
than $1,500,000 in paid volume last year— 
his first full year in the business—con- 
tinues this year as the largest producer 
of the agency. Mr. Auer also stands high 
on the company’s honor roll. 


FLANIGAN AGENCY REMOVES 

The J. E. Flanigan Agency of the 
Bankers Life Company recently removed 
its offices to the Transportation building 
at 225 Broadwav, New York City. The 
staff is now established in handsome new 
quarters. 

P. M. FRASER. HAS BIRTHDAY 

The staff of the P. M. Fraser Agency 
of the Connecticut Mutual Life, New 
York, celebrated Mr. Fraser’s birthday 
last Saturday, March 10, by presenting 
him with 100 applications amounting to 
almost half a million dollars of busi- 
ness 











Cink uP (wir THe Q)LINCOLN) 





Abraham Lincoln once said: ‘Leaders 
are ordinary people with extraordinary de- 
termination.” 


“A leader” among insurance companies, 
as Lincoln has defined the word, does its 
utmost to help the individual maintain his 
determination and carry his program 
through. The Lincoln National Life Insur- 
ance Company is such an institution. It 
constantly and tactfully works with the 
policyholders to that end. 


The determined Lincoln National Field 
Men who carry the message of such a com- 
pany to the people are backed by their 
confidence in their company and equipped 
with a complete “kit of tools.”” In addi- 
tion to all the standard “tools” or policies, 
they have such special instruments as the 
professional disability clause, and other 
progressive offerings. The tool kit of The 








ONE OF A SERIES OF TALKS 


THE LINCOLN NATIONAL LIFE INSURANCE CO. Fort Wayne, Ind. 


Lincoln National man is modern and effi 
cient, indeed. 

He is backed by modern and efficient 
sales-co-operation. He has the advantages 
of practicable sales literature, prompt home 
office investigation of his problems, and 
prompt and efficient service. Co-operation 
of an unusual degree is offered him, and 
frequently when he tries to explain his 
success, he says he can attribute it largely 
to the co-operation he receives. 

Lincoln National men work from coast 
to coast in the most fertile insurance ter- 
ritory. Take California, for instance, where 
important agency conventions are now be- 
ing coneluded. In this great state Lincoln 
National supervisors and general agents 
and field men are girding their loins for 
even more aggressive, progressive, friendly, 
young and strong—among the first twenty- 
five in size of all the American companies 
—at the very top in determination to serve. 











Gerard S. Nollen, President 
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NOTABLE GAIN IN ASSETS 


The Bankers Life Company increased its Total Ad- 
mitted Assets to more than $100,000,000 in 1927. 


The Company’s exact total of Admitted Assets on De- 
cember 31, 1927, was $103,615,053.81, which was a 
gain of $12,901,440.60 as compared to the total of 
Admitted Assets on December 31, 1926. 


BANKERS LIFE COMPANY 
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DES MOINES, IOWA 
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Sun Life Creates 
European Department 


P. W. WARD IS SUPERINTENDENT 





J. W. Simpson Now Chairman of Agency 
Executive Committee; W. S. Penny 
Made Superintendent of Agencies 


James W. Simpson, superintendent of 
agencies of the Sun Life, Montreal, has 
been appointed chairman of the Agency 
Executive Committee, assuming the re- 
sponsibility of maintaining the affairs of 
the entire agency department. 

W.S. Penny has been advanced to the 
rank of superintendent of agencies. 

P. W. Ward is appointed to the super- 


vision of the newly-constituted Euro- 
pean Department, comprising Great 
Britain, the Irish Free State, Ulster, 
Malta, Egypt, the Levant and South 
Africa. 


J. S. Ireland becomes superintendent 


of agencies. His activities will be de- 
voted to the divisions in the Far Fast. 

J. W. McAllister is appointed inspec- 
tor of agencies, attached to the Cana- 
dian department. 

Roy C. Grant also becomes an inspec- 
tor of agencies, 

C. B. Buckley, secretary of agencies, 
has been appointed secretary of the 
agency executive committee. 


CROCKER AND U. S. CHAMBER 
Will Again Be Candidate for Re-Election 
as a Director; His Activities 
With This Body 
Walton L. Crocker, president of the 
John Hancock Mutual Life Insurance 
Co., has consented to be a candidate for 
re-election as director of the United 
States Chamber of Commerce, according 
to an announcement made by Andrew J. 
Peters, president of the Boston Cham- 
ber of Commerce. Formal nomination 
papers have been filed by Mr. Peters 
as president of the Boston Chamber, to- 
gether with the presidents of the cham- 
bers of commerce of Waltham, Mass.; 
Hartford, Conn.; Concord, N. H., and 

Providence, R. I. 

In 1926 Mr. Crocker was elected a di- 
rector of the United States Chamber and 
has served actively since that time. As 
a member of the executive committee, of 
the insurance advisory committee, of the 
sub-committee on vital statistics, field 
advisory committee, and chairman on 
education, of the United States Cham- 
ber, Mr. Crocker has made a splendid 
record as the New England representa- 
tive. During his two years as a member 
he has attended all of the meetings of 
the board of directors but one, which 
was held in Cuba. 


RIEHLE HELPING HAND CLUB 

The underwriters of the Riehle 
Agency, Equitable Life, believe ia fol- 
lowing up the training they have re- 
ceived at the Equitable Socicty home of- 
fice school by using the excellent educa- 
tional facilities instituted by Theodore 


M. Riehle in the agency itself. They 
have formed a Helping Hand club. 
Regular Saturday morning get-to- 


gether meetings are well attended. In- 
teresting themes, helpful hints and frank 
discussion form the bases of these in- 
structive meetings. Full use is also be- 
ing made of the agency‘s life insurance 
library. 


CLEVELAND APPOINTMENT 

Robert E. Morgan has been appointed 
general agent of the Provident Mutual 
for Cleveland. Mr. Morgan was eradu- 
ated from the Georgetown University in 
1922 and has been continuously engaged 
in life insurance work since that time. 
He is well known in the Cleveland ter- 
ritory where he has served the Massa- 
chusetts Mutual Life Insurance Com- 
pany as Assistant General Agent. 


GUARDIAN’S ONE-DAY DRIVE 





369 Applications for a Total of $1,802,150 
Obtained; Record for Single 
Day 

The “Leap-Day” drive conducted by 
the field force of the Guardian Life on 
February 29 established a new record for 
the company. Two hundred and thirty- 
two agents secured 369 applications for 
a total of $1,802,150. The best previous 
day’s record in business submitted was 
$1,698,600, written on December 1, 1926. 

D. L. Harris of the Guardian’s Denver 
agency, led the field with nine applica- 
tions. Jacob Grob of the Cleveland 
agency was runner up with six applica- 
tions. 

The drive was an important affair, no 
elaborate preparation having been made. 
The first intimation of it reached the 
field in the February 27 issue of “Serv- 
ice,” the company’s house organ, which 
was mailed so as to reach every fieldman 
on that date. The following day, a post- 
card was mailed to the agents, again 
urging them to “Make Your Extra Day 
Count.” 
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YOU CAN SELL! 


if you secure a contract with a strong and growing company 
which furnishes all lines of modern life insurance. 


We have openings 
for General Agents in 


New Jersey, Pennsylvania, Maryland, District of Columbia, 
North Carolina, South Carolina. 


Continental Life Insurance Company 
Saint Louis 














WILLIAM H. WALDRON DEAD 

Word was received at the home offices 
of The Prudential that William H. Wal- 
dron, retired agent of the company, died 
at Providence last week. Mr. Waldron 
left The Prudential on April 1, 1922, after 
forty-six years of continuous service. He 
is survived by four daughters and one 
son, George B. Waldron, an agent with 
The Prudential in Union, N. J. 


60 YEARS WITH PHOENIX LIFE 

Silas H. Cornwell, vice-president of the 
Phoenix Mutual Life, last week complet 
ed his sixtieth year of service with the 
company. At his Florida hotel he re- 
ceived numerous telegrams and letters 
of congratulation. On his return to Hart- 
ford, the officers and directors of the 
company will present him with a hand- 
some mahogany desk and chair. 














render. 





BEVERLEY DUER 








AN OVERSOLD 
CONDITION 


HEN oversold policyholders fall into the “lapse 

and surrender” classes, the underwriter’s effort 

in placing the insurance has been wasted. It is impor- 

tant to the underwriter to sell insurance. 
more important to him that it stay sold. 


One of the principal advantages of the insurance 
trust is that it is a safeguard against lapse and sur- 
In the funded insurance trust the continued 
payment of premiums is virtually guaranteed. Our 
booklet, “The Insurance Trust and Its Value to the 
Underwriter,” will be sent on request. 


National Bank of Commerce in New York 


TRUST DEPARTMENT 


C. ALISON SCUELY 
Vice-President 


Trust Officers 


MELVILLE W. TERRY 


It is even 
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Mrs. D. H. Ward Tells 
of Partners Back Home 


HUSBANDS NEED ATTENTION 





Wife of Union Central Agent Illustrates 
Part Played By Sympathetic Help- 
mates; Family Viewpoint 





Mrs. Diederich H. Ward, wife of a 
successful agent of the Union Central 


Life in this city, recently made a hit 
at the annual sales convention of that 
company in Cincinnati by telling the 
role a sympathetic wife can play in her 
tusband’s career. She scored again at 
he Sales Congress in New York City 

n Thursday of last week. Mrs. Ward 
aid: 

“IT am going to try to tell you what I, 
s the wife of a life insurance man, think 

f my husband’s business and how I be- 
lieve a wife can help her partner in his 
vork. I like to think of myself as a 
partner. Somehow or other it makes me 
‘eel as though I can share more direct- 
ly in his successes and sympathize more 
understandingly in his disappointments. 

“A wife can be of great help to her 
husband in this business of being truly 
interested in his work. 

“She can be of great moral support 
when disappointments have set in during 
the day. When the husband comes home 
looking crushed, don’t let a wife say, 
‘john, I wish you were in another busi- 
ness on a salary’ for that kind of talk 
will take the pep out of a man sooner 





than the disappointing day he has had, 
for he feels he is fighting the game alone. 

“On the other hand, let the wife change 
his thoughts in such a way that the 
next day, instead of the husband going 
to his work heavy-hearted, he will go 
whistling down the street ready to con- 
quer all the oppositions that may con- 
front him. He knows his partner back 
home is with him. 

Not Bored By Shop Talk 

“That is where the wife can come forth 
and play her part as the unseen sales- 
man in the character and appearance 
of her husband. A wife can make it her 
pleasant hobby by playing the part of 
a prospect before her husband leaves for 
his work in the morning, looking him 
over carefully and saying to herself, ‘I 
wonder what impression he will make?’ 
For appearance cultivates personality, A 
wife can do much when it comes to the 
small detail. 

“Some husbands need attention. Mine 
does. I like to see that his clothes 
are properly looked after; that his ties 
are just right; his cuffs clean; the heels 
of his shoes are not run down; what 
suit looks best on a particular day. Then 
I can tell him how proud I am of him. 

“I have heard women say how their 
husbands bore them with business talk. 

“T think it is a sad mistake. I truly 
love to listen to my husband’s business. 

“It takes me out of my everyday sur- 
roundings of the home and brings the 
outside world to me. He has to listen 
and share in my problems. Why shouldn’t 
I in his? 

“When a husband talks business mat- 
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ters over with his wife, it gives him 
confidence in herself to help him. 
The Children 

“May I say also, not only does a wife 
play a big part in the welfare of her 
husband, but the children do too. 

“The husband should be proud and 
happy when his children ask him, ‘Oh, 
Daddy dear, did your case go through?’ 

“Tf a wife shows interest, the children 
will also. The welfare for one another 
is there and the home is the kingdom. 

“Life insurance is like a big fine tree. 
The branches are laden with oportunities 
for those that seek them. 

“Life insurance has made many things 
possible. Bringing the sick comforts and 
ofttimes health back again; the unhappy 
courage; the poor hopefulness; the am- 
bitious educations. Life insurance is 
more than just a business. It is an in- 
stitution that typifies the beginning of 
an unselfish civilization. 

The Right-Thinking Man 

“The right-thinking man will place life 
insurance in his home and make it a 
symbol for the protection to those he 
loves and cherishes. It can’t be crushed, 
that is why I place it in line with re- 
ligion. It will go on for all time. The 
foundation is concrete. Life insurance 
is a business that stands out in a glory 
all its own. And a profession to be 
looked up to and respected.” 


Some I fs 


Here are some Ifs published by the 
Hartford agency of the National of Ver- 
mont: 

If you can make your money earn 
5.30% interest, tax free, not one year 
or two years but for twenty, thirty or 
more years,— 

If you can compound your interest 
without the loss of a single day’s time,— 

If vou can invest the additional prin- 
cipal in a proper investment, and upon 
a given day,— 

If you lose not a single cent of interest 
or of principal,— 

If you can voluntarily make the neces- 
sary deposits, through good and_ bad 
vears alike, through hard years when 
expenses are at a peak, through the 
years when the dollars are painfully 
scarce,-— 

If you can withstand the temptation 
of withdrawing small sums, a few hun- 
dred dollars at a time, from your in- 
vestment account,— 

{f you can do this for many years,— 

Then, you will just equal—no more, 
no less—the return which an average 
life insurance company will preduce for 
you upon the investment element of your 
premium. 

Combine investment and_ protection 
under one plan—and at once the desired 
end is attained without worry. 


The Fraser Agency of the Connecticut 
Mutual in New York shows an increase 
of 42% for the first two months of the 
year, having produced in February ap- 
proximately $3,000,000 in business. 














J. S. Myrick Discusses 
Pull Of Life Insurance 


WHY AGENTS GO TO CONGRESSES 





It Is Because They Feel Their Business 
Is One Which They Can Respect 
And Develop Their Energies 





The reason that Sales Congresses at- 
tract large attendances was analyzed by 
Julian S. Myrick, president of the Na- 
tional Association of Life Underwriters, 
in a talk before the New York Congress 
last week. He based it on reasons why 
the agents turned out in such large num- 
bers. Some points he made follow: 

The life insurance need is one of the 
oldest needs in history. Before life in- 
surance came, the family paid the claim 
—now the company pays it. 

The institution of life insurance is the 
oldest investment trust in the world sold 
on the installment plan. 

This investment trust not only protects 
our estates, but makes them—not only 
protects the family’s future, but helps to 
build it—not only protects a business, but 
is part of it, and, it has taken more mis- 
ery out of old age than any other ma- 
terial factor. 

What we have to sell goes further than 
the buyer. It reaches into the founda- 
tion of the public welfare. 

We believe in ourselves. 

We believe in each other. 

We believe in the company we repre- 
sent. 

The life insurance companies licensed 
to do business in the State of New York 
write 80% of the life insurance business 
in the country, 

The laws (of New York State) safe- 
guarding the companies and their assets 
are probably the most conservative in 
the world. 

We believe that the institution of life 





THE VERDICT 


Your success as an underwriter depends upon the verdict brought in 
by the greatest jury in the world—the American public. For seventy-six 
years the Massachusetts Mutual has been building up a nation-wide 
Its friends are everywhere and are ever ready to testify to 
the efficient service that it always renders. 
to buy from and none better to represent in the Field. 


reputation. 


JOSEPH C. BEHAN, Superintendent of Agencies 


Massachusetts Mutual Life Insurance Company 


Springfield, Massachusetts 


More than a Billion and a Half of insurance in force 


There is no better company 














Pennsylvania 





Provident Mutual 


Life Insurance Company of Philadelphia 





Since premiums were much reduced January 1, 
1927, the average premium per policy has been 
increased owing to a larger average policy. 


The new dividend scale, in effect January 1, 1928, 
shows on the average a greatly reduced cost to the | 
policyholder, which should enable the Provident 
agent still further to increase his production and 
the size of the policy sold. 


Founded 1865 
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A FEW FACTS ABOUT 
THE TRAVELERS 


Has been writing acci- wane he oh —a Has over 68% more lia- 
dent insurance since 1864 bility and compensation 
pioneer in what is today business than any other 
one of the most common company; 1927 premium 
forms of protectiom volume in these lines was 


$46,87 1,145.34. 
Has more than77,000em- 


ployers of labor insured un- 
der compensation policies. 











Has more than double 
the regular accident insur- 
ance of any other com- 
mercial company in_ the 
world; 1927 accident 
premium volume was 


$11,078,275.32. 


Leads in burglary insur- 
ance. 


Has paid for the preven- 
tion of accidents by inspec- 
tion $19,963,923; 740 ac- 
tively employed in the In- 
spection Division; made 
464,662 inspections in 1927. 


Has been writing guar- 
anteed low-cost life insur- 
ance since 1865; has total 
life insurance in force of 


over $4,198,968,680. 











Has 53% more busi- 
ness in automobile liability 
and property damage in- 





Is represented by more 
than 40,000 agents and 








| 
| 
| 
| 
| 
| 
surance than any other THE LARGEST MULTIPLE-LINE 
| 











brokers; has in addition 
company; 1927 premium INSURANCE ORGANIZATION | over 5,000 Accident Ticket 
volume was $21,988,620.96. | IN THE WORLD agents. 

Leads the world in num- Maintains 214 Claim 
ber of employers served by service offices; has paid 
all forms of employer-employee insurance. claims amounting to $650,187,647; issued 

. : over 909,000 bank drafts and checks for policy 

Has insured January 1, 1928, under group life louelite wn MEET 
policies, 915,516 employees for $1,198,909,523 sti 
under contracts with 23% more employers than Total income of The Travelers Companies 
are soinsured by any othercompanyin theworld. 1927, $198,596,333. 


FINANCIAL CONDITION JANUARY 1, 1928 


THE TRAVELERS THE TRAVELERS THE TRAVELERS FIRE 

INsuRANCE CompaNy INpEMNITY CompANY INSURANCE COMPANY 
PSUS rst a A a en ee eta $489,700,320 $19,352,222 $14,350,377 
Reserves for Policyholders and all 
other Liabilities . . . .. . 450,763,300 11,453,292 9,599,229 
Capital a ee ee eee ye 15,000,000 3,000,000 2,000,000 
Surplus as regards Policyholders . 38,937,020 7,898,930 4,751,148 


THE TRAVELERS 


THE TRAVELERS INSURANCE COMPANY THE TRAVELERS INDEMNITY COMPANY 
THE TRAVELERS FIRE INSURANCE COMPANY 


HARTFORD, - - - - - - CONNECTICUT 
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iusurance is not only keeping pace, but 
has a strong influence in the moral, 
physical and financial development of 
this country. 

We believe its future development will 
be even greater and its service even 
nore far-raching than it ever has been. 
We have faith in the future of our 
country and the great part in the eco- 
iomic fabric that life insurance is taking 
and will take. 

“And lest it be forgotten, and it is 
oiten forgotten, let me say, that one of 
the best reasons we are here is because 
of one man who in the last generation 
and in the generation before and the 
veneration before that, in spite of criti- 
cism, social unpopularity and many other 
handicaps, fought against prejudice, ig- 
norance, superstition and the usual traits 
of human weakness, fought for some- 
thing greater than his living or his own 
business success—he fought for a great 
cducational cause,” Mr. Myrick conclud- 
cd. “If this man had not fought as he 
did, the institution of life insurance 
would, to-day, be little more than a the- 
ory or at best but a minor factor in the 
life of humanity instead of the tremend- 
ous force that it is. Because of this 
man we are here. Gentlemen, I refer to 
the old-fashioned canvassing solicitor, 
the pioneer life insurance agent of 
America. 

“We must continue his work, but in 
new ways; more scientific and compre- 
hensive ways because our opportunities 
and possibilities are more comprehensive 
-but it is the same old duty! 

“We are here for all of these and 
more reasons to improve our knowledge, 
widen our friendship and strengthen our 
faith in one another and to increase our 
ability to carry the great obligations and 
responsibilities which our business puts 
upon us.” 





TRANSFERRED TO BOSTON 





Wallace N. Watson Sent From Home 
Office of Phoenix Mutual; E. I. Brown 
To Devote More Time To Selling 
Wallace N. Watson, of the home of- 
fice of the Phoenix Mutual in Hartford, 
has gone to Boston to relieve Edward I. 
Brown of the sole responsibility of guid- 
ing the company’s local agency. Mr. 
Brown will remain as associate manager, 
but the new arrangement will leave him 
free to devote more of his time to the 
needs of his rapidly growing personal 

clientele. 

Mr. Watson is an alumnus of Purdue 
University and a member of the Sigma 
Chi Fraternity. He went with the 
Phoenix Mutual in 1925, having been 
previously connected with the Santa Fe 
Railroad in a sales capacity. After 
graduating from the home office service 
school in 1925 he established himself as 
an insurance counselor in Pittsburgh, 
where he speedily achieved the distinc- 
tion of being one of the largest per- 
sonal producers in the entire company. 





OPENS FLUSHING OFFICE 


Samuel F. Green, who was formerly 
connected with the General Electric 
Company at Schenectady, N. Y., has 
been put in charge of the Flushing, 
L. I, territory for the Paul Alexander 
agency of the Guardian Life, Brooklyn, 
. new office having been opened there 
recently. 


N. Y. Extends Glad Hand 
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To Josh Lee, Oklahoma 


QUICK FAME 





IN FEW HOURS 





Shares Honors With O’Hay at’ Banquet; 
Guest of Newspaper Lunch; Offered 
Lecture Engagements and Jobs 

Josh Lee, the brilliant young professor 
of public speaking at the University of 
Oklahoma, who, has been a, whirlwind 
success at American Legion and other 
conventions in the South and West, in- 
cluding the annual convention of the 
National Association of Life Under- 
writers, was introduced to New York 
audiences by the Life Underwriters As- 
sociation of New York at its annual ban- 
quet which followed the Sales Congress 
of last week. 

Lee also was the guest of honor at 
a newspaper men’s luncheon given at the 
Hotel Brevoort on Friday noon, attended 
by forty. 

These two talks considerably en- 
hanced his reputation. In fact, events 
happened fast here with Lee. They in- 
cluded an offer from a lecture bureau 
to be one of its stars; two offers from 
life insurance companies to go with home 
offices; and invitations from several un- 
derwriters associations, one of which was 
accepted—Philadelphia. 


Put Over His Personality 


Lee left the East naturally gratified 
with his reception, the hospitality he en- 
countered here and the kind words 
which came his way from those who 
heard his talks. At the Life Under- 
writers’ dinner, attended by 1,000 people, 
he gave his celebrated Pot of Gold at 
the End of the Rainbow address; an in- 
spirational effort. At the journalistic 
lunch he dropped his figures of speech 
and rhetorical symbols—his starched 
shirt personality, he called it—and told 
human interest stories of Oklahoma, as 
well as recited some of the homely, back 
to the soil poems of which he is the 
author. 

The banquet of the life underwriters 
was a gala affair, with plenty of esprit 
and eclat; a table of distinguished guests, 
including many company executives; an 
attractive and well-known grand opera 
star in Marie Tiffany of the Metropoli- 
tan; movie pictures showing how celeb- 
rities are interviewed for newspaper 
press associations; a good toastmaster in 
President Peter M. Fraser; and a large 
stirring and musical orchestra. 

Robert J. Bender, head of the news 
division of the United Press, briefly and 
cleverly sketched news getting methods 
and then showed the movie of the United 
Press Association illustrating newspaper 
men at work in all parts of the world; 
Miss Tiffany sang “Roses of Picardy”; 
and Captain Irving O’Hay, soldier of for- 
tune, actor and clubman, did his stuff. 
As he was in the Spanish-American and 
3oer wars; fought through a number of 
engagements in Central America, and 
was a member of the Princess Pat regi- 
ment in the World War, he has some- 
thing to talk about. He held the crowd 
happy and excited until late. 

During his talk O’Hay kidded Lee, 
saying that he would rather be a lamp- 
post on Broadway than a professor of 
public speaking in Oklahoma. At the 
newspaper lunch Lee was asked to tell 





Airs About Insurance 


SHOT AT BANK HIGH-HATTING 





Vincent Coffin’s Remarks at N. Y. Sales 
Congress; Hall, Bragg and Others 
Engineer Round Table 
That feeling has been generated be- 
cause of the attitude of some trust com- 
pany men in “patronizing” life insurance 
and those who sell it, giving life insur- 
ance or the agent an O. K. in a superior 
manner, was demonstrated at the Life 
Insurance Sales Congress here last week 
when Vincent B. Coffin of New York 
University, made some comments on the 
subject. He referred briefly to one phase 
of a taik made earlier in the day by a 
trust company representative. Mr. 

Coffin said: 

“This morning we heard a talk, very 
interesting, which brought up the pres- 
tige, the age-old prestige of banks and 
trust companies, the fact that they have 
been the conservers of our wealth for 
many years. It is all true, we will ad- 
mit that. I want to call your attention 
to the fact that life insurance is a young 
business as compared with banking, but 
life insurance has not yet had an op- 
portunity to build a prestige comparable 
to banking, but I want to tell you also 
that there are possibilities in life insur- 
ance which make it possible that that 
prestige may be built eventually entire- 
ly equal to banking. And I want to say 
to you that I personally resent a little 
bit any information that a life under- 
writer now or in the future is obliged to 
have the endorsement of any banker for 
what he has to say.” 

The round table gave agents an oppor- 
tunity to show what they knew about 
insurance problems. Questions that are 
asked every day by the intelligent agent, 
such as how to secure an introduction 
to a new prospect, the advisability of cold 
canvass in a big city like New York, and 
others of a similar nature were sub- 
mitted to the forum in rapid-fire fashion 
and many interesting answers were 
given, The questions were taken up 
categorically, the first group dealing with 
prospecting; the second with approach; 
the third with special plans, while the 
last part of the program was devoted to 
answering objections. 

This meeting was in charge of Robert 
L. Jones, State Mutual Life; James EI- 
ton Bragg, Union Central Life; Vincent 
B. Coffin, J. Elliott Hall and Ralph Eng- 
elsman, general agents of the Penn Mu- 
tual Life, and Leon Gilbert Simon, 
Equitable Society. 

Sells Hotel Employes 





Towards the latter part of the after- 
noon session, after the subject of cold 
canvass had been debated pro and con, 
some person announced that an agent 
named “McCormick” had just sold $18,000 








why he would rather be a professor in 
Oklahoma than a lamppost on Broadway. 
He did effectively. 

Among those at the head table at the 
banquet was Major Thomas H. Parkin- 
son, president of the Equitable Life As- 
surance Society. Josh Lee studied under 
him at Columbia. 





of imsurance on the clerks, attendants 
at the Astor in fifteen minutes, using 
some of the suggestions he had heard 
at the forum. 

There were a number of good sug- 
gestions given about the cold canvass 
and the securing of prospects as a re- 
sult of it. One agent, who represents 
The Prudential, and has been in the in- 
surance business for seventeen years, said 
he had found the cold canvass method 
of selling life insurance to be the most 
effective one. Other seasoned insurance 
salesmen also were of the opinion that 
the cold canvass brings many fine pros- 
pects to light. 

In answer to the question: “How shall 
I secure an introduction to a new pros- 
pect?” J. Elliott Hall suggested Clay 
Hamlin’s idea of using a small card 
which he puts before his client with the 
request that he write the name of some 
friend on it. Mr. Hall was of the opin- 
ion that the best way to get prospects 
was by the so-called endless chain 
method. 


Bragg’s Suggestion 


James Elton Bragg, answering a ques- 
tion about income insurance objections, 
said that if he were told by a man who 
has no children that he has no need of 
income insurance he could ask this ques- 
tion: “Js your mother living?” Continu- 
ing he said: 

“The idea behind it is that if a man 
is married and has no children in the 
event of his death lump sum insurance 
is payable to his wife. She immediately 
takes title to the insurance. If she dies 
a week later her relatives get the money 
and his parents, if living, are left out in 
the cold. I think when a man buys in- 
surance he should keep in mind a se- 
ries of beneficiaries who should get the 
money in the event the original one does 
not live to keep it very long. 

“IT know personally, that if I were to 
die and Mrs. Bragg were to follow me 
within a short time 1 would certainly 
like to have my mother and father get 
half of it, any way. Unless she were 
generous they would not. I think that 
is a powerful point to get a man to tie 
his insurance up so the mother and 
father can be taken care of properly in 
the event of the man’s’ subsequent 
death.” 

J. Elliott Hall said: “To the man who 
says his wife objects to income insurance 
ask him this question: ‘Mr. Prospect, 
do you give your wife her allowance at 
the beginning of the year in one sum to 
take care of her during the year?’ 

“His answer will be, ‘No.’ First, he is 
like me, probably he has not got that 
much. But he will tell you, ‘No. If you 
did, Mr. Brown, do you believe she 
would have one-twelfth of it December 
Ist, and you will find most of them will 
say, ‘No.’ 

Then say, ‘Why in the name of good- 
ness do you give her allowance that is 
voing to take care of her for the rest 
of her life in one sum if you can’t trust 
her for twelve months ?’” 

Defeat Their Sales 


\ good point made by Felix Levy of 
the Equitable Society was this: 

“Some men simply won’t be sold on 
the idea of income insurance. I know 
a couple of life insurance men who have 
areued themselves out of perfectly good 


(Continued on page 15) 











INCORPORATED 1899 


| THE HOME LIFE INSURANCE COMPANY OF AMERICA 
| PROTECTS THE ENTIRE FAMILY 


Home Life Agents have a whole family of potential policyholders 
Policies are issued on both the ordinary 
and industrial plans from birth to sixty years next birthday. 


“THERE IS NO PLACE LIKE THE HOME” 
i THERE IS NO COMPANY LIKE THE HOME 


| 
, back of every door bell. 


| | Independence Square 


Interested in Replies from Pennsylvania and Delaware. 


Philadelphia, Penna. 




















The Columbian National Life Insurance Company 


BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 
Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 


Exceptional opportunity is offered to salesmen of 
character and ability. Communicate at once with 
Agency Department, 77 Franklin Street, Boston. 
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Sales Service The Year Round 


woiiors 
WE OFFER: 


Company Educational Course 
Company Sales Service 
Conmutopics Monthly Magazine 
Ledger Statement Analysis 
Policyholders’ Survey 


me ae ae 


Trained Supervisors for Field Co-operation 


—end— 
TO FILL THE MODERN NEED 


The Connecticut Mutual Trust Agreements 


_— 


THE WILLARD REGAN AGENCY 


CONNECTICUT MUTUAL LIFE INSURANCE COMPANY 
100 East 42nd Street, New York 


REMOVAL NOTICE: 


After May 1st—Salmon Tower Building, 11 West 42nd St., N. Y. 
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Converting Term To 
The Standard Forms 


HK. E. HUMPHREY COMPARISONS 








Term Insurance Properly Sold Is 
Already Half Converted, Says Cleve- 
land Representative of National, Vt. 





H. E. Humphrey of the Cleveland 
Agency of the National Life of Ver- 
nont has an interesting article in the 
mpany’s publication on converting 
turm insurance to standard forms. He 
regards term insurance as one of the 
best tools in the agent’s kit and rightly 
handled, not abused, fills a need. He 
thinks it gets and holds a client, re- 
moves him from the open market and 
ties him to the company until he is made 
a permanent policyholder. Some points 
he makes follow: 

“T place a high value on the Term in- 
surance on my books. An inventory of 
it shows that, eventually, a large pro- 
portion of it is converted to standard 
forms. 

“The danger, of course, is in taking 
the path of least resistance and placing 
Term insurance where it does not fit, 
and where the proper kind of permanent 
insurance could be sold with a little more 
effort. 

“Term insurance properly sold is al- 
ready half-converted. It should be 
placed with the understanding that it is 
only a temporary measure. The best 
time to start the preparation for con- 
version is when the Term policy is de- 


ann- 
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livered. If possible, arrange a definite 
date or, better still, get the conversion 
application signed then and there and 
hold it until the proper time. 


Advantages To Insured 


“The insured should be made to feel 
the advantage to himself, rather than 
to the company or the agent. He can 
be approached on his self-interest side 
as it is a matter of dollars and cents— 
not sentiment. Term insurance starts 
cheap but soon becomes highly ex- 
pensive. 

“Choose the right time to present the 
figures as just after the Term premium 
has been paid, thus allowing a large 
credit, or at change of age, or at a time 
of year convenient to pay additional pre- 
miums, or at the end of four years in 
the case of five year term, and at the 
end of five years for the old ten year 
renewal term. 

“Always try to get possession of the 
Term policy before presenting the fig- 
ures. Tell him you want to point out 
to him-certain rights and benefits his 
contract allows him. Make use of the 
policy in the interview, especially the 
table of rates for renewal in the re- 
newable term, showing him the increase 
for each period and especially at the 
older ages. 


His Chart 


“It is advisable to have a chart or 
comparison of some sort to prove that 
Term insurance is costly—It will help 
also to fix his attention.” 


Mr. Humphrey has fixed up the ac- 
companying chart: 





JOINS PENN MUTUAL AGENCY 





Dr. H. M. Faser School of Pharmacy 
Dean to Be Mississippi Associate 
General Agent 
J. N. McLean, general agent at Jack- 
son, Miss., for the Penn Mutual, has at- 
tracted to his agency one of Mississippi’s 
most prominent citizens—Dr. Henry Mi- 
nor Faser. His title will be associate 
general agent and he will assume his 
duties about June 1, his work being that 
of procuring and supervising the work 

of agents. 

Dr. Faser is at present dean of the 
school of pharmacy of the University of 
Mississippi, at Oxford. He was born in 
Macon, Miss., in 1882. After graduating 
from the public school at Winona, he 
took his bachelor degree at the Univer- 
sity of Mississippi, and St. Louis College 
of Pharmacy granted his 
pharmacy. 

_Dr. Faser was president of the Mis- 
sissippi board of pharmacy for eight 
years, for several years secretary of the 
State Pharmacy Association, and has 
served as its president. He is a mem- 
ber of the American Pharmaceutical As- 
sociation, vice-president of the American 
Association of Colleges or Pharmacy and 
served several years on its executive 
committee. 

Dr. Faser helped draft the pharmacy 
laws of Mississippi, and in 1908 pro- 
moted the creation of the School of 
Pharmacy of the University of Missis- 
sippi, and for twenty years has been 
head of that school. In addition, he for- 
merly served as president of the Guar- 
antee Bank and Trust Co. of Oxford. 
The local press, in giving the story of 
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A NEW POLICY 


ENTHUSIASTIC RECEP- 
TION ACCORDED NEW 
“GRADUATED PREMIUM” 
PLAN 


For Particulars Phone 


CANADA LIFE ASSURANCE 
COMPANY 


H. W. JONES, Mer. 
110 William Street 
New York City 


Beekman 5058—6691 


























WILL WRITE FROM AGE 10 UP 





Announcement of Children’s Insurance 
By Phoenix Mutual Life; Co. to Write 
As Much as $350,000 on Adults 

In announcing a lowering to Age 10 of 
the limit within which applications for 
Life and Endowment insurance will be 
received from children, the Phoenix Mu- 
tual points out that, of the seven age 
groups into which the Census divides 
our population, the Age group 15 to 24 
years has, since 1880, grown faster than 
































| his transfer to life insurance, speaks of any other, being 29.6% of the total popu- 
COMPARISON BETWEEN LIFE, OR LEVEL PREMIUM INSURANCE, Dr. Faser in the highest terms, as a_ lation even so long ago as the last Cen- 
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Silver Anniversary of 
Guaranty Life, lowa 


HELD FROM FEB. 22 TO MAR. 1 





Addresses Made by Claris Adams, O. J. 
Arnold, American Life Convention, 
and Others; Many Floral Offerings 





The Silver Anniversary of the Guar- 
anty Life of Davenport, Iowa, was cele- 
brated in Davenport at the home office of 
the company from February 22 to March 
1. The first four days were devoted to 
instructions such as comparing policy 
contracts and rates, the selling of poli- 
cies, methods of approach, how to meet 
objections, the new 20-Payment Income 
policy, the Guaranty Life’s new child’s 
educational policy, the obligations of a 
representative to his company, how to 
build an agency, just what qualities are 
necessary for a representative to make 
a success in the life insurance ‘business, 
the importance of education, knowledge 
of the company’s practices and policies, 
the necessity for good health, and the 
type of men who make a success in the 
life insurance business. L. J. Dougherty, 
vice-president and general manager of 
the company, had charge of the school 
on Wednesday, February 22. On Febru- 
ary 23 and 24, Mansur B. Oakes, of the 
Research and Review of Indianapolis, 
took charge of the school of training. 

The Rotary Club meeting on Monday, 
February 27, at the Blackhawk Hotel, 
was turned over to the Guaranty Life, 
and past President L. J. Dougherty was 
asked to preside. Mr. Dougherty had as 
his guests the Davenport underwriters, 
and the Boy Scout troop masters, all of 
whom he met with the Rotarians. Brief 
talks were made by C. M. Cartwright, 
editor of the National Underwriter, of 
Chicago; O. J. Arnold, president of the 
American Life Convention; Claris 
Adams, secretary and general counsel of 
the American Life Convention; F. I. 
McGraw, assistant secretary of the 
Bankers’ Life of Des Moines; General 
McAllister, general counsel of the Kan- 
sas City Life Insurance Company, and a 
talk was made by Walter Head, past 
international president of the American 
Bankers’ Association, and the present in- 
ternational president of the Boy Scouts 
of America. 


Banquet Well Attended 


The banquet was attended by 160 rep- 
resentatives of the company, the home 
office employes, the directors and man- 
agement of the company, 150 Davenport 
business men, representatives from all of 
the civic clubs, the Chamber of Com- 
merce, and the Davenport Underwriters’ 
Association. Many distinguished visiting 
guests from Chicago, Milwaukee, and 
lowa towns were present. August E. 
Steffen, president of the Guaranty Life, 
introduced L. J. Dougherty, vice-presi- 
dent and general manager, as toast-mas- 
ter. Addresses were made by O. J. Ar- 
nold, president of the American Life 
Convention; J. B. Reynolds, president of 
the Kansas City Life; A. E. Carroll, 
general counsel of the Guaranty Life; 
Louis Roddewig, mayor of Davenport; 
John H. Hogan, vice-president of the 
Continental and Commercial Trust and 
Savings Bank of Chicago; Ed. Kauf- 
mann, president of the American Com- 
mercial Trust and Savings Bank of Dav- 
enport; Louis Bein, president of the 
Davenport Chamber of Commerce; W. F. 
Meiburg, secretary of the Guaranty Life; 
C. M. Cartwright, editor of the National 
Underwriter, and Walter Head, past in- 
ternational president of the American 
Bankers’ Association. W. J. Moriarty 
of St. Louis spoke for the representa- 
tive of the Guaranty Life present. The 
meeting was led in song by John Mc- 
Greevy of Moline, Ill, and Maurice 
Leahy, of Chicago. Beautiful floral of- 
ferings were sent to the Guaranty Life 
for its twenty-fifth anniversary by the 
different organizations and business in- 
terests of Davenport. 
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NYLIC INCENTIVES and AIDS TO SUCCESS 
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“Ts it any wonder that, meas- 
ured by usual standards, 
Nylic agents are indus- 
trious, persistent, satis- 
fied and happy?” 








NEW. YORK LEEPER are 
LIFE. INSURANCE. Pari PE 
COMPANY. & 


DARWIN re KINGSLEY New Home Office Building now being 


erected on the site of the famous 


President old Madison Square Garden 


New York Life Agents 


Paid for 


927 Million Dollars 


of NEW BUSINESS DURING 


THE NEW YEAR 


@j This is the largest total secured by 
Nylic Agents in any year in the 
Company's history, exceeding their 
record for 1926 by 


$27,000,000 


@j The Company’s total insurance in force 
on December 31, 


1927, was over 


Six and a Quarter Billions, viz., 


$6,285,800,000 


q In their service to the public, Nylic 
Agents continue to prosper and to forge 
ahead to greater achievements. 
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Aetna Life President 
Makes Annual Repor: 


MADE LARGEST SURPLUS GAIN 





M. B. Brainard Says Company in 1928 
Hopes to Continue to Effect Further 
Economies in Management 





In his annual report President Brai: 
ard of the Aetna Life says that the rv- 
sults of the year 1927 have confirmed th 
company’s belief in conservative under- 
writing principles and practices and that 
during 1928 the company hopes to con- 
tinue to effect further economies «i 
management. He said in part: 

The figures presented in the seventy 
eighth report of the Aetna Life show a 
healthy growth in new business. The 
surplus at the close of the year amounted 
to $26,003,082, a gain of $6,309,164 which 
is the largest gain made in any one year 
in the history of the company. The 
premium income of the life department 
was $70,093,619; of the accident and lia- 
bility department $31,653,468, or a total 
of $107,747,087, a gain over the year 1926 
of $8,384,073. The increase in the total 
company assets was $38,337,838. 

“The bonds of the Aetna Life are car- 
ried at their amortized value, the mort- 
gage loans at their par value, and such 
investment gains as have been made 
come from a comparatively small list of 
bank and insurance company stocks. The 
bank stocks are carried in the state- 
ment at values fixed by a committee of 
the National Convention of Insurance 
Commissioners, and the holdings of in- 
surance stocks are carried at less than 
the figures set by this committee. The 
stock holdings of the Aetna Casualty & 
Surety, of the Automobile Insurance Co., 
and of the Standard Fire Insurance Co., 
are carried on our books at their book 
values. 

“The statement of the Aetna Casualty 
& Surety Co. evidences a very satisfac- 
tory year and shows the surplus of the 
company at the end of 1927 to be $9,- 
524,032. On January 13, 1928, the di- 
rectors of the company voted to dis- 
tribute as a special dividend to the stock- 
holders of record as of the close of 
business January 21, 1928, four thousand 
shares of Aetna Life stock in the ratio 
of one share for every five shares held. 

“At the same time, it was voted to 
increase the capital stock of the Aetna 
Casualty & Surety Co. from $2,000,000 to 
$3,000,000, shareholders of record as of 
the close of business January 21, 1928, to 
be entitled to subscribe to this new stock 
at $100 a share in the ratio of one share 
for every two shares held. 

“The Aetna Life owns approximately 
50% of the shares of the Aetna Casualty 
& Surety Co. 

“A reorganization of the business of 
the Automobile Insurance Co. of Hart- 
ford, was completed during the year. At 
the close of 1926 the surplus of the 
company amounted to $1,616,273 and a 
special contingency reserve of $750,000 
was set up. On December 31, 1927, a 
contingency reserve was again set up in 
the same amount and the surplus had 
been increased to $3,812,116. 

“The Standard Fire Insurance Co. con- 
tinues in its consistent and_ steady 
growth. This company shows a very 
favorable increase in assets and surplus 
of $388,697 and $250,430 respectively.” 





EQUITABLE LIFE CAMPAIGN 

The Equitable Life of Iowa is to ho!d 
a campaign during March in honor 0! 
President Henry S, Nollen. This is the 
eighth consecutive March that the agenis 
of the company have honored President 
Nollen with their production. Each yeer 
has shown an increase in paid produc- 
tion over the previous year, and in 
March, 1927, all previous monthly recor’: 
were broken with $10,042,437 paid for an‘ 
$11,263,88t written and examined. hi 
agency force hopes to again honor Presi- 
dent Nollen this year with the largest 
production in the company’s history. 
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The } 
How Objections door sport of fixing 


prevalent in- 


Were Answered up answers to ob- 
In 1867 jections is nothing 
novel. As far back 


as 1807 the Mutual Life answered some 
of the objections which are as familiar 
today as they were then. The statements 
and the rebuttals follow: 


“T cannot afford to insure my life.” 


Forty-five cents a week will insure 
$1,000 on the life of a man aged 30. (To- 
day the cost is considerably less, and the 
policy is far more liberal in every re- 
spect.) Is the ultimate fate of your wife 
and family a matter of such perfect in- 
difference to you as not to call for a 
sacrifice amounting to even less than half 
a dollar a week? And if, with your 
present income, you are unable to make 
such provision for them, how will they 
bear the double bereavement when left 
without you and without your income ? 

“T can make a better investment for 
the benefit of my wife and family.” 

There is no way in which a small sum 
of money can be so profitably and secure- 
ly invested, for such a purpose, as in a 
policy on your life; because the payment 
of a single premium secures, and at once, 
a very much larger sum than the invest- 
ment of the same amount could possibly 
do in the ordinary operations of trade. 
Besides, securing a sum in this way does 
not, in the least, interfere with your en- 
deavors to accumulate in any other way 
you may desire. 

“I have sufficient already, and do not 
need it.” 


Thousands of others have thought 
similarly, and yet, dying, have left their 
families in want. Experience has proved 
that the stability of fortune is as un- 
certain as the duration of life. A policy 
of Insurance will secure your wife and 
family against the results of either, in 
your particular instance. 

“T do not need it, having neither wife, 
family or dependent relations.” 

You may need it for yourself. The 
Mutual Life Insurance Company of New 
York will issue you a policy, payable to 
vourself at the age of 40,45, 50, 55. 60. or 
63. or to vour heirs, in case you die be- 
fore attaining that age. The sum thus 
secured, invested in an annuity, will af- 
ford you a comfortable support in your 
old age. Such a policy combines the 
advantages of a safe and profitable in- 
vestment for your own benefit, payable 
at a time when it will probably be most 
acceptable, with a certain provision for 
your family in case of your previous 
death. 

“Tt must be a poor investment for me, 
s the Company makes money by insur- 
ing my life.” 

By insuring in The Mutual Life Insur- 
«nce Company of New York, you become 

member of the Company, and share in 
‘he profits. This Company is established 

n the mutual plan, the entire profits, 
educting necessary expenses alone, be- 
ine divided among the assured in the 
nost equitable manner. 

“T shall lose all IT have paid if unable 
io continue my payments.” 

You will not lose all. The Mutual Life 
Insurance Company of New York will 


BUSINESS 
\ I 







grant a new Policy, which, without 
further payment, will assure to your 
representatives, at your death, a rever- 
sionary sum, equivalent to the present 
value of the Policy on surrender; or 
they will purchase your Policy and pay 
you the value for it, in cash, on sur- 
render. 

“I am at present a single man, but 
intend to insure when I marry.” 

The essential condition for insurance 
is good health, and of the continuance 
of this you have no guarantee; there- 
fore insure while you enjoy it. It will 
also cost less now than when you are 
older. 

“I am too old—it will cost too much.” 

If the duty be one that you feel you 
ought to perform, the only way to meet 
the case is to insure for a less amount 
than you would if you were younger. 
The rate of premium is in exact propor- 
tion to the increase of risk, and admon- 
ishes you to no longer delay the per- 
formance of a duty so important to those 
dependent on you. 

“The policy may not be paid—offices 
sometimes fail.” 

In the case of The Mutual Life Insur- 
ance Company of New York, you have 
every possible guarantee for the security 
of your investments. A large accumu- 
lated fund, securely invested; an unde- 
niably safe and large amount of assets 
to meet all risks; with careful and ju- 
dicious management in all departments— 
if these do not constitute security, where 
will you find it? 

* * 
Frederic W. Moock 
A Little of the Philadelphia 


Green Agency of the Prov- 

Book ident Mutual is an 
expert in business 

insurance. Recently one of his policy- 


holders telephoned him that he wanted 
$30,000 more insurance. This was not 
mere “luck.” What it meant was that 
Moock had been carefully building up 
in the mind of this man, and of his 
brother who was associated with him in 
business, the idea of the necessity of 
adequate life insurance coverage for 
business purposes. He had not merely 
been “soliciting” insurance. With great 
skill he had let the idea of business 
insurance sell itself. He had won the 
confidence of these men, He had shown 
them that he grasped the business prob- 
lems. which confronted them. He had 
also shown a masterly grasp upon how 
business insurance would advantageously 
assist in the solution of these problems. 
They had started by taking policies for 
as much as they could then conveniently 
handle, but with the idea that from time 
to time they would take out additional 
insurance as they felt themselves able 
to carry it. That explains the telephone 
message. 

When he called upon this client to 
secure the application and arrange for 
medical examination, the client’s brother 
came into the office. Moock asked him, 
“How much shall I have you examined 
for?” and received the reply, “$25,000.” 
Going to Dr. Dewees, Moock arranged 
that the examination should be for $80,- 
000 in the case of the first man, $50,000 
more than the $30,000 he was applying 
for, and $50,000 in the case of the second 
man, $25,000 more than he was applying 


for. The cases were approved and extra 
policies issued. 

With both men there had been a dis- 
position to insist that the new insurance 
should be placed in another company on 
the familiar “not all the eggs in one 
basket” theory. Moock had parried this 
and had succeeded in securing a Provi- 
dent examination, knowing that if the 
worst came to the worst it would be ac- 
ceptable to other companies, The sub- 
ject came up, however, when he called to 
deliver the $30,000 and $25,000 insurance 
applied for. Finally he satisfied the 
brothers and they got out their check 
books to draw checks for the first pre- 
mium. 

While they were doing this Moock had 
taken from his pocket the pamphlet con- 
taining Mr. Linton’s Memphis address 
on “Life Insurance as an Investment” 
and was looking it over, so that later on 
he would turn promptly to the paragraph 
to which he wished to call especial atten- 
tion. “What’s that book?” asked one of 
the brothers when he had finished with 
the check. “I don’t know whether you'd 
be interested in it,” answered Moock. 
“It’s about the investment element in life 
insurance.” “Why shouldn’t we be?” 
was the quick retort. “We’re carrying 
a large line.” 

“All right,” said Moock, “but before 
we take up this investment matter, let 
us consider the question of some addi- 
tional insurance. I have $50,000 extra 
for you and $25,000 for you,” looking in 
turn at each of the brothers, Once 
more there was discussion of “all the 
eggs in one basket,” but Moock was 
finally able to place the extra policies 
and secure checks in payment of pre- 
mium. “Now, gentlemen,” he said, “I 
want to leave this book with you.” 

ext morning Moock was called to the 
telephone. It was one of the two broth- 
ers speaking, the one who had taken out 
$50,000 the day before, including an extra 
policy of $25,000. “I’ve read that little 
green book with a great deal of interest. 
You'll be surprised, no doubt, but I 
would like to have $50,000 additional life 
insurance besides what I took with you 
yesterday. That little green book has 
sold me this additional $50,000.” 





60 YEARS WITH PHOENIX MUTUAL 

Silas H. Cornwell, vice-president of the 
Phoenix Mutual Life, completed sixty 
years of active service with the company. 
He joined the company in 1868 as an 
office boy. In 1903 he was appointed 
assistant secretary. Upon his return to 
Hartford from Florida he will be pre- 
sented with a new desk chair by his as- 
sociates. 





Resents “Patronage” 
(Continued from page 11) 


sales because of the fact they could not 
release one idea. If you can’t put over 
the income, after we have sold the cash 
settlement, we can always do the next 
best thing which is selling enough lump 
sum insurance to yield that amount, even 
if the man’s family has to invest it them- 
selves.” 
Show Phoenix Mutual Picture 

The afternoon session closed with the 
presentation of an interesting motion 
picture called “Vanishing Fortunes,” 
which was offered through the courtesy 
of the Phoenix Mutual Life. Winslow 
Russell, vice-president, gave a short talk 
before the picture was put on the screen 
in which he said that the motion picture 
had proved to be an excellent means of 
advertising life insurance. He said a 
number of banks and trust companies 
were also interested in the project and 
that some of them had purchased ma- 
terial with which to exhibit the Phoenix 
Mutual picture which depicts the distress 
which follows the dissipation of a for- 
tune which has been left the beneficiary 
in a lump sum. The film story also 
shows how the proceeds of life insur- 
ance may be conserved when the life in- 
surance agent co-operates with a trust 
officer to create a life insurance estate. 
The audience applauded at the end. 











TWO MEN 


We have two new 





territories for two 
good men under 
real general agents’ 
contracts. 

Address 


The Manhattan Life Ins. Co. 


66 BROADWAY, NEW YORK 




















HAlcHT, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
RRANK J. HAIGHT, President 
INDIANAPOLIS 


Denver Des Moines 


Omaha 











New York Licenses 
The following licenses have been is- 
sued at Albany: 
Rose K. D’Alessaniro, 3020 Richmond Terrace, 
Mariners Harbor. 


Anna Marie Enggren, 100 William street, New 
York City. 


Henry E. Moodle, 76 Woodbury avenue, 
Huntington. 

Willaim Clifford Klenk, 225 West Thirty- 
fourth street, New York City. 

Alfred J. Scott, 1 Park avenue, New York 
City. 

Gordon Nixon Trousdell, 150 Nassau street, 
New York City. 


Walter W. Ziegler, 51 East Forty-second 


street, New York. City. 

Edgar Abrahamsen, 1 Liberty street, New 
York City. 

Herman L. Richter, 1140 Broadway, New 
York City. 


Henry Vincent Steinmiller, 224 Ellicott street, 
Rochester. 

Cecil Klein, 112 West Dominick street, Rome. 
Julius Canteen, 127 Grace street, Buffalo. 
Morris Heilpern, 565 Crown street, New York 
City. 

Lou‘s Cacalis, 152 
York City. 

Max Gruber, 8019 160th street, Jamaica. 
Frank A. 
Brooklyn. 
Anthony Pepe, 113 Sixth avenue, New York 
ity. 

Henry Jefferson Grady, 45 West 45th street, 
New York City. 
William A. G. 
New York City. 
T. Nelson Benedict, 160 Horton avenue, New 


Rochelle. 


West 42nd New 


street, 


Matrunola, 377 Bay Ridge avenue, 


Leopold, 150 William 


street, 


Morris Dorman, 701 Crotona Park North, 
New York City. 

Meyer Feldman, Plaza Building, Far Rock- 
away. 


Frederick Ernest Hilgemban, 540 Bergen ave- 
nue, New York City. 

Chester G. Sanford, State street, Dalton. 

William D. Weitz, 100 State street, Albany. 


37 YEARS WITH AETNA 
Albert E. Mielenz, general agent for 
the Aetna Life at Milwaukee, has com-. 
pleted his thirty-seventh year with that 
company. Mr. Mielenz started as a lo- 
cal agent. 





TRAVELERS CHANGES 

Barnett Kenimor, W. Hugh Bridges, 
George L. Finefield and Julius I. Thoma- 
son have just recently been transferred 
in their branch office assignments, 
agency development, life, accident and 
group departments, by the Travelers. 
Mr. Kenimor became assistant manager 
at Cincinnati, Ohio, and Mr. Bridges 
was made manager at Nashville, Tenn., 
February 15. Mr. Finefield was ap- 


pointed manager of the Travelers Boule- 
vard branch office in Detroit, Mich., Feb- 
ruary 1, and Mr. Thomason became man- 
ager at Duluth, Minn., February 24. 
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Bank of Italy Manager Looks 
For Elimination of the Agent 


Roger B. Hull, managing director of 
the National Association of Life Under- 
writers, had an interview on the Coast 
this week with Manager Ferrari of the 
insurance division of the Bank of Italy 
in which Mr. Ferrari discussed the sub- 
ject of banks entering the life under- 
writing field. 

“The whole tendency of modern busi- 
ness,” said Ferrari to Hull, “is centrali- 
zation in the elimination of duplication 
of effort. Banks are gradually being 
looked upon to furnish all kinds of serv- 
ice. The tendency in all lines is to elim- 
inate unnecessary factors and the con- 
summation of transactions. The well-in- 
formed man today knows as much about 
life insurance as the solicitor’ himself, 
and the selling of insurance is becoming 
largely a merchandising proposition.” 

Chain Store Analogy 

Mr. Ferrari compared life underwrit- 
ing to a chain grocery store selling 
sugar and flour rather than a profes- 
sional service, such as that of an attor- 
ney. He predicted that ultimately all so- 


licitation will be eliminated and life in- 
surance will be sold over the counter on 
a standard merchcandise basis. 

“Modern business must get closed to 
the producer,” he declared, “and this will 
be done in life insurance by eliminating 
the solicitor entirely. 

“While banks are now dealing through 
contracts with general agents, this will 
ultimately be eliminated and the bank 
will stand directly between the insurance 
company and the policyholder.” 

Mr. Ferrari emphasized the exception- 
ally favorable position of a bank to carry 
on the solicitation of life insurance. He 
stated that the present fight for licens- 
ing fire agents was not vital to the Bank 
of Italy because if the bank lost it could 
find a way to write the fire insurance 
itself. 

Mr. Hull said to The Eastern Under- 
writer: “I consider this statement by 
Mr. Ferrari to be of extreme importance 
and should have wide circulation so that 
American life insurance may know that 
such views are held.” 











NEW COAST BODY 





California State Association of Life 
Underwriters; Endorse National Asso- 
ciation’s Position Relative to Banks 

At the Oakland Sales Congress of a 
few days ago there were present Presi- 
dent Law and Vice-President Hart of 
the Penn Mutual; President Loomis of 
the Connecticut Mutual; President Har- 
ris of the Western States Life, and Vice- 
President Thompson of the West Coast 
Life. At Sacramento Monday, March 12, 
the local California Life Underwriters’ 
Association formed the California State 
Association of Life Underwriters. Im- 
mediately following, the directors elected 
the following officers: R. L. Stephenson, 
ceneral agent for the Union Central in 
San Francisco, president; Kellogg Van 
Winkle, manager Equitable Society in 
Los Angeles, executive vice-president; O. 
H. Martinsen, associate general agent, 
Aetna Life in San Francisco, treasurer; 
Clifton Brooks, Equitable Society in 
Oakland, secretary. At the first meeting 
immediately following organization, it 
was resolved that the attitude of the 
state organization on the subject of bank 
representation of life companies be in 
full and complete accord with that of 
the National Association of Life Under- 
writers ag expressed in the resolution 
adopted at the Memphis convention. 





BANKER. AND COMMISSIONS 


In a letter to the head of a large 
Florida bank that has an insurance 
agency attachment, J. C. Luning, insur- 
ance commissioner of Florida, says: 

“While it would be permissible for 
other insurance agents writing the same 
class of business to divide commissions 
with Mr. —————— upon a mutually 
satisfactory basis, I do not believe that 
Mr. can legally turn over 
any part of such commissions to the 
bank, and it is my opinion that if he 
persisted in doing so he would be liable 
for cancellation of his license as an in- 
surance agent.” 


MISSOURI SNUBS CALIFORNIA 





Jefferson City Insurance Department 
Refuses to Co-operate with Coast 
Commissioner in Continental Life 

and International Life Inquiry 


The Missouri Insurance Department 
on Tuesday wired the Commissioner of 
California refusing him permission to 
participate in any examination of the 
Continental Life or International Life of 
St. Louis. It was in response to a let- 
ter from the California Department chief 
in which he renewed his demand for an 


investigation of these companies by 
California. 
The Missouri Department also in- 


structed the companies not to forward 
the California commissioner money de- 
manded by California to pay for exam- 
ination nor to permit California exam- 
iners to enter their offices. The Mis- 
souuri Department has asked for an ex- 
amination: by the Convention of Insur- 
ance Commissioners. Missouri invites all 
states but California to participate be- 
cause California has failed to explain its 
commissioner’s “unreasonable  accusa- 
tions and insinuations” against the St. 
Louis companies which the California 
commissioner made at the Astor conven- 
tion some months ago. 





MISSOURI STATE’S RESEARCH 

The Missouri State Life Insurance, 
through its Sales Research Division. 
headed by J. P. Licklider, director of 
publicity and sales research, is making a 
thorough analytical study of each of the 
company’s present branch office organi- 
zations, its general agencies and their 
individual field problems as part of the 
“Bigger, Better Agency Building” pro- 
gram undertaken by the company. 





FAKE COAST RUMOR 
There is nothing in the rumor that 
the Bank of Italy contemplates starting 
a fire, a life and a casualty insurance 
company. 


Keane-Patterson in 
Handsome New Quarters 


DESIGNED BY LLOYD PATTERSON 





Many Unusual Features Included; Third 
Office in Two Years; Agency Paid 
for $13,000,000 in 1927 


When Donald C. Keane and Lloyd 
Patterson, two enterprising agents of the 
Massachusetts Mutual Life, joined forces 
about two years ago and took floor space 
in the Pennsylvania Building at West 
Thirty-fourth Street, New York, they 
could hardly have foreseen that within 
a comparatively short space of time they 
would be occupying quarters on the nine- 
teenth floor with a floor area double 
that of the original layout. The pres- 
ent offices are handsomely appointed 
throughout, and are among the finest in 
New York. There are 6,000 square feet 
of floor space. 


Shortly after the Keane-Patterson 
agency began in 1925 the business had 
increased so rapidly that it was found 
necessary to increase the floor space to 
3,300 feet to take care of the new addi- 
tions to the agency staff and the office 
force. The first year the agency wrote 
and paid for $10,000,000 of life insurance 
which was regarded in New York insur- 
ance circle as an extraordinary feat for 
two comparatively youthful insurance 
men. They beat this record the follow- 
ing year with a paid business of $13,- 
000,000, This year they expect to do in 
the neighborhood of $17,000,000. 


Both Started As Agents 
Both Mr. Keane and Mr. Patterson 


have been large producers of business in 
the past. They received their early train- 
a Pipewe the — Benefit. Keane’s 
est year was when he paid for $2 - 
000 of business. ‘ wisi 

The new quarters have been arranged 
with a view to future expansion. They 
are commodious and have the added ad- 
vantage of good lighting facilities. There 
is a large foyer from which one obtains 
a fine view of the entire office layout. 
The offices of the heads of the organiza- 
tion are on opposite sides of a short hall, 
topped by a graceful arch on which is 
emblazoned the shield of the Massachu- 
setts Mutual. They are furnished with 
excellent taste and copies of masterpieces 
of painting adorn the walls. 

There is a long row of private offices 
to house the supervisors, instructors and 
the outstanding producers of the organ- 
ization. There are also a_ conference 
room, a reception room for visitors and 
aclass room. 

Taken altogether, it is a layout of 
which any insurance man might well 
feel proud. Lloyd Patterson was an ar- 
chitect before he became an insurance 
man and his experience in that connec- 
tion helped a lot in the planning. 

The organization as it now stands is 
composed of forty full-time agents in 
addition to the directors and supervisors 
of the various departments. The out- 
standing producers of the agency are 
O. J. Arnold and K. F. Comstock. Mr. 
Arnold writes well over a million of 
business each year. R. D. Lichtermann 
is in charge of the surplus lines and 
C. V. Cromwell, superintendent of 
agents, directs the educational work. 
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Considers $450,000 At 
Ages 25-50, Some Forms 


NEW LIMITS OF NEW ENGLAND 





Policies Containing Either Disability !n. 
come Or Double Indemnity Or Bot; 
Have Low Limit 





Important changes in limits of insur- 
ance for standard risks became effeciive 
with the New England Mutual Life on 
February 15. The new limits follow: 


Life and Endowment 


Ages Male Female 
0 to 14 $ 20,000 $ 20,000 
15 to 20 125,000 75,000 
21 to 24 300,000 150,000 
25 to 50 350,000 225,000 
51 to 55 300,000 150,000 
56 to 60 225,000 150,000 
61 to 65 75,000 75,000 

Five and Ten Year Term 

Ages Male Female 
15 to 20 $30,000 $30,000 
21 to 24 150,000 75,000 
25 to 50 200,000 150,000 
51 to 55 150,000 150,000 
56 to 60 150,000 75,000 


Life And Endowment 
$100,000 Additional at Ages 25 to 50 
The company will consider $100,000 ad- 
ditional, ages 25 to 50, on Life and En- 
dowment forms, making a maximum coy- 
erage of $450,000 at these ages. This 


additional amount will be granted only ' 


on preferred male lives on which re- 
insurance can be secured. 
Disability Income and Double Indemnity 

Policies containing either disability in- 
come or double indemnity provisions, or 
both, will not be issued for more than 
$25,000 on any one life. 

Waiver of Premium 

Waiver of premium will not be granted 

for more than $100,000 on any one life. 
Term Insurance 

Not more than $50,000 term insurance 
will be issued on the convertible and 
renewal form. Any additional amount 
must be on the convertible form only. 

Neither waiver of premium, disability 
income nor double indemnity provisions 
will be granted in connection with term 
policies. 





GEORGE D. ADLER RETIRES 





Salt Lake General Agent Was Former 

President of National Association 

of Life Underwriters 

George D. Adler, former president of 
the National Association of Life Under- 
writers, who presided at the Memphis 
convention, has retired as general agent 
of the National Life of Vermont in Salt 
Lake. He has been with the National 
for 35 years. Ill health is the reason for 
his retirement. 





A. D. NORTONI VICE-PRESIDENT 

The board of directors of the Conti- 
nental Life of St. Louis has elected Al- 
bert D. Nortoni vice-president and gen- 
eral counsel for the company. He is a 
member of the law firm of Curlee, Nor- 
toni & Teasdale, with offices in the 
Boatmen’s Bank building, St. Louis. He 
has served on the board of the Conti- 
nental Life for several years. 





The assets of Connecticut insurance 
companies now exceed $1,700,000,000. 





RICHMOND, 





THE LIFE INSURANCE COMPANY OF VIRGINIA 


INCORPORATED 1871 
Admitted Assets, Over 51 million 
Insurance in Force, Over 300 million 
Payments to Policyholders in 1926, Over 314 million 
Total Payments to Policyholders Since Organization, 
Over 43 million 


JOHN G. WALKER, Chairman ef the Board 


‘ BRADFORD H. WALKER, President 








George T. Smith, Vice-President 
Chas. F. Nettleship, 2nd Vice-President 








Home Office—Jersey City, N. J. 


The Colonial Life Insurance Company of America 


Insurance in Force 
ONE HUNDRED MILLION DOLLARS 
1927 Showed Greatest Gains in History of Company 
Wide Variety of Ordinary and Industrial Policies 


Give Agents Unusual Money Making Opportunities. | 
OFFICERS 
E. J. Heppenheimer, President 








. C. Wise, Treasurer | 
S. R. Brown, Secretary i 
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Colonial Life Celebrates 
Its 30th Anniversary 


HAS $100,000000 IN FORCE 


President E. J. Heppenheimer Welcomes 
Managers, Assistants and Agents to 
Home Office; Interesting Addresses 

The Colonial Life of America held its 
<0th Anniversary convention at the home 
office of the company at Jersey City 
recently, the leaders of the field, man- 
gers, assistants and agents from vari- 
us sections of the country attending. 
wo important events in the history of 
ihe company were celebrated. The first 
vas the completion of the company’s 
thirtieth year, and the second was the 
closing of the year with one hundred 
inillions of insurance in force. 

In the gathering of agents, assistants 
and managers every point of the com- 
pany’s operating territory was _ repre- 
sented. Many of the guests were ac- 
companied by their wives. 

Addresses were made by President E. 
|. Heppenheimer and other home office 
officials. In his address Mr. Heppen- 
heimer referred to the early days of the 
company. Its early problems and the 
struggles which he and his associates 
had to make to meet them. He told of 
the first home office quarters of the com- 
pany in a second floor over a piano store, 
and the later development of the com- 
pany in acquiring the whole of the prem- 
ises of the company at that point. He 
spoke of Application No. 1 taken out 
on his own life, a fac-simile copy of 
which had been given to every visitor 
and assured them that he was doing 
everything in his power to prevent its 
becoming a claim, which statement, 
needless to say, met with unanimous and 
enthusiastic approval. 

President Heppenheimer presented the 
company’s latest liberalization in indus- 
trial business; the placing of all indus- 
trial policies in immediate benefit from 
date of issue. The question of future 
expansion was touched upon at consid- 
erable length, Mr. Heppenheimer show- 
ing his confidence in the future growth 
of the company and his great faith in 
the loyalty of all members of the force, 
as well as his appreciation that every 
man had done his part to bring about 
the splendid growth and success of the 
institution. 

A farewell luncheon was held follow- 
ing the business session in the morning, 
at the home office which the ladies also 
attended. Addresses were made _ by 
some officers of the company which were 
both inspiring and helpful. Actuary 
George A. Huggins made an interesting 
address on the character of men and 
business, closing with a presentation of 
the new Ordinary Preferred Whole Life 
Policy. 

Second Vice-President Charles F. Net- 
tleship, who has been one of the guid- 
ing spirits of the company during his 
long years of association with it, spoke 
of the responsibilities of the trained in- 
dustrial life insurance man, who was ac- 
customed, if he found conditions diffi- 
cult, to invent new methods to meet 
them and the value of systematic call- 
‘ng upon new business. 

The convention closed with a banquet 
at the Astor Hotel. President Heppen- 
leimer announced that owing to the 
short interval between the dinner and 


theatre hours, speeches would be elimi- 
nated. 





BALDWIN TALKS IN HARTFORD 

Lathrop E. Baldwin, general agent of 
the New England Mutual, New York, 
was one of the speakers at a meeting of 
Connecticut agents of the New England 
Mutual held in Hartford recently. George 
L. Hunt is general agent of the New 
England Mutual at Hartford. 


W. W. JAEGER ON BOARD 


Bankers Life Honors Vice-President; 
R. B. Alberson Named General 
Counsel, Succeeding W. S. Ayres 
W. W. Jaeger, vice-president and di- 
rector of agencies of the Bankers Life 
of Iowa, has been elected a member of 
the board of directors of the company. 
He succeeds the late Judge W. S. Ayres. 
R. B. Alberson, associate counsel, has 

been made general counsel. 

Mr. Jaeger has been with the company 
for about twenty-four years. He was 
elected to his present position two years 
ago. Previously he had been general 
sales manager, regional sales manager, 
special field representative and agency 
manager. He is now the vice-chairman 
of the executive committee of the Life 
Insurance Sales & Research Bureau. 

Mr. Alberson became assistant general 
counsel for the Bankers Life in 1919. 
He had previously had much experience 
as a lawyer. 








JOIN INDIANAPOLIS CLUB 
The following have been elected mem- 
bers of the Actuarial Club of Indian- 
apolis: Burton Van Dyke, actuary of the 
Intersouthern Life, Louisville, Ky.; 
Harry S. Tressel, secretary, Crescent 
Life, Indianapolis; Dirk Heezen, Haight, 

Davis & Haight, Inc., Indianapolis. 
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ble for our great expansion. 
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Pittsfield, Massachusetts 





THE BERKSHIRE LIFE INSURANCE COMPANY 


Writes all forms of standard participating contracts. 
Our SERVICE to POLICYHOLDERS and our splendid spirit of 
co-operation between HOME OFFICE and FIELD FORCE are responsi- 


Territory open for connection with this fine old Massachusetts Com- 


BERKSHIRE LIFE INSURANCE COMPANY 
Incorporated 1851 











1928 


FRED. H. RHODES, President 
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B. CARLYLE FENWICK DEAD 

B. Carlyle Fenwick, general agent at 
Philadelphia of the John Hancock, sixty- 
two years old and for thirty-seven years 
an insurance man, died recently. His 
career with the John Hancock dates back 
to 1903, when he started with the E. J. 
Clark agency of Baltimore, as a sub- 
agent. He became state agent at New- 
ark in 1906 where with William A. 
White, under the firm name of White 
& Fenwick, he took charge of that 
agency, until his appointment in Decem- 
ber, 1921, to general agent at Philadel- 
phia. 





In the past year two former governors 
of great states and two former presi- 
dents of great universities became life 
insurance solicitors. 





GETS GOOD START 

One of the interested people at the 
Sales Congress in New York last week 
was Mrs. Gertrude Brandwein of the 
New York Life, who is one of the lead- 
ing women producers of the country. 
Mrs. Brandwein made a fine record last 
year, paying for considerably more than 
a million of life insurance. She has paid 
for $150,000 of business so far this year 
and hopes to exceed her production for 
1927. 





INSURED DEPOSIT BOXES 
When the Equitable Safe Deposit 
Company of New York, a subsidiary of 
the Equitable Trust, moved its safe de- 
posit boxes to its new vault, every box 

was individually insured against loss. 








The 


re twelve years from a hundred 
million to three quarters of a 
billion of insurance in force! 


Progressive 
Company 


Missouri State Life by its consistent growth and 
high service ideals wins distinctive title 


like Missouri 


And 


Aggressive life insurance men 
State Life under- 


writing methods. Prompt, efficient 
handling characterizes every detail 
of the Company’s dealings with its 
representatives and its policyhold- 
ers. It offers progressive service 


. new policies, new sales ideas, 
new selling helps. 


despite its outstanding record of 
gains for 1927 . . its record year 

the Missouri State Life has closed 
the first two months of 1928 with 
an increase in its written business 
of 12.7% over the first two months 
of last year. 


The Com pany’ s remarkable 
growth and vitality is the result of 
its high conception of service, its 
sound financing program and its 


Exceptional opportunities 
are open to good men in any of 
the forty states where the Com- 
pany operates. Write for Agency 


complete multiple line of insurance. proposal. 
LOD Be) 


Missouri State Life Insurance Company 
Hillsman Taylor, President Home Office, St. Louis 





Life 


Missourt State Lire INSURANCE Co. 


encecccoe soecceces 





:' St. Louis 
Accident -~ Health Send me your Agency proposal 
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Group SAR 05. certviclsuesa cian 
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lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
place of business 110 
Fulton Street, The Eastern Underwriter 
Building, New York City. Clarence 
Editor; W. L. 


tion, office and 


Axman, President and 
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$1.00 for postage should be added Other 
countries outside of Canada $1.50 for 
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Entered as second-class matter April 
1, 1907, at the Post Office of New York 
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KEEPING GOVERNMENT OUT OF 
BUSINESS 
Another stock 

was gained last week in Massachusetts 


victory for insurance 


when representatives of organized labor 
were defeated at a public hearing in their 
efforts to put through a proposed state 
fund for workmen’s compensation insur- 
ance. And at the same time the New 
York Industrial Survey Commission sub- 
mitted its report to the legislature, mak 
ing no recommendation for an exclusive 
state fund. 

The Massachusetts debate was fea- 
tured by the frank statement made by 
Wesley E. Monk, 
, that he did not believe in self 
Monk, in fact, was the 
leading spokesmen for the opposition and 


commissioner of in- 
surance 
insurance. Mr. 


he drew attention to this occasion as be- 
American Fed- 
a bill that 
having 


ing the first in which the 
eration of Labor had put in 
provided for self insurance, vehe- 
mently opposed it in the past. 

Mr. Monk made a strong point when 
he said that there could not be the serv- 
ice under the state fund that Massachu- 
setts has in the efficient work of its In- 
dustrial Accident This board 
persistently on the job and 


3oard. 
1 is not sub- 


ject to indictment by the industrial 
workers of the state. 
Pointing to the fact that the Massa- 


chusetts law was not designed for the 
employers but for the injured workmen 
and their dependents, Mr. Monk asked 
whether the proposed legislation would 
benefits and do them 
greater justice than the present law. He 


give them more 


emphasized that its administration and 
acquisition was going to run into money 
if the work was to be done efficiently. 
Furthermore, he doubted the advis- 
ability of having the administration of 
the fund, the collection of premiums, the 
benefits and the mak- 
ing of rates all coming under one board. 


determination of 


What about the revenue from taxes now 
paid by the insurance companies 
$300,000 or $400,000? What about safety 
engineering under the fund? These were 
some of the questions put forth by the 


some 
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Commissioner which indicate the inade- 
quacy of self insurance. 

Past experience has proven the wis- 
dom of Thomas Jefferson’s words that 
“The more you keep government out of 


business, the better for all.” 


BRITISH RE-INSURANCE 

When it comes handling questions 
relative to re-insurance the American 
insurance newspapers are not in a class 
with the British papers. The latter have 
a special technique in covering-this topic 
which cannot be surpassed, an example 
being the very large reinsurance issue of 
“The Policy-Holder” of Manchester, 
Eng., which came to the United States 
this week. It gives the financial state- 
ments of all 


re-insurance companies 


writing in Great Britain, including the 
144 foreign and colonial companies oper- 
ating in the United Kingdom. 

Not the least interesting material in 
the issue is a quotation from a state- 
ment made in January of this year by 
H. H. Stitt, chairman of the Liverpool 
Underwriters’ Association, discussing 
marine re-insurance, in which he con- 
cluded as follows: 

Let company underwriters be satisfied 
to write smaller gross accounts, to which 
they can give closer personal attention; 
let those companies which have branches 
or agents in foreign markets be satisfied 
to eet their share of that foreign busi- 
ness through those branches and agents, 
leaving what is bound to come to the 
Enelish markets to those who are not 
represented in the particular markets in 
question, instead of, in many cases, un- 
dercutting the rates which their own 
branches and agents abroad are trying 
to obtain: let them, if accepting reinsur- 
ance treaties from foreign companies, 
confine the business under same to that 
of the home market of that foreign com- 
pany, and thus avoid having declared to 
them insurances from other markets 
which they may already have declined 
or quoted higher rates for themselves; 
let reinsurance be restored to its proper 
function—that of enabling an under- 
writer to average and regulate his lines, 
and to get rid of risks on which he does 
not wish to make a book, instead of 
looking upon it as an additional profit- 
making business; and I believe it would 
not be long before marine insurance 
both at home and abroad showed a much 
brighter prospect. 





Cc. E. MACULLAR DEAD 
Charles FE, Macullar, assistant man- 
ager of the fire insurance stamping of- 
fice in Boston, died suddenly last Thurs- 
day afternoon. He was well known 
among many New York insurance men. 
a> ke 
Leon Gilbert Simon of the Equitable 
Society and New York University, author 
of a book on “Inheritance Tax Insur- 
ance,” and one of the best-known agents 
in New York, will take a_ trip 
around the world this year. 
* * * 


Theodore M. Brandle, head of an in- 
surance and bonding office in Jersey 
Citv, has been appointed Jirector gen- 
eral of the Iron Bound League of New 
Jersey. 

* * * 


Dr. J. A. C. Chandler, chairman of the 
Virginia legislative rate investigating 
commission, is being prominently men- 
tioned as a possible candidate for gov- 
ernor next year. 

* * * 


H. E. Glatz, Jamestown, N. Y., insur- 
ance man, is being supported by other 
insurance men in the city in his candi- 
dacy for election to the Republican State 
Committee. 
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Charles L. Tyner and Wilfred Kurth, 
president and vice-president respectively 
of the Home of New York, have this 
week assumed the titles of United States 
managers. They are to act in that ca- 
pacity for the Halifax Fire of Halifax, 
Canada, control of which company was 
recently acquired by interests identified 
with the Home. The Halifax is being 
admitted to write fire insurance in New 
York State, setting at rest for the time 
being the story that the company might 
be entered here as a casualty running 
mate of the Home. The Halifax, how- 
ever, writes plate glass and automobile 
of all kinds, as well as fire, in Canada. 
President Tyner is an administrative ex- 
ecutive, who has been with the Home 
since 1889, and who made his early rep- 
utation in the financial division of the 
business. He became president in De- 
cember, 1925, succeeding the late Fred- 
eric C. Buswell. Mr. Kurth joins Mr. 
Tyner as United States manager of the 
Halifax because of his knowledge of Ca- 
nadian underwriting, having joined the 
Home in 1902 as Canadian manager. 
Since that time his duties have covered 
a wide scope. He is an authority on fire 
insurance underwriting here and abroad 
and has been president of the National 
Board of Fire Underwriters, president 
of the American Foreign Insurance As- 
sociation, and chairman of the United 
States Fire Companies Conference, in 
addition to many other posts of honor. 

ie oe 


Frank L. Smith, Senator-elect from 
Illinois—and our prediction is that the 
Senate will eventually seat him—runs the 
Frank L. Smith Agency of Dwight, II. 
He is a member in good standing in the 
Illinois Association of Insurance Agents 
and in remitting his dues a few days ago 
he wrote the following letter: 

“T have been a local agent for thirty 
years. I am of course very much in- 
terested in the problems of the associa- 
tion, but not having been able to attend 
many of the meetings I of course have 
not been as active in my co-operation as 
I should be. I hope you will feel that 
you have my fullest co-operation and will 
not hesitate to call on me at any time on 
any personal or association matters.” 

x * OF 


Mrs. Alice L. Doke, of Ephraim, Utah, 
a special agent of the Penn Mutual, de- 
livered more policies in 1927 than any 
other special agent in the company’s en- 
tire field force. She is a most success- 
ful business woman, owning and operat- 
ing ranches and farm properties. 


Shirley E. Moisant is editor and pub- 
lisher of the “Association News,” organ 
of the Illinois Association of Insurance 
Agents. It is the newsiest of all such 
publications of state associations and that 
is only reasonable as Mr. Moisant is 
publisher of a daily paper in Kankakee. 
In the current issue of the “Association 
News” appears a full page ad by Edward 
D. Lawson, marine underwriter, and cor- 
respondent of Wm. H. McGee & Co 
It announces that the following kinds of 
insurance can be taken and handled: 
Cotton Insurance, Fine Arts, All Risks, 
Jewelers Block Policies, Jewelry Floaters 


Personal, Fur Floater Personal, Silver- 
ware Floater Personal, Mail Package 
Insurance, Merchandise Instalment 


Floaters, Motor Truck Contents, Music- 
al Instrument Insurance, Ocean Cargo, 
Radium Insurance, Salesmen’s Floaters, 
Tourist Floaters, Transportation Float- 
ers Annual, Transportation Trip Insur- 
ance, Wedding Present Floaters. Inci- 
dentally, the following suggestion is 
given to agents by Mr. Lawson: “You 
do not have to have the waves breaking 
on your front porch in order to write 
marine insurance.” 

* * OX 

J. Harry Miller, president of the J. 

Harry Miller Co., Inc., insurance brok- 
ers, with offices at 579 Summit Avenue, 
Jersey City, has been elected a member 
of the Jersey City Chamber of Com- 
mérce. 

* * xk 

William E, Stewart, vice-president of 

the American of Newark, left on Tues- 
day for a trip to Algiers. He will spend 
some time in Syracuse, Sicily, and then 
go to Paris, returning to Newark about 
the middle of May. 

ee 


Mrs. Rutherford Lawrence, head of 
the Vinson Insurance Agency of Hous- 
ton, Texas, is one of the leading mem- 
bers of the Houston Little Theatre 
Players and her picture was printed in 
the rotogravure section of the Houston 
“Post-Dispatch” on Sunday, February 1’, 
with other members of the talente’l 
group. 

* * * 

E. Roger Owen, formerly one of th 
best known of the British fire managers 
has contributed £500 to the science build 
ing fund of the University College « 
North Wales. 

a 

Harry Lowy of the insurance firm © 
Lippman & Lowy of Newark, has re 
turned from a short stay at Havana. 
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Owns Bonds of 21 Railroads 
Carl Schreiner’s reinsurance company, 
The Pilot, owns 200 shares of the Am- 
erican Surety and 750 shares of the Con- 


tinental. It owns bonds of 21 railroads. 


a a 
A Reinsurance Item 
The premiums in 1927 paid by one of 
the large American companies for re- 
insurance was $4,076,529. 
e = * 
Has 628 Shares of Aetna Life Stock 
The Hartford Fire owns 628 shares of 
the Aetna Life; 200 shares of the Con- 
necticut General; 140 shares of the Hart- 
ford Steam Boiler; 2,000 shares of the 
London Canada Fire Insurance Co., and 
375 shares of the Travelers Fire. 
a aa 
The General Casualty and Western 
of America 
The General Insurance Co. of America, 
Seattle, owns 1,333 shares out of 2,000 
authorized and outstanding in the Gen- 
eral Casualty Co. of America, and owns 
1,433 shares out of 2,000 authorized and 
outstanding of the Western Insurance 
Co. of America. 
ee ae ®t 


$75,000 Net 
The largest gross amount insured by 
the Travelers Fire in any one hazard 
is $625,000. The largest net amount 1n- 
sured in any one hazard is $75,000. 
a ee 
Ohio Farmers Mortgage Loans 


The Ohio Farmers had mortgage loans 
outstanding December 31, 1927, repre- 
senting an investment capital of $1,737,- 
716 and collateral loans representing an 
invested capital of $41,875. 

k * * 
Change of Front About Hoover 

Ai the February dinner of the local 
life underwriters the name of Herbert 
Hoover was mentioned without applause. 
At the March dinner the name was 
roundly cheered. So was a picture of 
President Coolidge when shown in the 
United Press movies. 

5% * 
Another Sidelight On The Late 


Rodman Wanamaker 


In the obituaries published in New 
York about Rodman Wanamaker, second 
heaviest insured man in the United 
States, I did not see anything relative 
to his devotion to the Indians. : 

His interest in the American Indian 
began by gathering historic data and 
pictorial ‘records of ‘their manners and 
customs, sports and games, their wel- 
fare, religious rites and the territory in 
which they dwelt. For these purposes 
he organized and financed two expedi- 
tions to the Indian reservations in 1908 
and 1909 with the sanction and indorse- 
ment of the Government. His aim was 
to perpetuate the life story of the first 
Americans and to strengthen their al- 
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legiance and friendship to the United 
States. 

The result was a noted ceremonial dec- 
laration of Indian patriotism on Wash- 
ington’s birthday in 1913, at Fort Wads- 
worth, Staten Island, N. Y., where Con- 
gress had granted a reservation for the 
erection of a National Indian Memorial, 
and where thirty-two Indian chiefs, rep- 
resenting fifteen tribes from Western 
reservations, hoisted the American flag 
in the presence of President Taft and 


.a noteworthy gathering of public men. 


It was the first time in their history 
that a group of Indian tribes had raised 
the Stars and Stripes as their common 
flag, affirming their union with the 
whites. In that year Mr. Wanamaker 
sent another expedition with the two- 
fold aim of linking every tribe with the 
national memorial and of stimulating an 
expression of their patriotism in the 
form of a desire for citizenship. Each 
tribe received an American flag as its 
own, and through its representatives 
swore and signed an oath of allegiance 
to the Federal Government. 
a 


Two Over-Sights 


A number of cities are now running big 
ads about their industries, some of which 
are inserted by chambers of commerce. 
One of these was printed in the morning 
papers of March 9 featuring Springfield 
as a city of diversified industries. Among 
the nationally known products made in 
Springfield twelve are mentioned. There 
is no mention of two of the most famous 
of the city’s institutions. They are the 
Springfield Fire & Marine Insurance Co., 
the Massachusetts Mutual Life Insurance 
Co. Possibly they were left out because 
an insurance company is not an “indus- 
try.” However, it seems foolish to boast 
about Springfield without noting its two 
nationally known companies. 

Among the “products” mentioned are 
the Rolls-Royce cars, Smith & Wesson 
revolvers, Diamond Matches, Fiske 
Tires, Bosche Radios, Strathmore paper, 
Webster’s Dictionary and Westinghouse 
products. Springfield is described as the 
home of 322 manufacturing industries, 
producing annually goods worth $110,- 
000,000 and having a payroll of $26,- 
000,000. 

“= £2 * 


Insurance Newspaper Man A Famed 
Philatelist 


Why do people collect postage stamps? 
But then, one might also ask why people 
collect anything. The acquisitive faculty 
is probably inherent in most of us, par- 
ticularly in children who usually collect 
all sorts of odds and ends. When ma- 
turity is reached, the collector with true 
discrimination begins to concentrate his 
thoughts upon one or more objects, 
bending all his energies towards acquir- 
ing a large number of coins, or stamps 
or whatever thing he desires to collect 
a lot of. 

This was pointed out by Major G. W. 
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A. Camp, of the National Association of 
Life Underwriters this week when he 
was asked about the story in a recent 
number of “Collier's Weekly” about fa- 
mous stamp collections in which he tells 
of his own collection. Major Camp, who 
is president of the Society of Philatelic 
Americans, (a philatelist being one who 
collects postage stamps) has been accu- 
mulating stamps ever since he was seven 
years ot age. He has made a specialty 
of Austrian, Belgian, French and Dutch 
stamps and has in his collection some 
rarities from those countries. As a fact, 
he is the possessor of the only specimen 
of an Austrian stamp issued in 1850. It 
is known as the “9 Kreuzer” and is blue 
in color. There are also in his collec- 
tion 500 additional specimens of this 1850 
issue with the names of the different 
towns post-marked on them. Major 
Camp’s Austrian collection contains 1,500 
different specimens. His wife has made 
a specialty of United States stamps. 

Major Camp is quoted by the writer of 
the Collier’s article as saying that al- 
though stamp collecting should be re- 
garded primarily as an “educational 
hobby” there are in his opinion many 
undiscovered specimens which would 
bring high prices if put up for sale. “If 
you do come across any rare specimens 
in your attic,’ says the Major, don’t 
try to steam the stamps off their en- 
velopes, or ‘covers,’ as we call them. 
They may be much more valuable on the 
original paper—especially if they are 
‘tied on’—that is, if the postmark has 
been stamped in such a way as to show 
that the envelope is the one on which 
the stamp was used.” 

When asked to tell something about 
the history of stamp issues, Major 
Camp said there are 45,000 different 
known types of stamps in the world 
since stamp collecting first began to be 
known. The first postage stamp was got 
out in Great Britain in the year 1840. 
The next was issued in 1843 by Brazil. 
The first United States stamps were is- 
sued in 1847 in five and ten cent varie- 
ties. The five cent stamp bore the head 
of Benjamin Franklin and the ten cent 
one bore the effigy of Washington. This 
issue was in effect for only four years. 
In 1851 an issue was put out running 
from one cent to ninety cents: it was an 
unperforated issue. 

Major Camp brought out some inter- 
esting facts in connection with the de- 
monetization of all stamps in existence 
in the United States at the beginning 
of the Civil War. This, he explained, 
was done because so many Government 
stamps were in the hands of the South- 
erners. The Federal government then is- 
sued an entirely new series which re- 
mained in effect until 1869. These were 
in two colors and depicted the various 
modes of transportation such as_ by 
horse, courier, train and steamship. These 
stamps were very small and handsome 
in appearance. Next came the stamp 
showing the discovery of America by 
Columbus. The 24 cent stamp followed 
showing the signing of the Declara- 
tion of Independence. The 90 cent stamp 
bore the figure of Lincoln. 

An interesting fact mentioned by 
Major Camp as showing the transient 
character of some stamp issues was that 
when Col. Lindbergh reached Costa 
Rica stamps were issued there with his 
name in the upper right-hand corner and 
a picture of his airplane in the upper 
left-hand corner. This issue was sold 
out in half an hour at the post office. 

When Lindbergh reached Panama 
stamps were issued in a 2 cent red and a 
5 cent blue. They were printed on 
cashiers’ paper without any gum. A 
strange thing was that they were printed, 
not by the government printer but by a 
local engraver owing to lack of time. 

When Lindbergh reached Havana, the 
face of Lindbergh was stamped across 
the 5 cent Cuban stamps. It will be re- 
membered that when “Lindy” was wel- 
comed back to America by the President 
and other government officials, he was 
presented with a sheet of stamps de- 
picting the Atlantic ocean and showing 
his trail across it. 
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Short Rides in Big Cities 

Taxi starters in Hartford never show 
a smile when a Chicagoan or New York- 
er rushes out of the station, pulls out 
his watch and says: “I am in a terrible 
hurry to get to the Hartford Fire In- 
surance Co.’s building. Can you make it 
in ten minute$?” 

One minute later the astonished pas- 
senger is landed at the foot of the little 
hill on top of which rests so majestic- 
ally the great building of the Hartford 
Fire and Hartford A. & I. 

I had the same sort of an experience 
one night when I left the Bellevue-Strat- 
ford in Philadelphia and told the taxi 
man to drive me to the Union League 
Club. After a nice little ride one way 
and then in the other-direction I alight- 
ed and noticed the Bellevue-Stratford a 
block away. | suppose the driver thought 
1 was a cripple and couldn’t navigate the 
block without his assistance. 

But, getting back to the Hartford’s 
building, they tell me that it is not now 
big enough and that more stories are go- 
ing to be added at a point where the 
architect will not feel that his artistic 
soul has been shattered. Growth of the 
casualty business is one reason for the 
need ot more space. 

* * & 
Rehabilitating Palestine 

I enjoyed a pleasant visit recently with 
Judge Jacob S. Straub, president of the 
Judea Life of New York and the Judea 
Insurance Co., Ltd., of Palestine, For 
many years a prominent Zionist, Judge 
Straub told me about the progress being 
made in rehabilitating Palestine under 
the British mandate. He described his 
most recent visit to that country during 
which he was impressed by the courage- 
ousness of the people in “coming back” 
after a disastrous earthquake. The un- 
employment problem then was a serious 
one, but it is not as acute now. 

I was told about the constructive work 
that the Judea Life is doing to aid in the 
rehabilitation. Judge Strahl said that 
Zionists in this country had responded 
with enthusiasm to the appeal made by 
this company. He anticipates that its 
business will be international in a very 
few years since there have already been 
calls to enter the Judea Life in Great 
Britain and other foreign countries. 

Speaking about the Judea Insurance 
Co., Ltd., of Palestine, he said it was 
the only life insurance company there 
with the exception of branches of some 
European companies, Its policies were 
meeting with favor and it has paid for 
$2,000,000 of life insurance in its two 
years’ existence. 

* 
Some Start; Others Finish 

The A. M. Best Co. says that eighteen 
stock casualty companies began busi- 
ness in 1927; five mutual casualty com- 
panies started; and one reciprocal, which 
was the Columbian Casualty Underwrit- 
ers of Chicago. Ten stock casualty com- 
panies incorporated during the year were 
not licensed; and three mutuals did not 
get licenses after incorporation. 

During 1927 six stock casualty compa- 
nies retired. Receivers were appointed 
for four of them: Commonwealth Acci- 
dent of Little Rock; Florida Life & 
Accident of Miami; Lincoln Casualty 
of Springfield, Ill.; and Manufacturers 
Liability of Jersey City. Nine mutual 
casualty companies retired from the fray. 
Those in the East were the Guardian 
Mutual Casualty of New Brunswick, N. 
J.; Independent Taxicab Owners of Bos- 
ton; and Lincoln Auto Mutual of New 
York. One Lloyd’s retired during the 
year: the United of Chicago. 

* _ * 


Owns Many Shares of Lawyers Title 
& Guarantee Co. 

The Globe & Rutgers own 38,316 shares 
of the Lawyers Title & Guarantee Co. 
of New York. 

* * & 
Logging Insurance 

Out in Los Angeles there is an or- 
ganization called the Logging Insurance 
Underwriters Association. 
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Sterling’s Tie-Up With 
Insuranshares Corp. 


LATEST INVESTMENT TRUST 





Harold A. Fortington on Finance Com- 
mittee; Chief Justice Taft’s Son a 
Director; Plan of Operation 


To the increasing list of investment 
trusts is now added another—the Ster- 
ling Securities Corporation—with a fi- 


nancial set-up differing materially from 
the more familiar types. While the or- 
ganization partakes of the general-man- 


agement type of corporate-form invest- 
ment trust, it has as an outstanding fea- 
ture a structure and plan of operation 
which enables it to reduce overhead and 
administration costs to a minimum, and 
thus to secure to the investor the largest 
possible share of earnings on the invest- 
ment funds. 

With this object in view it has made 
a contract with Insuranshares Corpora- 
tion to handle the distribution of securi- 
ties, provide office space, clerical per- 
sofinel and pay all ordinary expenses. 
Costs to be borne by the corporation will 
be taxes, custodian and legal fees, audit- 
ing expenses and _ statistical services. 
The distribution facilities of Insuran- 
shares will now be employed in market- 
ing Sterling securities as well as insur- 
ance stock trust certificates, which in 
less than a year have reached a volume 
in excess of $12,000,000. Management of 
the corporation will be compensated 
solely in the form of a share of the 
profits after the preferred stockholders 
have received their dividends. 

Delaware Corporation 


The Sterling Securities Corporation 
has been formed under the laws of Dela- 
ware with an authorized capitalization of 
$25,000,000 Ist preferred stock ($50 par 
value); $10,000,000 preferred stock ($20 
par value); 1,250,000 shares of Class A 
common stock, and 300,000 shares of 
class B common stock, with no par value. 

Under the plan of operation the Ist 
preferred stocks will be sold in units of 
one share of preference or Ist preferred 
and one share of class A common. The 
class A common will be sold to net the 
corporation $12 per share and preference 
stocks at par. ; 

At least $5,000,000 will be paid into the 
corporation treasury for preference and 
common stock by the founder subscrib- 
ers before any shares are sold to the 
public. 

The original issuance of preference 
stocks will bear a 514% cumulative divi- 
dend rate. After dividends on the pre- 
ferred and preference stock, the class 
A common is entitled to receive 50 cents 
per share before any payments to class 
B shares, the remaining profits to be 
divided three-fourths to the class A com- 
mon and one-fourth to the class B com- 
mon. A percentage of profits will be 
used to accumulate a surplus and re- 
serve fund to guard against unforeseen 
contingencies and protect the preferred 
dividends. 

The Board 


The board of directors includes Paul 
Cabot, director, National Shawmut Bank, 
Boston; Harold A. Fortington, financial 
secretary, Royal Insurance Co.; Edward 

Goodwin, Goodwin-Beach & Co.,, 
Hartford, Conn.;. Franklin E. Parker, 
Jr., attorney, Parker & Garrison; Daniel 
T. Pierce, vice-chairman, Anthracite Op- 
erators’ Conference; Sterling Pile, presi- 
dent, Insuranshares Corporation; Ernest 
Stauffen, Jr., vice-president, New York 
Trust Co.; Louis Stewart, president and 
chairman of the board, Sterling Securi- 
ties Corporation; Charles P. Taft, II, 


‘Theodore T. Scudder of the 


FIRE INSURANCE 





prosecuting attorney, Hamilton County, 
Cincinnati, Ohio; Edward B. Twombly, 
attorney, Putney, Twombly & Putney; 
Samuel D. Warriner, president, Lehigh 
Coal & Navigation Co., Philadelphia; 
Walter Reid Wolf, assistant to president, 
the Farmers’ Loan & Trust Co. 

In addition to these members there 
will be others from important centers 
outside of New York, and it is expected 
that three European countries will short- 
ly be represented on the board, not only 
for the purpose of adding to the cor- 
poration’s sources of information as to 
foreign investments, but with a view to 
the international distribution of its se- 
curities, 

Investment of the corporation’s funds 
will be in the hands of a finance com- 
mittee, the chairman of which will be 
firm oj 
Scudder & Clark. The other two mem- 
bers will be Mr. Fortington and Mr. 
Wolf. 

Sterling Pile, president of Insuran- 
shares Corporation, has been a moving 
spirit in the formation of the new com- 
pany. 





REACTIONS TO E. U. A. RULING 





Some Kicks Registered on Compromise 
Differential of 5% on Non-Policy 
Writing Agents 
There are bound to be some expres- 
sions of dissatisfaction made by local 
agents in districts where non-policy writ- 
ing agents are permitted at the decision 
of the Eastern Underwriters’ Association 
last week to fix 5% as the minimum rate 
differential. Many agents had hoped for 
at least 714% as some company execu- 
tives themselves wanted. However, 
there had to be compromising done in 
order to get the E. U. A. companies to 
come to any definite decision at all and 
the final vote at least shows that the 
vast majority of companies are ready to 
recognize a real difference between the 
policy recording local agent and the non- 

policy writer. 

By the ruling of the E. U. A. individ- 
ual companies are allowed to cut their 
commissions to non-policy writers if they 
want to as long as they do not exceed 
the 5% differential. On the whole the 
action of the E. U. A. is commendable 
as a step in the right direction in the 
solution of this troublesome problem in 
a few sections of the Eastern territory. 
Final settlement of the subject must 
await the definite fixing of commissions 
to local agents in ordinary territory and 
excepted city territory. At the present 
time several excepted cities are kicking 
against the commission rates offered 
them and the New Jersey agents as a 
whole are out after more than the origi- 
nal 20% flat offered by the Association 
to clear agencies. 

One immediately constructive benefit 
of the 5% differential is the likelihood 
that many non-policy writing agents who 
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; Safety of 
INSURANSHARES 


7) The purchaser of INSURANSHARES TRUST CERTIFICATES 
becomes in effect a stockholder in a carefully selected 
group of leading insurance companies and banks. 
enjoys a wide diversification combined with a high 


The business of insurance companies is fundamental. 
It is rooted in the country’s industrial, social and 
It underlies civilization. 
It is a business of continuity and 
stability, with the probability that its growth will 
9 eclipse its past record, remarkable as that has been. 


The stocks are deposited with The Farmers’ Loan & 
Trust Company of New York and INSURANSHARES 
Trust CERTIFICATES are issued therefor. 


sound securities which are selected and supervised by 
One Insurance Company alone 


C included in INsuRANSHARES portfolio has over 1,200 
¢ different securities, a veritable Investment Trust 
E under its own management. 

¢ During the past ten years, THROUGH GOOD TIMES AND 
E BAD, the stocks of representative Insurance Com- 
- panies included in InsuraNsHARES portfolio have ad- 

vanced in market value about 19% per annum. 

¢ In INSURANSHARES TruST CERTIFICATES which are 


issued in five-share certificates and multiples thereof, 
‘ the public will find a convenient way of acquiring 
an interest in this profitable and growing business. 


[ Send for circular explaining the advantages of 


INSURANSHARES CORPORATION _ |} 
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have been receiving full agency commis- 
sions will refuse to accept cuts necessary 
under this ruling and will either get out 
of insurance altogether or become regu- 
lar recording agents. 





NEW RAIN FORMS APPROVED 





Three Forms Will Replace Seven; One 
New Policy Will Insure Without 
Rain Measurement 
The Rain Insurance Association on 
Wednesday voted through several 
changes in the policy that had been pro- 
posed for underwriting this form of in- 
surance during 1928. They become ef- 
fective May 1. Five of the old policy 
forms, numbers 2-6 inclusive, have been 
abandoned and in their place are forms 
No, 1, the present one-tenth inch rain- 
fall policy; No. 2, an entirely new form 
eliminating the rain measurement gauge, 
and No. 3, the old No. 6 special form, an 
abandonment form for events which have 
no income expectancy. The covers re- 
moved as separate forms include the 
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mercantile, baseball, auction saies and 
abandonment income forms. 


The new policy, No. 2, known as the 
non-measurement of rainfall form, will 
provide that if by reason of rainfall be- 
tween the hours named in the policy, and 
at the location of the event, the income 
is less than the amount of the insurance 
stated in the policy, the company is lia- 
ble for such deficiency. 


The minimum amounts of insurance 
carried to agreed anticipated income 
have been increased from 50% to 80%, 
and the same rate basis will be used. 
There will be no further credits for full 
insurance, except in covers on fairs and 
football games where receipts are over 
a certain amount. Where the new form 
No. 2 is used the amount of insurance 
will be 80% of the previous income on 
a similar event. If there has been no 
similar event the insurance will be lim- 
ited to expenses and not based on in- 
come, 





BUREAU MEETING CALLED OFF 


President H. A. Clark of the Western 
Insurance Bureau this week called off 
the speciai meeting of that body to con- 
sider the Chicago commission situation. 
The Union met last week and has for- 
mulated a program that it intended ‘o 
submit to the Bureau for joint approv:!l. 
This plan would then have been plac: 4 
before the Chicago Board of Under- 
writers. Mr. Clark said that it appeared 
futile to attempt to adopt rules for Ch - 
cago and Cook county as there was 10 
guarantee of their enforcement. 





J. A. SWINNERTON DEAD 
James A. Swinnerton, vice-president « 
the America Fire Companies, died Weé 
nesday morning at his home in New 
York following a long illness. 
59 years old, 


He was 
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Plan Statement On OUTLINES CALIFORNIA FIGHT 
Non-Policy Agents Agents’ Association Secretary Praises 


Fire and Life Companies for Their 


AGENTS MEET IN MEMPHIS 7 Co-operation with Local Agents 
; 3 P. S. W. Ramsden, secretary of the 
—— — oe _~ br Make California Association of Insurance 7 
oe Meadstory — Agents, and one of the leading figures 4 
on the Pacific Coast in the battle against a 1 U ( ) 
a 























Memphis, Tenn., March 13—The ex- the bank agencies of the Bank of Italy, 





ecutive committee of the National Asso- spoke yesterday at the Hotel Peabody { ( a p Sr Tan vi 
ciation of Insurance Agents today pre- in Memphis before the mid-year conven- 
sented to the committee on resolutions tion of the National Association of In- —_— 


at the mid-year meeting here at the Ho- 
te! Peabody a statement on non-policy 
witing agents. The statement, if 
alopted later at the general session of 
the convention on Thursday, may be is- 
sued at the stand of the Association on 
such agents. The text of the resolution 
was not made public today. 

The executive committee also recom- 
mends that membership in local boards 
be made co-extensive with membership 
in state and national associations. The 
committee, meeting with the officers of 
state associations, urged that state bodies 
change their constitutions to provide that 
conditions precedent to membership shall 
be membership in a local board, provid- 
ing of course that such a board exists in 
the territory where an applicant resides. 

Reports were made that the member- 
ship campaign is going well. President 
Varney of New Hampshire told of a gain 
of 54% in his state as part of the five- 
year development plan. 

; More than 400,000 of the automobile 
identification certificates have been or- 
dered so far, and this service may be 
made available later to Canadian agents. 

Invitations for the annual convention in 
the fall have been received from several 
cities, including Minneapolis, Detroit and 
West Baden. 





TO VOTE ON N. J. BILL 


The lower house of the New Jersey 
legislature will vote next Monday, 
March 19, upon the amendment to the 
Ramsey act to make fire insurance com- 
missions uniform throughout the state. 
Action that was expected Monday of this 
week did not materialize. There is an 
amendment to this bill to permit the in- 
surance companies and the New Jersey 
insurance superintendent to revise each 
year the rate of commission that should 
be uniform. This would give to the 
majority of united companies the power 


surance Agents on the branch banking 
plans for insurance service outlined in 


Bacigalupi’s annual message to stock- 
holders of the Bank of Italy. 

Mr. Ramsden gave a brief history of 
the bank’s insurance activities to date, 
stressing the fact that without the Na- 
tional Association of Insurance Agents 
functioning with the fire companies and 
particularly with respect to the confer- 
ence agreement the California agent 
would have had a far more difficult task. 
He said that the fire companies had 
lived up to their agreements not to es- 
tablish bank agencies when the facts 
were called to their attention and the 
life insurance companies were acting 
likewise. 





POLICIES ON ROBERT E, LEE 





Hull Reported Covered for $1,500,000 
Through Marsh & McLennan; Most 
All Cargo Is Under Water 


Boston, March 13.—Insurance covering 
the Eastern Steamship Company’s 
steamer, the Robert E. Lee, which went 
aground last Friday night on Little Ann 
Rocks, off Manomet Point, Mass., was 
handled through the office of Marsh, 
McLennan & Co. of New York, who 
control the insurance on the entire fleet. 
The particular line covering on the Rob- 
ert E. Lee was placed in this city 
through the marine office of William 
Wallace & Co. While it is yet early to 
arrive at definite figures as to the exact 
loss, it is known that the hull was cov- 
ered for $1,500,000, this being the valua- 
tion predetermined by the marine under- 
writers, under the last periodic survey. 
This means that the insurance was writ- 
ten as a valued policy. The rate was 
about 3%, or $30 per $1,000. The cargo 
carried a rate of between $1.30 and $1.50 
per hundred. 

The Merrit Chapman & Scott Wreck- 
ing Co., of New York, are on the job 
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Three Great Companies 
Providing Strong 


and Dependable Insurance 


in Fire and Allied Lines 
and in Casualty and 
Surety Protection 





handling the salvaging of the wreck for 




















ce to fix commissions for every company . + 

sura ople, arriving at the 
a whether — ap —— PP si such a a Tt is rene IR that 
o, an amendment approved on Monday the | j - 4 at 
d. original bill would probably be defeated practically all of the cargo is unde 


water, and it will have to be removed 
before the vessel can be lightered off the 








However, the probabilities are that the 
n( amendment will be beaten and the bill ~~) ; 
er ouseed im its cstainal forsh. as 4 went rocks. Just what the value of the cargo 
et thr ape ig Ste ’ is cannot be determined at this time, but 
~ wy € senate. if there was a full hold, it could easily 
run to upwards of $100,000. 

















on N. F. P. A. NOMINATIONS 


_The nominating committee of the Na- TRAVELERS FIRE CHANGES 

tional Fire Protection Association has Two promotions made by the Travel- 
reported the following slate to be voted or, Fire of Hartford include Thomas 
upon at the annual meeting at Atlantic Kingsley, Jr., from manager at Cincin- 


City, May 7-10: nati to St. Louis. and Gordon J. Burrer, 






































FF Pe Officers—President, Allen M. from Dayton to Cincinnati. The appoint- 
* a Atlanta; first vice-president, ment of Mr. Kingsley and Mr. Burrer 
off rank C, Jordan, Indianapolis; second to their new jurisdictions was effective 


vice-president, Frederick T. Moses, March 1. Mr. Kingsley succeeds H. T. 
Providence; secretary-treasurer Frank- Dahl, resigned. He will be in charge 
lin H. Wentworth, Boston; chairman of of fire lines in St. Louis and in St. 
executive committee, Albert T. Bell, At- Louis County. Mr. Burrer in sieceed- 
lantie City, N. J. ing Mr. Kingsley in Cincinnati will have 
; Fire Executive Committee (for three charge of the combined Cincinnati and 


cd years)—C. H. Haupt, New York; W.  Davton territory. Mr. Kingsley has been 
ler- F. Hickey, New Haven; W. E. Mallalicu, with the Travelers since April 3, 1926, 
Lf d New York; H. L. Miner, Wilmington, -t which time he was made manager at 
chi Del.; S. L. Nicholson, New York. Cincinnati. Mr. Burrer first became con- 


no For Nominating Committee (1929)—H. nected with the Travelers April 1, 1926, 
O. Lacount, Boston, chairman; Benjamin being placed in charge of the Dayton 
Richards, Chicago; Sidney J. Williams, district at that time. 

Chicago. 








HALIFAX ASSETS $507,500 


t< S. H. REITER’S NEW SON 


Samuel H. Reiter, special agent in 
northern New Jersey for the American 
of Newark, is father of a boy born on 
March 11. 


The Halifax Fire, the new member of 
the Home group, which has been licensed 
to write fire insurance in New York 
State, enters here with total assets of 
$507,500 and no liabilities. 








Jersey Specials Hear 
About Soapbox Orators 


TELLS TACTICS — ‘OF RADICALS 





J. R. O’Brien, Pa., Constitutional League, 
Floors Red Movement at Agents’ 
Association Dinner in Newark 





Members of the New Jersey Special 


Agents’ Association were goaded into 
an uproar on Monday evening last at 
their monthly dinner, held at the Elks’ 
club house, when an announced red 
speaker started a tirade against the 


\merican government, capitalism, Amer- 
ican industry and about everything else 
that the average American citizen main- 
tains is ideal. The socialist idea of col- 
lective ownership, the red flag and a 
soviet government was the creed of this 
apparent orator. 
Speaker Appears Disguised 

It was announced by way of introduc- 
tion that the scheduled speaker would 
not appear and the association had to 
get a “pinch” hitter. Henry Borchers, 
president of the association, said that 
he had heard a very radical speaker on 
the street corner the other evening in 
Newark and was greatly impressed with 
his remarks and thought it would be a 
vood thing for every special agent to 
hear all sides of the question. When Mr. 
Borchers announced that “Mr. Weiss- 
brod of Passaic” would address the mem- 
bers, the gathering became somewhat 
disturbed and many of the members de- 
clared that they would leave. Mr. 
Borchers persuaded them to stay and the 
speaker was introduced. 

When his stinging thrusts and hostile 
remarks had created resentment to a 
point where it seemed that a riot would 
ensue the speaker with one quick jerk 
removed his disguise and was introduced 
as the speaker of the evening, J. Robert 
O’Brien, author and lecturer. Mr. 
Borchers announced he would tell the 
other side of the story. 

Mr. O'Brien then explained that he 
delivered the radical talk to illustrate a 
socialist speech in order to demonstrate 
the effective method the Constitutional 
League of Pennsylvania, under whose 
auspices he was speaking, to counteract 
such propaganda. His rebuttal to the 
red speech follows in part: 

Tirade of Soap Box Orators 

“Throughout our land each day soap- 
box orators are delivering tirades of 
abuse against our form of government 
and economic system. Such propaganda 
is not confined to this method alone. 
The false philosophy of socialism and 
communism is being preached by indi- 
viduals and spread by organizations 
through established institutions thereby 
obtaining a hearing more readily than on 
street corners, 

“Conservative labor leaders have 
sounded a warning against the ‘boring 
from within’ tactics of communists who 
are seeking to capture the labor move- 
ment for the purpose of using American 
labor as a weapon by which they would 
destroy both the labor organizations and 
the American institutions under which 
labor has risen from the impoverished 
and franchiseless serf of the eighteenth 
century to its dignified and prosperous 
status of today. 

“Clergymen who .have departed from 
the high mission of increasing the spir- 
itual betterment of mankind are using 
the church as a weapon against chris- 
tianity. Typical of Bishop Brown who 
wrote the book ‘Communism and Chris- 
tianism’ on the front cover of which 
there is the slogan ‘banish Gods from 
the skies and capitalists from the earth’ 
numerous others are echoing these senti- 
ments. Many of them believe that so- 
cialism or communism would realize the 
teachings of Jesus Christ, but instead of 
a brotherhood of man these doctrines 
array brother against brother and under- 
mine the belief of a Fatherhood of God. 
Russia has proven to every Christian 
what they can expect when the red as- 
cends to power. It means the destruc- 
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tion of church and every movement 
which seeks to spread its gospel. 
“Colleges and schools are being in- 
vaded by those who would substitute the 
Marxian law of economy and its horrible 
state slavery for the present system that 
has progressed in such a manner that 
education, science, invention, industrial 
development have become mere stepping 
stones to a happier and brighter to- 
morrow. Such activities in colleges are 
camouflaged principally through the so- 
called League for Industrial Democracy 
in the hope that its sponsors can capti- 
vate our student youth with the false 
phrase of ‘industrial democracy.’ Indus- 
trial democracy can only be instituted 
through the permanent method of thrift 
and self-denial such as is now evolving 
in such industries as the American Tele- 
phone and Telegraph Co., our public 
utilities, and numerous other corpora- 
tions that are distributing their shares 
in industry to employees and consumers.” 





Sympathy of Buffalo insurance men is 
being extended to George B. Rodgers, 
vice- president of the Union Fire, whose 
wife died recently in the home of her sis- 
ter in Lafayette avenue, Buffalo, where 
she had been ill for several months. 


RAPS CAST IRON COLUMNS 


W. B. White Says Such Columns Should 
Not Be Used in Tall Buildings; 
Floors Collapsed in Fire 
Cast iron columns should not be used 
at all in tall buildings, says William B. 
White, superintendent of the bureau of 
surveys of the New York Board of Fire 
Underwriters, in a report upon a fire in 
New York on December 29 which re- 
sulted in a partial collapse of the build- 
ing. Six floor arches, together with two 
lines of columns above the basement, 
fell, the debris piling itself into a heap 
reaching as high as the second floor. In 
his comments upon cast iron columns Su- 

perintendent White said in part: 

“It is evident that cast iron columns 
should not be used in tall buildings, as 
their failure is usually complete and re- 
sults in sudden and total collapse of the 
sections supported. Girders and beams 
cannot be rigidly attached to such col- 
umns and defects in the material cannot 
be easily detected. In contradistinction 
the failure of steel columns is gradual 
and does not often result in the total 
collapse of the sections supported. This 
has been clearly demonstrated in nu- 
merous instances where serious deflec- 





An Open Letter to 


Harmonia Agents— 

Digging Up Leads 

for Parcel Post 
Insurance 


fully. 


request. 





Once your list is compiled, solicit it care- 
Mail out advertising literature first. 
Then make your call. 


The folders? The Harmonia Fire Insurance 
Company will send these to its agents upon 
You can dig up your leads. 
and get new business. 


In territories where The Harmonia Fire 
Insurance Company is not already repre- 
sented, applications from reputable agents 
for representation will be considered. 





New Business counts big! 


One line of insurance that produces worth- 
while new business is Parcel Post Insurance. 
To work up a list of prospects for this cover- 
age turn first to your own customer file. 
there any of your fire or other insurance clients 
who ship considerable goods by parcel post? 
Add their names to your list. 
industrial section of your town. Find out who 
is in charge of shipments—not just the ship- 
ping clerk, but the man with actual authority. 
Add these names to your list. 


Are 


Then visit the 


Do it 
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NEW YORK OFFICE 


59 MAIDEN LANE 











March 16, 192s 











I 


THE HANOVER 


FIRE INSURANCE COMPANY 
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Charles W. Higley, President 
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Hanover Building, 
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New York City 
Howie, Jarvis & Wright, Inc., 
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tion of steel columns did not result in 
the total collapse of floors above. 

“Unprotected cast iron columns will 
not sustain an appreciable load for any 
length of time when they are exposed 
to comparatively high temperatures. 
Proper protection on such columns, how- 
ever, materially increases the length of 
time that the columns will stand without 
failing and it is evident that all struc- 
tural members of fire resistive buildings 
be protected by a sufficient mass of fire- 
proofing to thoroughly insulate them 
against the heat that may be developed 
by the rapid burning of the combustible 
materials in any story of such buildings 
It is also essential that all fireproofing be 
firmly anchored or otherwise securely 
held in position where it is of such a 
nature or so designed that it may be- 
come loose as a result of heat. On ac- 
count of their great importance struc- 
turally, columns should be insulated by 
at — two inches of fireproofing ma- 
terial.” 





PENN. MANUFACTURERS’ CO’S. 

The Pennsylvania Manufacturers’ As- 
sociation Fire Insurance Co. last year 
had a premium income of $201,496, an in- 
crease of $30,000 over 1926. The total in- 
come increased $40,000. Total disburse- 
ments were $165,732. The company’s as- 
sets are $624,300, of which $100,000 is 
capital and $300,000 net surplus. The 
casualty company had a premium income 
of $5,965,588, an increase of over 
$1,350,000, and a total income of $6,404,- 
950. Losses paid were $2,734,651, an in- 
crease of only $60,000 and the total dis- 
bursements were $4,860,979. The total 
assets of the casualty company were 
$8,113,874, a gain of nearly $1,700,000, the 
net surplus being $2,500,000 and the capi- 
tal $250,000. These two companies are 
subsidiaries of the Pennsylvania Manu- 
facturers’ Association, of which Joseph 
R. Grundy is president. 


1927 CANADIAN LOSSES CUT 

Canada in 1927 enjoyed about the same 
favorable results in fire underwriting as 
did this country. The loss ratio by prov- 
inces, based upon returns from the ma- 
jority of companies, are indicated as 
follows: Alberta, 44%; British Colum- 
bia, 36%; Manitoba, 28%; New Bruns- 
wick, 40%; Nova Scotia, 49%; Ontario, 
43%%; Prince Edward Island, 47%; 
Quebec, 414%4%; Saskatchewan, 38%. In 
most instances the loss ratio in 1926 av- 
eraged about 10% more than those for 
last year. Automobile premiums were 
$9,720,023 and losses $6, 198,542, a loss ra- 
tio of 64%. Hail premiums were $5,*89,- 
095 and losses $6,069,183, a loss rati: of 
103%. 








The American Equitable, one of the 
Corroon & Reynolds companies, last y at 
increased its total assets $1,131,024 to 
$6,000,569, and showed an underwriting 
profit of 5.3%. The company last year 
set up a voluntary fund for conting:n- 
cies of $750,000 and has a net sury'us 
of $1,405,564 in addition to the capital 
of $1,000,000. This is an increase ©! 
$477,159 in addition to the amount sct 
aside as contingent reserve. 
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Fire Insurance in 
Ontario During 1926 


RECIPROCALS SHOW BIG LOSS 
Superintendent R. L. Foster Says Prob- 
lem of Unlicensed Covers Largely 
Solved by Entrance of Mutuals 





R, Leighton Foster, insurance super- 
intendent of Ontario, Canada, has just 
published his 1927 annual report cover- 
ing business in 1926, which shows that 
there were 258 companies writing fire 
insurance in the province. Of these 164 
were joint stock companies and their to- 
tal net premium income was $18,560,160, 
with a net loss ratio of 44% on the loss 
paid basis. The mutuals, reciprocals and 
Lloyd’s underwriters wrote about $3,885,- 
00. An interesting feature of the report 
is the fact that the reciprocals had a loss 
ratio of 103.37% based on premiums 
earned and losses incurred. On the paid 
basis this loss ratio was 117%. 

During 1926 the number of companies 
licensed to transact automobile insurance 
increased from 109 to 121. Net premi- 
ums written increased from $3,463,149 in 
1925 to $3,743,532 in 1926, an increase of 
8% . Net losses incurred increased from 
$1,631,926 in 1925 to $2,037,903 in 1926, an 
increase of 24.9%. The ratio of net 
losses incurred to net premiums written 
was 47.1% in 1925. In 1926 the corre- 
sponding ratio was 54.4% and the ratio 
on the earned premium basis 55.7%. 


Farmers’ Mutual Fire Insurance 

The year 1926 was the most prosperous 
year which the farmers’ mutual fire in- 
surance companies of the province have 
enjoyed since 1920, says the report. The 
net amount at risk on the books of these 
seventy-one companies at the end of 
1926 totalled $545,479,088; their total as- 
sets were $16,777,848; and their total lia- 
bilities, representing almost wholly un- 
earned premiums, totalled $582,475. The 
most remarkable feature of their com- 
bined statements, however, is the re- 
markable increase in cash assets. These 
cash assets represented by mortgages 
and other securities and by cash in hand 
and in bank totalled at the end of 1926 
$1,963,026, an increase of $576,932 over 
the comparable amount at the end of the 
preceding year. The amount of mort- 
gages and other securities owned by 
these companies increased almost 50% 
during the year 1926. This improved 
financial condition is accounted for part- 
ly by the increased cash payment rates 
imposed by the Act of 1924 upon all 
companies having a cash surplus of less 
than 25 cents for each $100 at risk and 
partly by the favorable loss experience 
of the year. The companies paid losses 
during the year 1926 aggregating $886,- 
477 or $242,274 less than the losses paid 
during the year 1925, a decrease of al- 
most 25%. 


Unlicensed Insurance 

On the subject of unlicensed insurance, 
which has been a big problem in Canada 
as here, Mr, Foster says in part: 

“During the year I have given much 
consideration to the question of unli- 
censed insurance and took occasion to 
draw the subject and some of its prob- 
lems to the attention of the other prov- 
inces at the tenth annual conference of 
the Association of Superintendents of In- 
surance of the Provinces of Canada held 
at Quebec last September. I introduced 
the subject with the following statement: 
_ ““The subject of unlicensed insurance 
in Canada is one which may profitably 
receive careful consideration by our con- 
ference. Insurance supervision is effect- 
lve only to the extent to which it is 
complete, and I regard the very large and 
increasing volume of unlicensed fire and 
casualty insurance throughout our prov- 
inces as a challenge to this conference. 
Not only are the public entitled to 100% 
supervision and the insurance facilities 
afforded by all classes of reputable in- 
surance carriers, but the licensed com- 
panies and their agents which maintain 
our insurance department through their 
license fees and pay millions of dollars 
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eee what most people say when they have 
suffered a loss through tornado or windstorm. 
“J didn’t think the wind could do such damage”... 

“] didn’t think tornadoes ever came in this part 
of the country”... . “I didn’t think windstorm 
insurance was So inexpensive” ee 

After it’s all over many of them think hard. 
Thcy reason that perhaps it was up to their agent 
to properly impress them with the importance of 
windstorm protection. 

Agents of this company are getting many 
windstorm policies right now by doing thethinking 
for their clients beforehand. They are pointing out 
every angle and advantage of this necessary 
coverage. They are stressing particularly the 
extremely low cost. They are making it impossible 
for a man on their books to sit back amidst the 
wreckage of a windstorm and say “I didn’t think”. 


Oth [LONDON 
~ GLOBE, 


Year in the 
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Insurance Co up 
Executive Offices: 1 Pershing Square 
Park Ave. at 42nd St., New York, N. Y. 
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in federal, provincial and municipal taxa- 
tion are entitled to protection. It is a 
well-known fact that millions of dollars 
in premiums are paid annually by the 
people of Canada to underwriters at 
Lloyds, London ,and to foreign carriers 
generally. During the past year | had 
occasion to investigate automobile insur- 
ance being written for Lloyds, London, 
by a Montreal brokerage house. My in- 
vestigations have disclosed a volume of 
unlicensed fire and casualty insurance 
throughout our provinces, which 1 had 
hitherto believed impossible. The prob- 
lem I present to the conference is how 
to reduce the flow of insurance premiums 
unlicensed and practically untaxed, to 
unlicensed insurers.’ 

“Shortly after the conference a group 
of insurers which had done a large and 
increasing fire insurance business in Can- 
ada for many years, viz.: The Associated 
New England Factory Mutual companies, 
were licensed by the Province of Que- 
bec. It was disclosed upon their appli- 
cation for Ontario license that this one 
group of companies had insurance in 
force in this province as at the end of 
December, 1926, of nearly $230,000,0U0. 
With the licensing of these companies | 
am satisfied that the problem of un- 
licensed insurance has been substantially 
mitigated and that today the bulk of the 
unlicensed fire insurance in force in the 
province is that effected by special brok- 
ers duly licensed therefor under the pro- 
visions of section 247 of the act. In this 
connection | draw your attention to the 
statement showing some particulars of 
the volume of unlicensed insurance ef- 
fected in the province by special brokers. 
It is noteworthy that the aggregate so 
placed is less than 5% of the amount 
heretofore placed direct with the New 
England mutual companies.” 





BROADER LICENSE POWERS 

Under house bill No. 278 which passed 
the Virginia Legislature last week, the 
state corporation commission which will 
hereafter have complete control over the 
licensing of agents is given wider powers 
than those formerly vested in Commis- 
sioner Button in determining the quali- 
fication of applicants for a license. It is 
provided that “the commission may, by 
such independent investigation as it may 
deem proper or necessary, satisfy itself 
that an applicant for registration is 
trustworthy and has sufficient knowledge 
of the business of insurance to intelli- 
gently conduct the same.” 





GLOBE SPRINKLER FIGURES 

The Globe Automatic Sprinkler Co. 
has issued its financial statement for the 
year ended December 31, last, showing 
net profits after depreciation and 
amortization of patents of $277,834, as 
compared with profits of $301,711 for 
1926. The balance sheet for 1927 shows 
a considerable increase in cash, the fig- 
ures being $169,904 in 1927 against $87,- 
104 in 1926. The most significant item 
in the statement, however, is an increase 
in notes and accounts receivable from 
$1,770,199 in 1926 to $2,230,632 in 1927. 





SCHMIDT SUCCEEDS HARPER 

Robert E. Harper, special agent of the 
Atlas and Albany in the New York su- 
burban field, has retired and A. George 
Schmidt has been appointed to succeed 
him. Mr, Schmidt has been with the 
Atlas for many years. Mr. Harper quits 
active business after forty-four years 
with the Atlas, the company making suit- 
able financial provision for him. 





PAVONIA GETS LICENSE 
The Pavonia Fire of Jersey City, of 
which James Pershing is president, has 
received its certificate of incorporation. 
The home office of the company is lo- 
cated at 75 Montgomery Street, Jersey 
City. 


NEW ENGLAND AGENTS’ MEETING 

The New England Convention of State 
Insurance Associations will hold its an- 
‘nual meeting this year at the Poland 
Springs House, South Poland, on June 
20, 21 and 22. 
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HE following figures and facts 
would probably startle you: 


© oop gWXt 
(4 
44g 


fy 


The number of rented properties in 
your community. 


The total rents collected from them. 


The few of these properties on which 
rent insurance is carried. 


LOU 






The increase in your premium in- 
come if you would sell rent insurance 
on all or even on just half of these. 


The ease with which you will get 
much rent business on your books if 
you make a systematic drive for it. 


Figure it out for yourself, or if you 
need help, get in touch with the First 
American special agent who is a rent 
insurance specialist. 


"AMERICA FORE” FIRST AMERICAN 


FIRE INSURANCE COMPANY 


EIGHTY MAIDEN LANE, NEW YORK, N. Y. 


ERNEST STURM, Crmnman or me Bones. 
LMAIO, Parsorer 


‘CASH CAPITAL — ONE MILLION DOLLARS 


NEW YORK CHICAGO MONTREAL DALLAS SAN FRANCISCO 
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Hugh Lewis on Car 
Finance Insurance 


MERITS OF FORM DISCUSSED 








Insurance Would Cover Risks of Finance 
Companies in Extending Credit 
to Purchasers 





British insurance companies writing 
different forms of credit insurance are 
giving attention to insuring the finance 
risks upon automobiles bought upon the 
partial payment plan, In England they 
term instalment buying as the “hire pur- 
chase” system. This insurance is not the 
fire and theft coverages sold here on 
financed cars but insurance to protect 
finance companies against the risks of 
losing monies advanced to car purchas- 
ers. Hugh Lewis, general manager of 
the Liverpool & London & Globe, and 
one of the best known British insurance 
executives in the United States, recently 
gave his views on this type of protection, 
expressing some doubt as to its value. 
He said in part: 

“It is understood that the hire pur- 
chase system has a great vogue in the 
United States with regard to motor cars 
and other objects, and also in Germany 
and other places on the Continent. In 
general it looks as if this branch of in- 
surance might reasonably be undertaken 
provided the instalments paid always con- 
siderably exceed the normal amount of 
depreciation. 

“Take the case of a private car, for 
example. It may be generally stated that 
a private car of low price depreciates 
33% the first year, 50% after two years, 
and 70% after three years, or roughly 
we may say one-third the first year, one- 
half after two years, and to the extent 
of two-thirds of its value after three 
years. After four years it may be worth 
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one-quarter of its value, or it may be 
worth next to nothing. Any hire pur- 
chase system, therefore, which involves 
paying half the value of the car in the 
first 12 months and the other half in 
the next 12 months, payments to be made 
month by month, should leave a certain 
margin of safety. 

“In this country a certain amount of 
business is done in selling motor cars on 
the hire purchase system, but as a rule 
the whole price has to be paid in month- 
ly instalments within the first 12 months, 
and as the rate of interest charged works 
out somewhere about 10% per annum on 
the actual amounts outstanding and often 
up to 15%, it must be quite a profitable 
proposition for the company financing 
the operation, provided reasonable care 
is taken to ascertain that the purchaser 
is a man of good character with a steady 
income. 

“One instannce which I came across 
recently was a professional man of high 
character who generally bought his cars 
on this system, He was paying a rate 
of interest of about 12% to 14%, but did 
not realize he was paying as much since 
the rate of interest was only stated as 
say 5% or 6% on the maximum amount 
of the loan, but as the loan was decreas- 
ing every month, in reality he was pay- 
ing a rate of interest on the current 
amount of the loan of about double this. 

In the United States 

“It has often been stated that the 
financial position in the United States is 
dangerous on account of the great credit 
edifice built up by hire purchasing, but 
as this system has evidently been going 
on for years, and as, no doubt, almost 
every purchaser is well able to keep up 
the payment of his instalments, there 
appears to be little real danger in it. 

“In the event of a trade slump in which 
many men either lost their means of 
livelihood or had considerably reduced 
earnings, there would no doubt be a 
great rush to sell second-hand cars and 
the price might fall so low that the orig- 
inal sellers of the motor cars, if left with 
a lot of the cars on their hands, through 








buyers being unable to continue the pay- 
ing of their instalments, might make a 
certain amount of loss. 

“This risk, however, seems worth run- 
ning for the sake of the high rate of 
interest obtained on the greater capac- 
ity to dispose of cars. 

“Many a man who is very well able to 
run a car and may even have plenty of 
capital to buy it, finds it inconvenient 
to put out £200 or £300 of his capital. It 
may be needed in his business; it may 
be in investments which he does not 
wish to sell. Alternatively he may have 
a good income and have no other assets 
but his house, his furniture and his life 
policy. To take out a mortgage on his 
house involves considerable expenses, 
and he may not have sufficient surren- 
der value on his life policy to obtain a 
loan of the requisite amount. Such men 
form very good objects for this type of 
insurance.” 





INVESTIGATE CROP COVERS 

The United States Senate has just 
passed by unanimous consent the resolu- 
tioin requesting the Secretary of Agri- 
culture to report to the Senate at the 
beginning of the second regular session 
of the Seventieth Congress his views as 
to whether the insurance of the farmer 
by the Federal Government against 
droughts, floods and storms would be 
consistent with sound government and 
economic policy. The resolution was in- 
troduced by Senator Bruce of Maryland. 





EDWARD D. BLAKE DEAD 

Edward D. Blake, seventy-seven years 
of age, and for many years associated 
with fire insurance in Boston, died last 
Thursday at his home in Boston. He 
was the head of Edward D. Blake & Co., 
which for a long while represented the 
Atlas Assurance for Boston and vicinity. 
He was also at one time president of the 
Boston Board of Fire Underwriters and 
of the Boston Protective Department. 
He is survived by his widow and a son, 
F. Minot Blake of Hartford. 
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GLOBE & RUTGERS FIGURES 
Assets Now Over $80,190,000, and Net 
Surplus is $29,514,000; Will Re- 
ceive $6,591,000 in Claims 
The Globe & Rutgers’ assets passed 
the eighty million mark at the close of 
1927, the total then being $80,193,738, 
compared with $71,740,996 at the end of 
the previous year. This company is in 
the habit of making remarkable financial 
statements each year and the experience 
of 1927 was no exception. The unearned 
premium reserve increased about $630,- 
000 last year to $21,794,727. The Globe 
& Rutgers has a capital of $3,500,000 
and the net surplus is now $29,514,599, 
an increase of $3,900,000 in 1927. The 
company’s management is able and ag- 
gressive and has brought the Globe & 
Rutgers well up among the largest com- 

panies in the country. 

By the signing of the Alien Property 
Bill the Globe & Rutgers stands to re- 
ceive one of the largest awards made to 
marine underwriting companies. The 
amount to be paid the company will be 
$6,591,000, which sum will be considerably 
augmented by interest payments. 





NEW ADJUSTING FIRM 

The firm of Kelly, McQuade & Co. has 
been established in Brooklyn as_ public 
fire insurance adjusters. Thomas M. 
Kelly, president, is a former lieutenant 
of the New York Fire Department and 
has been an adjuster for several years 
in New York and Brooklyn. Francis J. 
McQuade, vice-president; Abraham J. 
Sampson, first vice-president; John B. 
Foster, secretary, and Eugene J. Shields 
are all adjusters who are well known in 
this city. The firm is a member of the 
Public Adjusters’ Association. 





NEW BUFFALO AGENCY 
N. K. Steel has opened a general in- 
surance business at 1095 Elmwood ave- 
nue, Buffalo, under the name “Elmwood 
Insurance Agency.” 
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Ready for Business 


The Philadelphia Fire and Marine Agent is ready 
for insurance business of more kinds than are most of 


He can give his clients, directly, a wider variety of 
protection and serve them more completely and expe- 


This increases his scope, his possibilities in each con- 
test, and the volume of his business. 


PHILADELPHIA 
FIRE & MARINE INSURANCE COMPANY 


HEAD OFFICE 
1600 Arch Street, Philadelphia, Pa. 











Great American 
Insurance Company 














Choose weeks Choose 
Your Now Por > Your 
Company Company 


INCORPORATED - 1872 


STATEMENT JANUARY 1, 1928 


$12,500,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


23.422,85 


5.2 1 


NET SURPLUS 


2 1.066,1 19.35 
56.982,974.56 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$33,560,119.35 


LOSSES PAID POLICY HOLDERS 


$194,691,909.09 


HOME OFFICE 
ONE LIBERTY STREET, NEW YORK CITY 


WESTERN DEPARTMENT 

310 South Michigan Avenue, Chicago, Ill. 
C. R. STREET, Vice-President 
PACIFIC DEPARTMENT 

233 Sansome Street, San Francisco, Cal. 
CLIFFORD CONLY, Manager. 
MARINE DEPARTMENT 


NEW YORK—Ww. H. McGee & Go., General Agents, 11 So. William Street 
SAN FRANCISCO—George L. West, Manager, 233 Sansome Street 
CHIGCAGO— Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld@. 


AGENCIES THROUGHOUT THE UNITED STATES AND CANADA 
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80 John Street, New York City 
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| NEW YORK 
January 1, 1928 
ASSETS 

Amer. Tele. & Telegraph Co. Coll. Trust, 4%, 1929.......... $200,000.00 New York, City of, N. Y., Notes, 344%, 1928...........005 75,000.00 
A merican Thread Co. Ist Mtge. 10-year Gold, 6%, 1928..... 75,750.00 New York, City of, Promissory Notes, 342%, 1928.......... 160,000.00 
American Tele. & Telegraph [Mvuysrenaraniee seem tree cuane 253,400.00 New York, City of, N. Y. Corp. Stock, Reg., 342%, 1928.... 86,000.00 
American Tobacco SIE on. ctaccwidissinesch com wee SEs 24,400.00 New York, City of, Serial School Bonds, 414%, 1931........ 25,250.00 
Prana Mm NSO EE ooo ss so nisin Soin widene cea Raw eae Re 157,300.00 New York Telephone Co. 1st & Gen’l Mtge., 412%, 1939.... 20,600.00 
Anaconda Cop. Min. Co. 10 yr. Sec. Gold, Series “A,” 6%, 1929 51,000.00 North American Company, 6% Cum. Pref.................- 27,250.00 
Allied Chemical & Dye Corp. Pref................cceeccees 12,400.00 a Bergen, Township of, N. J.. Temp. Impr. Notes, 512%, 
Atlantic Mutual Ins. Co. Scrip of 1925.................02- 87,740.00 Ene se eee naan SuPer oreo Auch et cern arar rere rer aran Ye erat 50,000.00 
Atlantic Mutual Ins. Co. Scrip of 1926.................... 80,250.00 Old ‘ion Coal Corp. Deb. Bonds, 742%, 1934.............. 19,000.00 
Atlantic City, N. J., Tax Rev. Bonds, 3.80%, 1928........... 50,000.00 Ontario, Province of, Treasury Bills, 4%, 1928............. 150,000.00 
Borden Mills, Inc., Ist Mtge. 10 yr. S. F. Gold, 6%, 1934.... 24,000.00 Pan-American Petrol. & Trans. Co. Marine Equip. Conv., 
Canadian Nat’l Ry. Co. 5 yr. Gold Bonds, 44%, 1930....... 25,250.00 MO MONA aca niacoiaseratepas sania ane seakeremereralevers-usakanieey stare esters 20,670.00 
Canadian Nat'l Ry. Co. Equip. Trust, Series “H,” 442%, 1929 50,000.00 Pawtucket, City of, R. I, Discount Notes, 342%, 1928...... 50,000.00 
Central of Georgia Ry. Co. Secured Gold Notes, 6%, 1929.... 51,000.00 Pawtucket, City of, R. 1, Discount Notes, 342%, 1928...... 50,000.00 
Chase Nat’! Bank & Chase Secur. Corp..................04- 198,720.00 Pennsylvania R. R. Co. Equip. Trust of 1920, 6%, 1928...... 25,000.00 
Chicago, Milw. & St. Paul R. R. Equip. Trust, Series “C,” Pennsylvania R. R. Co. 10 yr. Go!d Sec. Notes, 7%, 1930..... 53,000.00 

i Bee eS Sooo ea ememuee ek ee Roe EEE eee 25,000.00 Peoples Trust & Guaranty Co. of Hackensack, N. J., 1st 
Chi., Rock Island & Pac. Ry. Ist Ref. Mtge. 4%, 1934...... 24,000.00 Mtge. Particip. Bonds, Series “A,” 512%, 1928......... 150,000.00 
Chicago, Rock Island & Pac. Ry. Co., Equip. Tr., Series “L,” Ponce de Leon Co., Ist Mtge. Serial Gold, 7%, 1928....... 25 000.00 

PIED ckcciclaretwieehais soe as ae be a eS wie oe ee A 30,000.00 Ponce de Leon Co., Ist Mtge. Serial Gold, 7%, 1932........ 25,000.00 
Chi., St. Paul, Minn. & Omaha Ry. Deb., 5%, 1930.......... 25,000.00 Prudence Bonds Corp. Ist Mtge. Coll. 6th Series, 5%, 1928.. 70,000.00 
Conaslifiated dias (Co. of N.Y $5 Prefs... os cseiswckscsces 103,000.00 Puplic Serviee Carp; OF IN. 3.5890 Welles ccosie eo ss sic aisin eee 42,600.00 
Cora Products Refininge-Co., Pref... ooncoc ccs sceewiseccens 57,200.00 Public Service Cotpol Nuid., 0% ECG aes ois 6s oie dwiseratersis-oe 2,340.00 
Cuban Amer. Sugar Co. Ist Mtge. Coll. S. F. Gold, 8%, 1931.. 10,800.00 Public Service Corp. of N. J. Secured Gold Bonds, 6%, 1944.. 26,750.00 
Everglades Drainage Dist., State of Fla. Bonds, 6%, 1935.... 26,500.00 PREM C56 DEG PEC rORE Ol: 555.6 ig Sk eins ESN eos hele SORE 9,100.00 
Pee) ANA MOB INS Nis: ccs sawstecun aus sisenceses anes 144,000.00 Reserve Resources Corp., 6% Cum. Pref................05. 300.000.00 
Un ean IE ORSINI. 5 occ o'owin cca ws oe ew he we gle sew eaus 68,000.00 Standard Milling Co. Ist Mtge. Bonds, 5%, 1930............. 25,250.00 

Hershey Chocolate Co. Notes, Series “C,” 5%, 1928........ 25,000.00 Standard Oil Co. of N. Y. Gold Deb. Bonds, 614%, 1928-33.. 26,000.00 
Humble Oil & Refining Co. 10 yr. Deb., 54 h%, ot 25,750.00 Stewart-Franklin Corp. 5-year Gold Notes, 6%, 1931........ 40,000.00 
Idaho, State of, Treasury Notes, 3.60%, 1928.............. 50,000.00 DOntMern “man wWity CO. COMMONS, 6 o<.66:<-0:0's 018-5516 eas esscne sees 14,900.00 
Joint Stock Land Bank of Des Moines Bonds, 5%, 1939..... 23,750.00 Southern Pacific R. R. Convertible, 4%, 1929.............. 50,000.00 
Journal of Commerce Corp. 10- year S. F. Gold Notes, 642%, Sinclair Crude Oil Pur. Co. 3 yr. Gold Notes, Ser. “A,” 6%, 1928 115,000.00 

PGE! wemcae ee eacucionsicmius samme cme nau nisules msc oo 31,200.00 Sloss-Sheffield Steel & Iron Co. Pur. Money Lien Notes, 6%,1928 77,250.00 
Kansas City Southern Ry. Equip. Tr., Series “E,” 52%, St. Louis, Iron Mountain & So. Ry. Unif. & Rfdg. Gold, 4%, 

Ls ccake weave wunie aes Soka Gua ku rae Swen ee 30,000.00 De, Rs Ras Oo Sem ee a CL ae 25,000.00 
Lake Shore & Mich. Southern Ry., 4%, 1928..............- 25,000.00 Tidewater Associated Oil Co., 6% Cum. Conv. Pref......... 44,000.00 
Loni on Colateral, Asmnranteed. ......6c-6kdinsssevsececscs oe 81,000.00 Thodan Realty Corp. 1st Mtge. Coll. Trust, 6%, 1928. 5.6 25,000.00 
BUACK BONS, ERS CORON BWET, 5.665 <0c aise surss cis isieinrs 21,000.00 Tobacco Preducts Corp., Class “A” Stock.............0.0005 12 100.00 

] Mack Trncks, Inc. First @refes..< .0 os. 0scescesescceece 22,000.00 U. S. Rubber Co. Serial Gold Notes, Series “C,” 612%, 1928. 26,260.00 
Macy & Co., R. H., Inc., Common......-..-+-.++++++++05: 8,806.00 U. S. Steel Corporation 7% Cum, Pref.............0.008 00% 253,800.00 
Merchants Refrig. Co. Conv. Ist & Rfdg. Mtge. Gold, 6%, 1937 — 10,500.00 U. S. A. Third Liberty Loan Bonds, 444%, 1928............ 1,742 250.00 
Merchants Refrigerating Co., 7%, Pref................... 40,280.00 U. S. A. Treasury Notes, Series “A,” 34%, 1930-32........ 353.500.00 
Miami, City of, Fla. Revenue Bonds, 412%, 1928.......... 50,000.00 =, S. A. Treasury Notes, 342%, 1932.........20. cece eee ees 227,250.00 
Minneapolis & St. Louis R. R. Co. Receiver’s Cert. 6%, 1928 25,000.00 Western Tele. & Telegraph Co. Coll. Trust, 5%, 1932....... 25,500.00 
Mortgages on N. Y. C. Real Estate, Firsts................. 359,000.00 Yale & Towne Manufacturing Co............0ececeeeeeeees 18,750.00 
National Bank of Commerce of N. Y..........+.++++++0005 288,000.00 110 William Street Corporation Common................+ 75,000.00 
National Board of Fire Underwriters Bldg. Corp.......... 10,000.00 110 William Street Corporation, 7% Cum, Pref............ 450,000.00 
Neptune, Borough of N. J., Notes, 5%, 1928.............-. 26,300.00 ee 
Newfoundland, Govt. of, War Loan Bonds, 612%, 1928...... $25,000.00 i) te ren TICE OIC Oe MLO IU at $8,121,066.00 

Securities, Market Value . . . . 2 « + + $8,121,066.00 
| Cash in Banks, Uncollected Balances & Interest Accrued. . . . « 997,203.36 
poe A), a a ee ae ee ee ee $9,118,269.36 
LIABILITIES 

Reserve for Unpaid Losses . ... . a ee ae $794,616.70 
Reserve for Unexpired Risks ... . a ee ee ee 4,334,384.26 
All Other Liabilities . . . . .... ite eS Bee ee 300,000.00 

CAPTEAL Dreem « s+ 8 6 ee ws . « « « « $1,000,000.00 
er ee ~ + « « « $2,689,268.40 3,689,268.40 
$9,118,269.36 

SUMNER BALLARD, President 
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Recent Court Decisions 








following are some of the recent court 
decisions affecting various phases of fire 
insurance : 

Void Appraisal Award 

The New Jersey Court of Chancery, in 
Melton Bros. v. Newark Fire Ins. Co., 
139 Atl. 399, holds that under an agree- 
ment for submission to appraisers as to 
a fire loss providing that in case of dis- 
asreement between the appraisers they 
should “submit their differences only” to 
ail umpire chosen by them before they 
begin the appraisal, the words “differ- 
ences only” mean matters the appraisers 
were unable to agree upon, and, until 
their disagreement is made known to the 
uupire, the latter is without authority 
to act. In the present case it appeared 
that the appraisers “had not concluded 
their endeavors with a view of agrec- 
ent upon all matters to be considered 
by them, when. the umpire * * * 
took it upon himself to assume author- 
ity to estimate and appraise the loss on 
his own account.” It is held that since 
the umpire did not confine himself to 
the determination of “differences only” 
of the appraisers, his signature to the 
award was without validity, irrespective 
of whether the act was done consciously 
or by mistake. 

* ee % 


Foreclosure of Mortgage by Company 
After Payment of Loss 

When, under a standard fire policy 
issued to an owner with loss payable to 
a mortgagee, and containing a subroga- 
tion clause, the owner fails to render 
proofs of loss within 60 days after a 
fire, so required by the policy, the New 
Jersey Court of Chancery holds, in Niag- 
ara Fire of New York, 139 Atl. 523, a 

























yours to take this route? 


bank trust department. 
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insuring over 4,000,000 lives. 











JOHN HANCOCK SERIES 


Life Insurance Trusts 

Is it a good thing for the proceeds of Life 

Insurance Policies to be handled In Trust? 
Life insurance companies and their agents are inter- 
ested in the welfare of the Beneficiary, as well as the 
Insured during his life. Where arrangements have 
been made for the insurance to be paid in a lump 
sum, it is manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 
Almost every lawyer, banker and business man 
knows of cases where insurance money left for wife 
and children has been dissipated. Do you want 


One method is to have payments made by Annuities 
or Monthly Installments. 
arrangement is to have the money go into Trust, 
administered through a reliable trust company or 


This subject is fully treated in the John Hancock 
book, entitled “Estate Conservation and Life Insur- 
ance Trusts,” which will be sent on request. 


LiFE INSURANCE COMPANY 
cr BOSTON. MASSACHUSETTS 
Insurance in force $2,750,000,000 on over 6,000,000 policies, | 
If your policy bears the name 
John Hancock it is safe and secure in every way. 


SIXTY-FIVE YEARS IN BUSINESS 


suit by the insurance company to fore- 
close the mortgage on the property, that 
the company on repudiating liability to 
the owner and paying the loss to the 
mortgagee is entitled to an assignment 
of the policv. The company was not 
negligent by delay of nearly 20 years in 
foreclosing, the suit being brought 
within the statutory 20 year period al- 
lowed for entering into possession of 
the mortgaged premises. 
* © x 

What Constitutes False Statements 

If an insured falsely and knowingly 
inserts in his sworn proof of loss any 
articles as burned which were not 
burned, or knowingly puts such a false 
and excessive value on the property as 
displays a reckless disregard of truth, he 
cannot recover on the policy, but a mere 
mis-statement as to replacement value is 
not sufficient evidence of false swearing. 
A false answer as to any matter of fact 
material to the inquiry, knowingly and 
wilfully made, with intent to deceive the 
inquirer, would be fraudulent. Whether 
the statements of the insured in her 
proof of loss as to value of buildings or 
other property were known to her to be 
false, and were wilfully and dishonestly 
so falsely made, were held to be ques- 
tions for the jury in Austin v. Maine 
Farmers’ Mut. Fire Ins. Co., Maine Su- 
preme Judicial Court, 139 Atl. 681. 

* * «* 
Clear Space Warranty 

A warranty in a fire policy over lum- 
ber in a sawmill yard that there should 
be maintained at all times a continu- 
ous unbroken clear space of 200 feet 
between the lumber and the mill or any 
other building was held breached on evi- 
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ROSSIA SHOWS BIG GAIN 





President Sturhahn Speaks of Results of 
Litigation Over Liabilities of Old 
Russian Company 

At the recent annual meeting of the 
Rossia of Hartford President C. F. 
Sturhahn remarked to the stockholders 
upon the favorable decisions made by 
the courts in the litigation with Fred S. 
James & Co. over the question of the 
Rossia being liable for some of the debts 
of the old Russian company which pre- 
ceded the present Rossia. The Rossia 
itself had a very favorable record last 
year showing assets at the close of 1927 
of $16,139,090, an increase of $3,865,342. 
The capital and surplus is now $5,782,308, 
an increase of $2,849,830. Part of this 
increase was due to the sale of new 
stock. 

Commenting upon the court decisions 
Mr. Sturhahn said in part: 

“It would seem proper to draw your 
attention also to the successful conclu- 
sion of the suit brought against this 
company by Fred S. James & Co. on 
behalf of the Eagle, Star & British Do- 
minions Insurance Company, one of sev- 
eral suits brought by English companies 
on the theory that your company could 
be made to pay claims of foreign cred- 
itors against the old Russian Company. 
_“On May 6, 1927, the Appellate Divi- 
sion of the New York Supreme Court 
handed down a unanimous decision in 
this suit, completely establishing the 
validity of your organization and _ its 
early acquisition of the American assets 








dence, corroborated by the insured’s own 
evidence, that the distance from the mill 
to the nearest lumber pile was at one 
point 188 feet and at another point 117 
feet. McLeod v. Stuyvesant Ins. Co., Cir- 
cuit Court of Appeals, Fifth Circuit, 23d 
Fed. (2nd) 322. (January 3, 1928). 





and business of its predecessor. For five 
years this has been the object of attack 
by parties from foreign countries. 

“The court of last resort (the N. Y. 
Court of Appeals) recently, on February 
14, 1928, not only confined this decision 
as we always expected, but in vigorous 
language puts the stamp of approval on 
the acts of your management and those 
men in public positions who took part 
in this phase of your company’s history, 
and in order that you may share our ap- 
preciation to its fullest extent, I am pre- 
senting a copy of the final decision ren- 
dered February 14, 1928. This would 
seem to firmly establish your company as 
immune from any liability to foreign 
creditors of the old Russian Company.” 





AVIATION FOLDER 

The American of Newark, now issu- 
ing policies for $2,500 against damage 
done to any building and contents by 
falling aircraft, has just issued an inter- 
esting four page folder which contains 
some interesting facts. It deals with the 
start of aviation in 1903 when the 
Wright Bros. came into prominence up 
to the present moment. 





GLENS FALLS POSTER 


The Glens Falls devotes the current 
issue of its monthly publication, the 
“Poster,” to sales arguments and illus- 
trations connected with parcel post in- 
surance. There are several pictures 
showing the large number of lost parcel 
post packages and of United States ma- 
rines guarding the mails. 





George M, Spector Agency, Inc., New 
York City, adjustment bureau and in- 
surance business, has been chartered at 
Albany with $10,000 capital. Nathaniel 
Lesser, Irene Gershman and Beatrice 
Liskoff New York City, are directors 
and subscribers. 











think this way: 








The Two A’s of 
Alliance and Agent 


No one ever sees an Alliance Insurance advertisement 
in The Saturday Evening Post without finding therein 
an association of the words “Alliance” and “Agent.” 


And each issue of the Post is bought by two and 
three-quarter millions of persons—a representative share 
of whom are located in each Agent's territory. 


Our magazine advertising is to make property-owners 
Insurance — ALLIANCE Insurance — 
Alliance Insurance from the Alliance Agent. 


THE ALLIANCE 


INSURANCE COMPANY 
of PHILADELPHIA 


Heap OFFICE 
1600 Arch Street .. .. 


Philadelphia, Pa. 
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Department Official 
On Insurance Taxes 


EXPLAINS USE OF _ RECEIPTS 


Replies to U. S. Chamber of Commerce 
Saying Companies Obtain Many 
- Indirect Benefits 





A high ranking official in the state in- 
surance department of one of the East- 
ern states takes exception to some of the 
conclusions reached by the Chamber of 
Commerce of the United States in a re- 
cent bulletin on special insurance taxes 
and salaries of insurance commissioners. 
This official claims that while 96% of the 
funds received in taxes and fees by insur- 
ance departments is not expended directly 
for insurance purposes, a good percentage 
of these funds is used for fire preven- 
tion, safety and health purposes through 
other departments of the state govern- 
ments, thereby indirectly aiding insurance 
companies. He also defends high brokers’ 
fees as necessary to eliminate many “one- 
case” men. His viewpoints follow. 

The Chamber of Commerce of the 
United States, through its insurance de- 
partment, has recently issued a bulletin 
showing that during 1926 special insur- 
ance taxes levied by the states amounted 
to $79,634,512, an increase of more than 
9% over 1925. The bulletin also showed 
that the expenditures of state insurance 
departments amounted to $3,140,445; that 
of every hundred dollars of such special 
taxes $3.94 was spent for state super- 
vision and $96.06 went into the general 
revenue fund. 

To assume that this situation reflects 
a growing practice of state governments 
to put a premium upon improvidence by 
making the insurance policyholder pay 
a larger shape of their cost does not 
seem logical when other factors are con- 
sidered in connection with the figures. 


License Fees to Brokers 


One of the sources of revenue of in- 
surance departments is the license fee 
paid by individuals who wish to act as 
brokers. Unless the fee is nominal the 
total amount received from this source 
must exceed the cost of operating a li- 
cense bureau. If the fee is brought 
down to a nominal figure, there -would 
be a great many more applications from 
people who do not wish to carry on a 
brokerage business but who are inter- 
ested mainly in saving the broker’s com- 
mission on policies taken by themselves 
or members of their family. 

Another item in the receipts of insur- 
ance departments is the fee paid bv in- 
surance companies for the periodical ex- 
amination or audit made by the insur- 
ance departments. The New York In- 
surance Department has a staff of sev- 
enty-four examiners, whose averaged sal- 
ary may be assumed to be $3,000 a year 
or a total of $222,000. A public account- 
ing firm with a staff of an equal num- 
ber of assistants would have to charge 
its clients gross fees equal to 100% to 
200% more than its payroll. If, instead 
of charging companies with the exact 
cost of its civil service examining em- 
ployes, the New York Department en- 
gaged public accounting firms to conduct 
its examinations, there would be no 
change in the ratios between depart- 
mental receipts and the expenditures for 
this function of supervision but actually 
the companies would be receiving a les- 
ser return. 

The Chamber of Commerce has issued 
another bulletin in which the statement 
is made that thirty commissioners of in- 
surance receive an annual salary of $4,000 
or less. It is admitted that insurance 
commissioners are generally well quali- 
fied and that their salaries are not com- 
mensurate with their duties and respon- 
sibilities. If each of these commission- 
ers were to be paid a salary of $10,000, 
there would be an increase in depart- 
mental expenditures of approximately 


$200,000 but there would be no greater 


return to the companies than they are 
now receiving. 

Among the other purposes for which 
96.00% of the taxes paid by companies 
is used is the maintenance of State 
Health Departments. These departments 
contribute in some measure to improved 
sanitary conditions and a_ consequent 
lowering of the death rate. This, in 
turn, has the effect of increasing the 
“gain from mortality” of life insurance 
companies and reducing the cost of life 
insurance through greater dividends to 
policyholders. 

The development of the automobile in- 
dustry has led to the necessity of traffic 
lights and policemen at an increased cost 
to the government. The enforcement of 
traffic regulations is a cost which in ad- 
dition to heing a burden to all citizens 
should be a special charge against the 
automobile owner. The same may be 
said of the cost of improving highways. 

Within recent years, fire fighting de- 
partments of municipalities have been 
motorized with a natural reduction in 
fire losses. 

Thus, it is apparent that life, casualty 
and fire insurance companies are being 
benefited by state expenditures which 
the Chamber of Commerce has included 




















demnity value. 


in purposes other than state supervision 
and that using taxes from these compa- 
nies for such other purposes is not a 
double imposition and therefore not an 
injustice. 

It must be remembered that the ob- 
ject of all the purposes of our govern- 
ment is the protection of the lives, the 
persons and the properties of the public. 
After the payment of dividends to stock- 
holders, the chief object of insurance 
companies is to pay the losses on the 
risks they have written. It is apparent 
that as the object of the government 
approaches complete attainment, that is, 
the more perfectly it functions, the less 
will insurance companies be obliged to 
meet claims and the greater will be their 
profits. 

During the administration of Police 
Commissioner George V. McLaughlin, 
companies writing burglary insurance in 
New York City reduced their premium 
rates in recognition of the increased effi- 
ciency of the New York Police Depart- 
ment. Some of the improvement in pre- 
venting burglaries and in breaking up 
the various organized gangs of hold-up 
men was due to the addition to the 
police force of approximately 1,000 men. 
The pay of these additional men had to 


come from one source only—the tax- 
payer. As premiums are reduced be- 
cause of lowering of the risk which js 
brought about by government activity, 
the taxpayer pays not only less premiim 
but less tax. 

Of course, the taxes collected by the 
state on insurance premiums are pot 
used directly to pay the expenses of 
municipalities but the state department 
contributes to the various municipalitics 
for various purposes and must also ob- 
tain that money from the same source— 
the taxpayer. 


MEDAL FOR FIRE ESSAY 

The Newark Safety Council presence, 
recently to Miss Hazel Young, thirteen, 
daughter of Mr. and Mrs. John Young, 
41 Hawkins street, Newark, with a gold 
medal, first prize in the fire prevention 
week essay contest held last October. 
Fred M. Rosseland, secretary of the 
council, presented Miss Young with the 
medal. The presentation was made be- 
fore an assemblage of the pupils of the 
Hawthorne Street School, where Miss 
Young was a member of class 8A when 
the contest was held. She was graduated 
several weeks ago and is now attending 
the East Side High School. 











brokers and corporations. 
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TAKING 
A CHANCE 








_ The Franklin Fire offers to agents a wide range of 
insurance covers. Well qualified agents in territories 
where this Company is not already represented, are 
invited to investigate the advantages offered by this 
old established Company. 


OF PHILADELPHIA 


ORGANIZED APRIL 1829 


CASH CAPITAL $1,000,000 


There are plenty of chances you have to take without taking the ones you 
can sidestep. You no doubt are acquainted with banks (where you probably 
keep an account) bankers, or stock brokers who face one particular chance that 
they could easily avoid if you would tell them how. 
sary and yet so filled with danger, is the sending of registered mail without the 
protection of Registered Mail Insurance. 


That chance, so unneces- 


Stocks, bonds, securities and such valuables must be sent by banks, stock 
For the reason that only a limited indemnity for 
each package or letter is allowed by the Government, Registered Mail Insurance 
is the only adequate safeguard where the package exceeds this maximum in- 


There are bankers in your town; there are corporations and perhaps stock 
brokers. They may be taking chances daily sending valuable securities far in 
excess of the ordinary protection given. They will welcome your interest in their 
behalf when you show them the worth of Registered Mail Insurance. And you 
will welcome the premium income that can be built up from such a business, 
not to mention the opportunity such policies offer you to get in on larger lines. 
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Ovguee Seluveb Fund 
For Marine Insurance 


(Continued from page 1) 
ance rates on many Shipping Board 
hoats are higher than on other carriers 
but this has been the outcome of expe- 
rience solely. 

Marine underwriters in New York tell 

The Eastern Underwriter that insofar as 
they are able conscientiously they do fa- 
.or American hulls over foreign carriers 
hut in the final analysis marine insur- 
nee rates must be based upon loss ex- 
neriences and the losses on Shipping 
Board ships have often been higher than 
n other ships traveling the same routes. 
The marine underwriters suggest infor- 
nally that the government provide a sub- 
sidy for the operation of Shipping Board 
essels, as many foreign countries subsi- 
lize international airplans lines, and 
leave the marine insurance business 
alone. 

The provision of the White bill to 
which American underwriters object, is 
as follows: 

Text of White Bill 

“The Shipping Board shall create the 
insurance fund provided for in section 10 
of the Merchant Marine Act, 1920, as 
amended, and is authorized to use such 
sums as may be necessary from this fund 
for the purpose of reinsuring for any cor- 
poration, partnership, or association au- 
thorized to do a marine-insurance busi- 
ness under the laws of the United States 
or of a state, territory, district, or pos- 
session thereof, any vessel owned and 
operated by citizens of the United States 
at a rate not exceeding one-half of 1% 
less than the rate by which any such 
vessel was insured by any such corpora- 
tion, partnership, or association: 

“Provided, that such reinsurance shall 
not exceed 75% of the insurance under- 
written by such corporation, partnership, 
or association, and retained by it: And 
provided further, that the reinsurance 
shall be on the same terms and condi- 
tions as underwritten by the original cor- 
poration, partnership, or association.” 

The U. S. Chamber of Commerce, in 
opposing the marine insurance feature, 
gives its position in part as follows: 

“The National Chamber is opposed to 
the proposition for a government marine 
reinsurance fund contemplated by Title 
V of the White bill as a result of Refer- 
endum No. 29 under which the Chamber 
by a vote of its organization members 
of 1375 to 73 went on record in opposi- 
tion to the government's entering the 
marine insurance business. This action 
was based on the report of the Cham- 
ber’s Committee on Ocecan Transporta- 
tion rendered in 1919. 

“At that time proposals were made to 
have the government carry marine in- 
surance on vessels sold by the govern- 
ment to private operators. Title V of 
the White bill would permit the govern- 
ment to carry reinsurance on all Ameri- 
can ships, including those constructed 
and paid for by private owners. In 
other words, the present proposal goes 
beyond those which were opposed by the 
Committee on Ocean Transportation in 
1919. 

Former Efforts to Lower Rates 

“Marine insurance admittedly has not 
had a free hand to develop itself in the 
United States so as to be able to pro- 
vide ample underwriting facilities for all 
American hulls. During the Sixty-sixth 
Congress in 1920 the Committee on Mer- 
chant Marine and Fisheries of the House 
and the United States Shipping Board 
went into the situation in detail in an 
endeavor to correct the differentials ex- 
isting in favor of British marine insur- 
ance companies. 

“The remedies suggested by the Com- 
inittee were as follows: 

“1. Self-help on the part of American 
companies through co-operative action, 
especially in the formation of a compre- 
hensive insurance bureau for reinsurance 
purposes, 

“2. Federal assistance. 

“3. State help through the removal of 





unnecessary and paralyzing legislative 
restriction. Progress has been made in 
carrying out each of these three recom- 
mendations. 

“The House Committee intimated that 
federal assistance would be contingent 
upon co-operation of the American com- 
panies in forming a marine insurance 
syndicate or bureau. This action was 
taken by the companies and a syndicate 
consisting of strictly American compa- 
nies and foreign companies duly author- 
ized and licensed to transact marine in- 
surance in the United States is function- 
ing today. 

“Congress, in the Merchant Marine 
Act of 1920, manifested its co-operation 
by exempting marine insurance syndi- 
cates from the application of federal 
anti-trust laws and it also passed, in 1922, 
a so-called ‘model’ marine insurance act 
for the District of Columbia which was 
intended as a pattern to be followed by 
the various states. Among the impor- 
tant principles of the model marine in- 
surance act which assist marine insur- 
ance were the following: 

“1. The taxing of marine insurance 
companies on the net profits of their 
business rather than on their premium 
income, and 

“2. The liberalization of restrictions 
on reinsurance so that a company doing 
marine insurance business in the District 
of Columbia could reinsure in companies 
licensed to do business in any state in- 
stead of being compelled to place its re- 
insurance only with companies doing 
business in the District. 


Bill Would Repudiate Former Aid 


“Although Congress and the Shipping 
Board have thus encouraged American 
marine insurance in the past and meas- 
ures have been put into effect to remedy 
the situation, it is now proposed through 
Title V of H. R. 10765 to have Congress 
in a sense repudiate its former action 
and recommendations, and, through in- 
jecting the government into the business 
of marine reinsurance, discourage the 
initiative of American marine insurance 
companies and undo in large measure the 
constructive results already accom- 
plished. 

“Experience has shown that for any 
reinsurance scheme to be_ successful 
there must be full co-operation between 
the direct insurer and the reinsurer. It 
has been stated at recent harings of this 
committee that it would be optional with 
the American marine insurance compa- 
nies to place their reinsurance with the 
eovernment operated fund. The amount 
of reinsurance the private American 
companies would cede to the federal 
fund is conjectural. Probably its volume 
would be relatively small and some of 
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that would be business of an undesirable 
class. This might result in placing a 
burden upon the American taxpayers 
who would obviously have to make good 
any excess losses sustained. 

“The ultimate outcome of the opera- 
tion of a reinsurance fund by the gov- 
ernment would probably be the entrance 
of the government into direct underwrit- 
ing, gradually forcing private Ame rican 
marine insurance companies out of busi- 
ness altogether. Private initiative, as 
represented by American marine in- 
surance, should be given every opportu- 
nity to continue its sound development 
and the federal government should not 
take action which would have such a dis- 
astrous effect. For the reasons indicated 
the Chamber of Commerce of the United 
States is opposed to Title V and urges 
that it be eliminated from the bill.” 

Underwriters Insure Management 

Charles R. Page, chairman of the 
American Marine Insurance Syndicate, 
of New York, and A. G. Thacher, coun- 
sel for marine underwriters, offered tes- 
timony in opposition to the reinsurance 
features of the White Bill last Friday 
and Saturday. Underwriters of ship- 
ping risks insure management rather 
than vessels, and base their rates on ex- 
perience with operators and the care 
shown in operating ships, Mr, Page said 
in answer to allegations by the Shipping 
Board that American vessels are being 
discriminated against by American un- 
derwriters. 

The Harrison Line, a British concern, 
operating from Calcutta to the Gulf of 
Mexico, receives a much lower rate than 
either the Isthmian Line or the Roose- 
velt Line, Mr. Page pointed out. Insur- 
ance companies give different rates to 
different lines, based on their accident 
records. The Harrison Line has earned 
its low rating because of excellent man- 
agement, which has resulted in the few- 
est losses to underwriters over a period 
of years, he said. 

Mr. Page described conditions aboard 
numerous American vessels in 1921 and 
1922, which, he said, were of an exceed- 
ingly hazardous nature. During that 
time, he said, there were a number of 
accidents aboard vessels of the United 
States Lines and a rapid turnover of 
personnel. This, he declared, caused 
underwriters to charge them a high rate 
of interest. 

Conditions have been improved in re- 
cent years, however, he said. The United 
States Lines, operating the Leviathan 
and other passenger vessels, have been 
granted as favorable insurance rates as 
accorded to any American companies, 


No Marine Rate-Making Boards 
Representative Monast, of Pawtucket, 
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NEWARK FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


A Company with a continuous 
and unblemished record of over 


a Century in protecting the 
interests of policyholders and 
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Elias Howe and the first 
sewing machine--patented 1846 


O sew otherwise 

than by hand—in- 
credible! Yet as far back 
as 1775 an attempt had 
been made to sew by ma- 
chine. However, it was 
not until 1846that the first 
practical sewing machine 
was invented. This was 
patented by Elias Howe 
on September 10th of that 
year, and became the 
forerunner of the present 
sewing machine ably de- 
veloped by Isaac M. 
Singer a few years later. 

Almost simultaneously 
with this invention, that 
was soon to become an 
obejct of necessity both 
in business and in every 
home, the Home of 
New York began its car- 
eer. 

Similarly the Home 
began its developement 
of an economic necessity 
to protect business and 
the home. Now the 
Home is celebrating its 
Seventy-fifth Anniver- 
sary. Three quarters of 
a century of successful 
utility. 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


—Seventy-fifth Anniversary Year—~ 
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R. I., a member of the committee, said 
he wanted to know who was responsible 
for classification of vessels and the set- 
ting of rates and also wanted to find out 
what redress shipping men had. He said 
that he thought there should be a recog- 
nized official board for rating the risks, 
so that shipping men would know where 
they —, 

Mr. Page replied that there was no 
official cl: eaihes ation board, and that the 
setting of rates was voluntary. Each in- 
dividual may go into the open market for 
rates, he declared. 

“There has been a general atmosphere 
created here of a charge of discrimina- 
tion by underwriters against the United 
States Government owned ships,” said 
Mr. Page. “We consider this a very 
reflection upon the conduct of 
our business and upon us as Americans. 
We yield to no one as American men; 
the welfare of our country is just as 
close to us as it is to any other men.” 

Speaking on Saturday of charges that 
there is discrimination against American 
hulls in the burlap trade, Mr. Page said: 

“We feel that a very serious charge 
has been placed against us of discrimi- 
nation against an American line in con- 
nection with burlap shipments.” 

“The charge is not that vou discrimi- 
nate against any one American line but 
against all American lines in favor of 
foreign lines,” Representative Abernathy 
of New Bern, N. C., a member of the 
committee, replied. 

“We are not hooked up with any for- 
eign interest nor do we discriminate 
against American lines,” the witness said. 


serious 


Loss Ratios on American Boats High 


The burlap accounts are unprofitable 
in the first place, he said, but American 
underwriters are expected to give the 
same rate to one line as to another. He 
pointed out the accident record of the 
Roosevelt Line, which he said had suf- 
fered engine trouble in numerous in- 
stances. He added that many ships of 
that line had to put into port for repairs. 
One ship, the “Tampa,” was three months 
getting from Suez to New York, he 
said, and another ship grounded on the 
Algerian coast. 

Underwriters should not be expected 
to give the same rates to the Roosevelt 
line as to the Harrison line, which is 
the one bright spot in the situation, the 
witness declared, 

Representative Gifford of  Cotuit, 
Mass., a member of the committee, said 
that American shippers have been called 
unpatriotic because they used foreign 
bottoms, but that they were forced te 
do so because of the high insurance 
rates on cargoes. He asked the witness 
if there were any agreements between 
American and foreign underwriters as to 
classification. 

Mr. Page answered that there were no 
agreements of any kind with foreign 
concerns. Mr. Gifford asked if Mr. Page 
had any constructive ideas as to how 
to build up an American merchant ma- 
rine with reduction of insurance rates. 
The witness replied that he had no ideas 
on the subject at present. 

Representative Free of San Jose, Cal., 
a member of the committee. asked how 
foreign companies could afford to give 
insurance at less rates. Mr. Page said 
that London companies thought they 
could make money at it, but discovered 
they could not and have recently raised 
the rates. Brokers are free lances, said 
Mr. Page, and go out into the market to 
eet the cheapest insurance rates possible 
for their clients. 

On Monday of this week Vice-Presi- 
dent Galloway C. Morris of the Insur- 
ance Company of North America ap- 
peared before the committee in Wash- 
ington as another witness for the ma- 
rine underwriters. Under questioning he 
declined to review the private and con- 
fidential statistics of his company on its 
‘marine experience, saving that it would 
disclose valuable information to competi- 
tors. Mr. Morris, like Mr. Page, op- 
posed the marine insurance clause in the 
White bill. 

Questioned as to the possibility of 
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MARINE LOSS FIGURES 





Results Show High Loss Ratios on Ship- 
ping Board Vessels Compared with 
Other Carriers 
nutshell reasons 
American marine underwriters have 
been forced, against their natural inclin- 
ations, to 


Figures giving in a 


why 
quote higher hull and cargo 
rates upon Shipping Board hulls than 
American and foreign hulls, 
were presented Monday of this week to 
the House Committee on Merchant Ma- 
rine in Washington by 
Morris of the 


upon other 


Vice-President 


Insurance Company of 


North America. These figures show the 
high loss ratios on the Roosevelt Line, 


about which line the controversy in 
Washington started. The figures follow: 

The total value of cargoes insured from 
1920 to 1927 (inclusive) for the United 
States Shipping Board was $708,146,291. 
The net premiums amounted to $2,204,- 
975, the total losses paid were $2,687,703, 
with losses carried on the books and not 
yet paid, of $129,000. During the months 
of January and February, 1928, further 
losses of $97,708 for 1927 insurance have 
been paid, making a total loss of 
$2,816,703. 

The American Levant Line, Cunard, 
1925-1926, inclusive, the net amount of 
insurance was $14,495,540; net premium 
paid, $34,474; with net losses of $4,503. 
The Harrison Line, British, $12,340,472, 
net insurance; $37,666, premiums paid; 
$28,140, losses paid. The Isthmian Line, 
United States Steel, $119,740,870, total 
insurance; $347,079; premiums paid; 
$176,801, losses paid. Navigacione Gen- 
erale Italiana, total insurance, $16,046,- 
924; premiums paid, $47,258; losses paid, 
$561,032. 

The figures on the Roosevelt Line 
were: Total value of insurance, $11,768,- 
326; premiums received, $37,296; losses 
paid, $218,501, with $19,700 losses still on 
the books. The American Export Line, 
while under Government operation from 
1923 to 1925, inclusive, had insurance of 
$19,710,680; premiums received were 
$76,818; losses paid, $33,112. Under pri- 
vate management during 1926 and 1927, 
insurance amounted to $25,722,789; pre- 
miums received, $93,557; losses paid, 
$115,370. The losses under private con- 
trol were greatly increased by the loss 
of the “Storm King.” 





BUFFALO MUNICIPAL COVERS 


Councilman Joseph W. Becker of Buf- 
falo has presented a resolution in that 
city’s legislative body urging that all 
placing of insurance be taken from vari- 
ous city department heads as at present 
and lodged in the hands of the council. 
If his resolution passes the council will 
then buy blanket liability, fire and theft 
insurance on all city owned vehicles and 
blanket fire and other insurance on all 
public buildings and municipal property. 
Mr. Becker declared similar action taken 
by the Erie county board of supervisors 
resulted in 130% additional insurance be- 
ing obtained on county property at 70% 
more cost. Agents writing the new 
blanket policies would distribute the 
business among various companies, un- 
der the Becker plan. 





CAROLINA GENERAL AGENT 

Charles R. Bailey Co., Inc. of New 
Orleans has been appointed Louisiana 
general agent of the Carolina, one of 
the Home group of companies. This of- 
fice is also general agent for the Peoples 
National Fire of the National Liberty 
group. 








making a standard classification for ma- 
rine rates Mr. Morris said that Ameri- 
can vessels were rated on their merits 


and a standard classification would be 
unworkable and inflexible. 

‘To this Representative Monast of 
Khode Island replied that it would be 


up to Congress to establish such a rate 
classification through the White bill’s 
Federal insurance plan. 


DEFENDS N. Y. FIRE RATES 





E. H. Sigison Answers Charges in Buf- 
falo That Rates Are Too High; 
Investigation Is Sought 

E. H. Sigison, manager of the Buffalo 
office of the New York State Fire In- 
surance Rating Organization, has a 
statement pointing out that organization 
does not arbitrarily raise rates, but ad- 
justs them according to many factors. 
This explanation is given by Mr. Sigison 
to offset an opinion created by the re- 
cent demand for a st ite- wide investiga- 
tion of insurance rates in this state made 
by a Buffalo capitalist. Mr. Sigison ex- 
plained that many factors must be con- 
sidered before rates can be fixed and 
contended the state rating agency is do- 
ing a good work in a difficult position. 

Meantime there is being pressed a de- 
mand for a statewide investigation and 
the politicians have issued a statement 
declaring some premiums there have been 
raised as much as 350% in three years 


in Buffalo. 





80 YEAR OLD FIRE CHIEF 

George A. Wallace, eighty year old 
fire chief of the Cleveland fire depart- 
ment, and president of the National Fire 
Chiefs’ Association, is the subject of a 
syndicated article of the Central Press 
appearing in newspapers in this section 
of the country. Chief Wallace is termed 
the “Old War Horse” for despite his 
age he refuses to retire and even now 
responds to as many as five big fires 
in a day. He has been fire chief for 
twenty-seven years and joined the de- 
partment fifty-nine years ago. 





FEDERAL 1927 FIGURES 

The Federal of New Jersey, a mem- 
ber of the Chubb & Son office, had an- 
other good year in 1927, Total assets 
gained $1,808,851 to $13,129,975. After all 
reserves the company shows a net sur- 
plus of $4,768,735 and a capital of $1,- 
500,000. The real gain to policyholders 
last year was $1,223,373. 
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INSURANCE OFFICE, LIMITED 
FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. New York 
Western Department 
Wrigley Bldg., 410 N. Michigan Ave. 
Chicago 
Pacific Department 


N. W. Cor. Sansome and Sacramento Sts. 
an Francisco, Cal. 
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BUYS ATLANTIC FIRE 
The National Union Fire of Pitts- 
burgh has acquired control of the At- 
lantic Fire of Miami, Fla. and E. EF. 
Cole, president of the National Union 
becomes chairman of the board of the 
latter company, with B. D. Cole, a Palm 
Beach local agent, president. The com- 
pany will continue under the direction 
of Hunter & Reynolds, general agents. 
The Atlantic is a small company which 

started business in August, 1926. 





DENVER FIRE LOSSES INCREASE 


According to figures compiled by John 
F. Healy, chief of the fire department, 
Denver, Colo., the fire losses in Denver 
during 1927 amounted to $505,433.69 as 
compared with $461,322.51 for the year 
of 1926. 
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National Fire Insurance Company 
OF HARTFORD, CONN. 


Statement, January 1, 
Sg EELS of OS |) re re 


Rapa On. $ 3,000,000.00 
RESERVE FOR ALL LIABILITIES... 


a RESERVE FUND..... 


F. ‘D, Fa ae Vice-President S. T. Maxwell, V.-Pres. & Sec’y 
Secretary 
Cc. é Hewitt, Secretary 
Assistant Secretaries 

C. Breed (Automobile) 
V.I. G. Petersen (Marine) 


1928 


26,549,875.91 
14,525,817.16 

1,000,000.00 
44,075,693.07 
18,525,817.16 


R M. Anderson, Secretary 
F. B. Seymour, Treasurer 


H. B. Collamore 




















O. J. PRIOR, President 





INCORPORATED 1868 


Che Standard Fire Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


W. M. CROZER, S Secretary 
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Royal Exchange Assurance 


THE STATE ASSURANCE CO. Ltd. 
PROVIDENT FIRE INS. CO. 
in combination with 
CAR & GENERAL INS. CORP., Ltd. 
for full cover of Automobiles 
95 Maiden Lane, New York 
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LOYAL TO PRINCIPLE-TO LOYAL AGENTS, LOYAL 


NEAL BASSETT, President 


JOHN KAY, Vice-President and Treasurer 
A. H. HASSINGER, Vice-President WELLS T. BASSETT, Vice-President 


JANUARY IST, 1928, STATEMENTS 








ORGANIZED 1855 


FIREMEN’S INSURANCE COMPANY 
OF NEWARK, NEW JERSEY 


ASSETS LIABILITIES CAPITAL NET SURPLUS POLICYHOLDERS 
$40,000,136.83 $19,459,279.01 $7,500,000.00 $13,040,857.82 $20,540,857.82 





ORGANIZED 1853 
THE GIRARD F. & M. INSURANCE COMPANY 


OF PHILADELPHIA, PA. 
$6,000,966.28 $2,930,594.84 $1,000,000.00 $2,070,371.44 © $3,070,371.44 





ORGANIZED 1854 


MECHANICS INSURANCE CO. 
OF PHILADELPHIA, PA. 
$4,828,245.29 $2,820,808.68 $600,000.00 $1,407,436.61 $2,007,436.61 





ORGANIZED 1866 


NATIONAL-BEN FRANKLIN FIRE INS. CO. 


OF PITTSBURGH, PA. 


$4,907,721.63 $2,557,216.60 $1,000,000.00 $1,350,505.03 $2,350,505.03 





ORGANIZED 1871 


SUPERIOR FIRE INSURANCE CO. 
OF PITTSBURGH, PA. 


$4,835,369.35 $2,520,317.56 $1,000,000.00 $1,315,051.79 $2,315,051.79 





ORGANIZED 1870 


CONCORDIA FIRE INSURANCE CO. 
OF MILWAUKEE, WIS. 








$5,250,424.26 $2,567,447.92 $1,000,000.00 $1,682,976.34 $2,682,976.34 
ORGANIZED 1886 
CAPITAL FIRE INSURANCE CO. 
OF CONCORD, N. 
$760,298.04 $375.00 $300,000.00 $459,923.04 $759,923.04 
TOTAL OF ASSETS TOTAL OF LIABILITIES TOTAL NET PREMIUMS 
$66,583,161.68 $32,856,039.61 $25,684,495.78 
WESTERN DEPARTMENT EASTERN DEPARTMENT PACIFIC DEPARTMENT 
844 Rush Street 10 Park Place 60 Sansome Street 
Chicago, Illinois Newark, New Jersey San Francisco, California 
H. A. CLARK, Manager CANADIAN DEPARTMENT W. W. & E. G. POTTER, 
——— ae — “~ Sante Managers 
en oronto, Canada 
JAMES SMITH JOHN R. COONEY MASSIE & RENWICK, Limited, 
Managers 
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Selling Points on 
Explosion Insurance 


PITTSBURGH AS AN EXAMPLE 





Cover Is Inexpensive and Yet an Es- 
sential in Many Places Due to 
Proximity to Bad Hazards 





The Fireman’s Fund uses the recent 
Pittsburgh explosion as the text for 
some good sales arguments on explosion 
written by L. D. Goulding, Jr., an engi- 
neer in the improved risk department at 
Boston in the latest issue of the ”Rec- 
ord,” the company’s home office monthly 
publication. In this connection he 
writes: 

“On the morning of November 14 a 
terrific explosion occurred in a 5,000,000 
cubic foot holder of the Equitable Gas 
Césmpany in Pittsburgh, Pa. Thirteen 
people were instantly killed, fifteen 
others lost their lives and hundreds of 
thousands of dollars worth of property 
was destroyed within a radius of half 
a mile, Could we picture a stronger ar- 
gument for explosion insurance ? 

“Records of gas plant explosions bring 
to light three other rather serious ones 
within recent years which may not equal 
this Pittsburgh disaster but depict the 
possibilities. These occurred in Phila- 
delphia in 1905, Chicago in 1922 and 
Evansville, Ind., in 1926. 

Gas and Air Mixture Dangerous 

“We are told that a holder full of 
gas cannot explode, but it is well known 
that a proper mixture of illuminating gas 
and air can cause a violent explosion. 
In this particular case the holder had 
been emptied for repairs, but it is 
thought that gas leaked into it through 
a defective valve and when the explo- 
sive mixture of gas and air was reached, 
it was ignited by the flame of an ace- 
tvlene torch being used by a workman. 
Whatever the exact circumstances, the 
explosion occurred with most disastrous 
results. 

“We could probably survey any city 
containing a large gas plant and find a 
very small percentage of nearby dwell- 
ings and mercantile houses or manufac- 
turing plants carrying explosion insur- 
ance. Let the owners of some of these 
properties glance over the accompanying 
photograph showing in the lower left 
hand corner all that remains of the 
Pittsburgh Clay Pot Company, which 
was practically demolished by this ex- 
plosion. This is one of a dozen or more 
large manufacturing plants more or less 
seriously affected. 

Explosion Insurance Inexpensive 


“Explosion insurance is comparatively 
inexpensive. Dwellings, mercantile houses 
and a large percentage of manufacturing 
risks with light hazards take an annual 
rate of five to ten cents per hundred 
dollars, Other risks, having an inherent 
explosion hazard, naturally pay more. 
Co-insurance of at least 50% is re- 
quired, but credits of 124% for 60% 
co-insurance, 224%% for 70% co-insur- 
ance, 30% for 80% co-insurance, 35% 
for 90% co-insurance and 40% for 100% 
co-insurance apply. Policies may be 
written for three years at 2% annuals 
or five years for 4 annuals and a mini- 
mum premium of $3 is required. 

“Your client will appreciate having 
these possibilities brought to his mind.” 





NEWARK CAPITAL INCREASE 


The board of directors of the Newark 
Fire last Friday authorized an increase 
in the capital stock of the company from 
$1,000,000 to $1,500,000 by the transfer of 
$500,000 from surplus to capital account. 
If the New Jersey Insurance Department 
approves the move the Newark Fire will 
issue 100,000 additional shares of stock 
of a par value of $5, in the ratio of one- 
half share for each share now held by 
the stockholders. With the carrying out 
of this program the Newark will have a 
capital of $1,500,000 and a surplus in ex- 
cess of $2,400,000, based upon the figures 
at the close of 1927. 








UNDERWRITER. 





























FIRE REINSURANCE 


SKANDINAVIA 


Insurance Company 


OF COPENHAGEN 
UNITED STATES BRANCH 
JANUARY 1, 1928 











ASSETS 
Akcwon, City of, Cieio, Minar. G56 GO Rann ns en $ 15,450.00 
Akon, City 06, Cie; Bit gy asin te es 20,600.00 
American Telephone & Telegraph Co., Coll. Trust, Bds., 4%, 1929................ 50,000.00 
American Telephone & Telegraph Co...... ..............~....22..-2ccc-ccccccsecencsocccesecenscossees 21,177.00 
elas Tm I scsi icsssa esshaascicecis sertrttansniesecastepuca 14,300.00 
Atlantic Mutual Insurance Co., Serip of 1926... occ 4,280.00 
Central of Georgia Ry. Co., 10-Year Gold Bonds, 6%, 1929........................--.. 51,000.00 
Gommtidinted Goan Coo. Preteen ania sana cteeseneccnencscinsinnensnrnnrs 10,300.00 
Danish Government 15-Year Deb. of 1917, 5%, 1982_......22 22.2. eeeneenes 398,574.00 
Dayton, City of Ohio, Reg., Taxable, 414%, 1928.........2...202..2oe eee eeeeeeecenees 30,000.00 
Idaho, State of, Treasury Notes, April 15, 1927, 3.60%, 1928.................. 10,000.00 
Lima, City of, Ohio, Reg., Taxable, 4%, 1980... o.oo eneenceene ec cecsenceeeeee 19,800.00 
Lima, City of, Olio, Reg., Tanable, 4%, 1951..............-2 0. sscccccicecccccceecnccnee 14,850.00 
Moowrtwmmos, Wivwta, Grameen aan oes ecccenss sn cece e estes 114,750.00 
New York, City of, N. Y., Corp. Stock, Reg., 414%, 1980............220.20.22.-e--os 202,000.00 
Pan-American Petroleum & Trans. Co., Ist Lien, 10-Year Equip. Conv., 
oO Ne eee ee Re ee ee re me ae re re ee 4,240.00 
Peoples Trust & Guaranty Co. of Hackensack, N. J., lst Mortgage, Par- 
ticipation Bonds, Series “A,” 514%, 1928.................-.....-sc--ccccsesceeseeseeeeeees 50,000.00 
Prudence Co., Inc., Guaranteed Bonds, 5%, 1928.............20...0..20022200c00c00eeeeeeeee 50,000.00 
Sinclair Crude Oil Purchasing Co., 3-Year Gold Notes, Series “A,” 6%, 1928 64,000.00 
South Porto Rico Sugar Co. Bonds, 79, 194) ......<......00.-nccccccceesceccecccscenenssennee. 22,000.00 
Stewart-Franklin Corp. 5-Year Guaranteed Gold Notes, 6%, 1981................ 20,000.00 
Thodan Realty Corp. lst Mortgage Guaranteed Gold Bonds, 6%, 1929........ 10,000.00 
U.S. of America Fourth Liberty Loan, 414%, 1988........02..20..2002200220c0000000e0e--e 104,000.00 
U.S. of America Third Liberty Loan, 41/4.%, 1928.....0.......0.20.20.020c2c000eceeeeee 50,500.00 
U.S. of America 3-5 Year Treasury Notes, 314%, 1930-1932........00.000000000.-.. 12,625.00 
U. S. Steel Corporation Preferred.........................---ccc-ccccecessceceeececeesceccesseececeneee 28,200.00 
UN i i a i i ee $1,392,646.00 
Securities, Market Value... ON LE eT $1,392,646.00 
Cash in Banks, Uncollected Balances and Interest Accrued...... 368,559.13 
Os RII sissies pte eo ee $1,761,205.13 
Liabilities 
Remerve few Uepeml Tamwes.....................-.---- noo neon $ 107,429.39 
Reserve for Unexpired Risks. ...................0.....00.200..ecceeeecceeeceeenee 708,422.02 
"esl. hc NEL TR ATOR LEON I 50,000.00 
SEE I lise ee ease eae ee he 895,353.72 
$1,761,205.13 


SUMNER BALLARD, United States Manager 
80 JOHN STREET, NEW YORK 
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Underwriter Tells Why Actual Value 
Auto Policies Have Become Popular 





Says Agents, Companies And Car Owners All Like 
This Form Of Policy Which Carries Decided 
Advantages Over Other Forms Now Used 


he actual value automobile insurance 
policy, formerly known in Eastern cir- 
chs as the no-amount policy, has gained 
widespread favor in this part of the coun- 
iry in spite of the strong opposition that 
greted this policy when it was launched 
hee a couple of years ago. Few under- 
writers took to it then. They preferred 
to wait the outcome of experience in the 
Il est where the policy was used as a com- 
peiitive weapon. Today many of the 
lar yest companies greatly prefer the actual 
vaue policy to any other form and are 
urging their agents to use it more freely. 
The head of the automobile department 
of one of the leading companies in the 
country has written for The Eastern 
Underwriter reasons why this type of pol- 
icy 1s preferable to the form generally in 
use prior to the introduction of the actual 
value form and he likewise answers ob- 
jecttons made by those opposing the new 
policy. His article follows herewith: 

It is only a year or so ago that the 
actual value form of automobile policy 
was approved for use in the Eastern 
and Southern Automobile Conferences. 
At that time, many agents did not know 
what it was and very few recognized it 
as the “No-Amount” policy which had 
been discussed and turned down by the 
companies a few years before. Subse- 
quently, it was given a trial in the West- 
ern territory, where it proved its useful- 
ness to such an extent that the demand 
gradually revived throughout the East 
and the South. 

Not being particularly well acquainted 
with the advantage of the form, agents 
in the East and South were somewhat 
reluctant to offer this policy to their 
customers, and it has required consid- 
erable educational work by the field men 
and home offices to get it under way. 
However, during 1926 and 1927 more and 
more automobile writing agencies learned 
of the advantages and commenced to use 
the actual value policies and now that 
both agents and companies have found 
by actual experience what these poli- 
cies will do for each of them, a very 
definite trend is developing towards sub- 
stituting this policy for the stated 
amount form. The rating committees of 
both automobile conferences have made 
every effort to simplify the actual value 
premium books for 1928, thereby making 
It easier for agents to write these poli- 
cies, and we look for a surprising num- 
ber of cars to be insured during 1928 
under the actual value form. 


Advantages Over Stated Amount 
Policies 

Those of you who have not studied the 
actual value policies and compared them 
closely with the stated amount form to 
sec the advantages which are offered, 
will be interested in a brief summary of 
the reasons why the actual value policies 
are so well liked by agents, car owners 
an | insuring companies. Here is what an 
actual value policy on a passenger type 
car (they have not yet been approved 
for use in commercial cars on account 
of the difficulty in preparing the pre- 
miims for the numerous makes) will 
do by comparison with the stated amount 
form of policy: 

i. Gives full coverage to value at all 


times. Under stated amount policies it 
is customary to write only 80% to 85% 
of the value of a car (even on new cars 
just purchased) and this means that the 
car owner must stand a part of any 
total loss until such time as deprecia- 
tion brings the value down. Many com- 
panies will not write a stated amount 
policy for the full amount of the de- 
livered price, and even where this is 
done, there are disadvantages in connec- 
tion with the cost and the settlements 
under a total loss claim. On the other 
hand, actual value policies cover the car 
owner for every dollar that his car is 
worth at any time during the life of the 
policy (automatically taking care of in- 
creased value through reconditioning, im- 
provements, repainting and the like) and 
avoid the difficulties the agent encounters 
when a car owner wishes to be fully in- 
sured. 

2. Shows reduced cost in most cases: 
To grant full coverage on a new car the 
stated amount policies must be written 
for the delivered cost price (if the com- 
pany will accept full insurance) and the 


premiums for actual value policies on 
new cars are always somewhat less since 
they are based on list price. On older 
cars (falling outside of Age Group 1) the 
actual value premiums will usually be 
found somewhat lower than the premium 
for a stated amount policy written for 
the amount that the car owner thinks his 
car is worth. Arrangements have been 
made in the actual value premium books 
in Eastern territory to extend the age 
groups to include cars up to sixty months 
old, and most cars are uninsurable after 
that. 
Holds Lines From Competitors 

3. Prevents losing lines to competi- 
tors offering larger amounts of insur- 
ance: The car owner has no occasion 
to “shop around” to find the agent who 
will allow him the largest amount of in- 
surance on his car, for when you give 
him an actual value policy, his car is in- 
sured for just what it is worth and you 
do not have to argue with him as to the 
precise value of his car. 

4. Eliminates correspondence with 
companies: Under the actual value poli- 
cies there is no need for the agent to 
ask his company to approve a larger 
amount of insurance than usual, and it 
is unnecessary for him to explain (as 
he must do with a_ stated amount 
policy) why he thinks a oar is worth 
more than the average and therefore de- 
serves a larger amount of insurance. Nor 
dces he have to tell the company that 
he had to grant more insurance than 
their rules called for, or lose the busi- 
ness. 








CAPITAL 
PREMIUM RESERVE 


NATIONAL LIBERTY INSURANCE 
COMPANY OF AMERICA 
HOME OFFICE: 
NEW YORK CITY 
SUMMARY OF 69TH ANNUAL STATEMENT 


Jan. 1st 1928 
adee eerie gore ao $ 2,000,000.00 
eee $ 9,637,599.00 


RESERVE OF ALL OTHER 


aa $ 1,458,105.00 
NET SURPLUS ....................... $14,689,493.00 
Tete Ae... $27,785,198.00 
SURPLUS TO POLICYHOLDERS....... $16,689,493.00 


Fire, Automobile, Windstorm, Tornado, Sprinkler Leakage, Rent and Rental 
Value, Use and Occupancy, Tourist Baggage, Explosion, Property Damaged 
by Aircraft, Riot and Civil Commotion, Inland Marine, Parcel Post, Registered 


709-6th AVE. 




















Mail. 

—_—_—_—_—— 
NEW YORK SAN FRANCISCO 
MINNEAPOLIS RICHMOND 


MARSH & McLENNAN 
INSURANCE 
FIRE LIABILITY MARINE 


164 W. Jackson Boulevard, Chicago. 


LONDON SEATTLE MONTREAL 
WINNIPEG DETROIT DULUTH 
PITTSBURGH CLEVELAND BUFFALO 
PHOENIX COLUMBUS PORTLAND 
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5. Cuts down moral hazard losses. 
Most moral hazard losses are caused by 
an amount of insurance on the car which 
exceeds the real value of the automobile 
and tempts the assured to try to col- 
lect it. There is no incentive to the 
holder of an actual value policy to con- 
sider a sale (via a total loss) to the in- 
surance company, for there is no rea- 
son for the car owner to think this will 
be preferable to a sale to an individual 
or a dealer. Under the stated amount 
form, when the car owner who needs 
money finds that the amount of insur- 
ance the value which he can 
realize by a legitimate sale, the tempta- 
tion to try to collect the additional 
amovnt from the insurance company fre- 
quently produces a total claim which 
would never have occurred under the 
other form of policy. 


Aid in Loss Settlements 


exceeds 


6. Results in more satisfactory loss 
settlements: Under the actual value 
policies, partial losses are paid in ex- 
actly the same manner as under the 
stated amount forms, but where total 
losses occur it is easier to secure an ami- 
cable and satisfactory settlement under 
the actual value policies. The average 
assured still regards insurance as a bet, 
and in the event of total loss expects to 


collect the face of his policy. In con- 
sequence, he is painfully surprised when 
the adjuster offers to settle for the 


amount which the car was actually worth 
at the time of loss, and whenever the 
adjustment is closed for an amount which 
is less than that stated in his policy, he 
feels that he has not been treated fairly 
or has been charged for insurance which 
he could not collect. Under an actual 
value policy the settlement is made for 
the amount which is agreed upon as the 
value at the time of loss and the ad- 
juster is not handicapped by the assured 
secking to collect a specified amount 
which represents the value at the time 
policy was written instead of at the time 
loss occurred. Hence, the assured has 
no feeling of dissatisfaction over the 
amount received, nor does he feel he has 


paid for insurance which was not col- 
lectibie. 
You can readily see that on a car 


which was insured for 
only $700 when the loss 
last month of the policy, the average as- 
sured not readily appreciate why 
he paid a premium on $1,000 and col- 
lects only $700. We know the answer, 
for he must carry $1,000 if he is to have 
full protection when the policy is first 
written, though depreciation in value 
steadily cuts down the amount recov- 
erable as the policy grows nearer to ex- 
piration. How much better is the situa- 
tion when as holder of an actual value 
policy he receives $700 and has nothing 
to disturb his acceptance of the agreed 
con valuation which he verified before 
settling the claim. In the first case the 
agent is likely to lose business through 
the assured being dissatisfied, while in 
the actual value adjustment both agent 
and company profit by the assured’s 
feeling ot satisfaction over receiving the 
indemnity he paid for. 

7 and easier 


$1,000 but worth 
occurs in the 


does 


7. Quicker 
(Continued on page 


to quote cost 
34) 








UNIVERSAL IN CANADA 

The Universal of Newark, having se- 
cured a Dominion License from Ottawa 
for the transaction of fire insurance in 
Canada has appointed J. H. Riddel, To- 
ronto, as manager for the Dominion. C. 
H. Hanson & Co. Limited, Montreal have 
been appointed as agents for the Prov- 
ince of Quebec. 





GUARDIAN 


LIFE 





Established 1860 Under the Laws of the State of New York 


a 





Tel. RECtor 7501 





MANAGERS 


INSURANCE CO. 





—— 
__ AMERICA 








HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 
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Canadian Lloyd’s Idea 
Viewed As Foolish 


PRESENT RATES ARE UPHELD 





British Underwriters Contend Canadian 
Attempts to Form Body to Cut 
Rates Would Be Suicidal 





The report that Pierre Cardin, Cana- 
dian Minister of Marine, has declared 
that his department is dissatisfied with 
the marine insurance rates now charged 
for the St. Lawrence routes, and that if 
these are not lowered a scheme for a 
“Canadian Lloyd’s,” to underwrite ves- 
sels trading to Canadian ports would be 
inaugurated, reopens a controversy of 
long standing, which, it was thought, had 
died a natural death. The “Daily Tele- 
graph” makes the following comment 
upon the subject: 

“For years prior to the war the Cana- 
dian Government had complained of the 
extra rates charged for the insurance of 
vessels trading to British North America, 
and, reopening their campaign in 1924, 
requested the Imperial Shipping Com- 
mittee to investigate the matter. 

“It is to be feared that the report 
which this committee made in June, 1925, 
was not very acceptable in Ottawa, for 
it substantially supported the underwrit- 
ers in their contention that the physical 
and climatic conditions of the country 
and of the St. Lawrence in particular, 
justified the restrictions and the addi- 
tional rates to which Canadian trade is 
subjected by the ‘Warranties’ of the In- 
stitute of London Underwriters and the 
British North America Agreement, pro- 
moted by that body, and governing the 
additional premiums charged for Cana- 
dian voyages. 


Comparative Loss Statistics 

“Indeed, while Sir Halford Mackinder, 
chairman of the Imperial Committee, 
supplemented the report by a letter in 
the press asking for a consideration of 
the special difficulties which the Cana- 
dian authorities have to meet, the sole 
comment of these authorities seems to 
have been to ask for further statistics 
concerning Canadian casualties, and_ to 
announce their intention of continuing 
their campaign. In their request for 
further statistics they were probably un- 
wise, for those compiled by the commit- 
tee from reliable sources showed twenty 
total losses and 170 strandings in the 
St. Lawrence district, against one total 
loss and 170 strandings in the Delaware 
and Chesapeake district, over a period of 

~ the six. years 1919-1924. 

“The response of the underwriters to 
the report was to amend their warranties 
and agreement so as to comply with its 
recommendations, and subsequent altera- 
tions have been made which go far be- 
yond the suggestions of the Imperial 
Shipping Committee. A fundamental al- 
teration was the adoption of 43.40 North 
lat., as the line above which insurance 
restrictions became effective, for this re- 
moved the previous reproach that these 
restrictions were territorial since only 
British North America was penalized. 

“This, of course, was never the in- 
tention, and at the annual mecting of the 
Institute of London Underwriters in 
January, 1925, H. T. Hines, the chairman, 
said in this connection that the insti- 
tute warranties did not legislate against 
trades or waters, but against physical 
risks. This is as true today as it was 
three years ago. Despite the opening of 
the new North Channel in the St. Law- 
rence last year, the past season has 
shown that tempest, fog, ice and snow, 
which make these northerly latitudes so 
dangerous to shipping, still take their toll 
in the form of maritime casualty, and 
underwriters are convinced that if the 
threat of a special Canadian Lloyd's is 


carried out, the enterprise will only re- 
sult in a heavy financial loss if it trans- 
acts marine insurance on Canadian 
Lloyds’ is carried out, the enterprise will 
only result in a heavy financial loss if 
it transacts marine insurance on Cana- 
dian trade at less than the current mar- 
ket rates.” 





AUTO LAW BOOK REVISED 





John Simpson Issues Second Edition of 
Law Relating to Automobile Insur- 
ance With Cases Up to Date 

John Simpson, author of “The Law 
Relating to Automobile Insurance,” pub- 
lished in 1921, has just issued a second 
edition of this volume containing the 
laws down to January of this year. The 
new edition treats over three times the 
number of automobile insurance deci- 
sions as the first, more than 1,000 cases 
being dealt with. New subjects include 
safety device warranty clauses, compul- 
sory insurance, confiscation of cars and 
other matters. Following is a partial list 
of the chapters: 

Insurable interest, construction of the 
policy, reformation and cancellation of 
policies, notice and proofs of loss, agents’ 
rights and duties, brokers’ authority, ad- 
justers’ powers, appraisal of loss, extent 
of loss and amount of recovery; option 
to repair, subrogation, action and de- 
fenses under fire, theft, collision, confis- 
cation and indemnity policies, references 
to insurance in negligence actions, com- 
pulsory insurance, bonds or policies by 
operators of busses, jitneys and taxicabs, 
mutual and reciprocal companies and or- 
ganization and winding up of companies, 

Mr. Simpson is a well-known authority 
on insurance laws matters and has done 
a great deal of writing and research 
work along these lines. This second edi- 
tion may be procured through the office 
of The Eastern Underwriter at $8.50 a 
volume. 





HONOR H. T. HINES 


At a recent meeting of the members 
of the Institute of London Underwriters, 
H. T. Hines, former underwriter of the 
Royal Exchange, was presented by his 
colleagues with an oil painting by C. 
Napier Hemy, R.A., entitled “Clearing 
After the Storm,” and bearing the in- 
scription: 

“Presented to Herbert T. Hines by the 
Members of the Institute of London Un- 
derwriters on the occasion of his retire- 
ment, January, 1928.” 

The presentation was made by H. M. 
Merriman, chairman of the Institute, 
who said Mr. Hines’ connection with ma- 
rine insurance in London had extended 
over a period of 44 years, beginning in 
1884, when he joined the staff of the New 
Zealand. 


CHINESE WAR RATES UP 


The recent tension in China has caused 
quite a flutter in marine circles and 
somewhat higher rates are being quoted 
in London for the insurance of merchan- 
dise to and from the Far East against 
the risks of loss or damage by war or 
civil commotion. It is common for war 
risks to be covered in respect of cargo, 
but as a rule, in most routes, the rates 
of premium are nominal. Rates of 7s. 
6d. per £100 on merchandise from ports 
of the Yangtze River not beyond Han- 
kow have now been advanced to 40s. per 
£100, and the outward rate of 15s. has 
also been raised to 40s. The rate on 
goods from Canton has been increased 
from 10s. per £100 to 20s., while the out- 
ward rate remains at 20s. Hitherto 
higher rates have been quoted for the 
outward than for the homeward voyage, 
in view of the uncertainty of the situa- 
tion several weeks hence, when the goods 
might be expected to reach China. 
Other rates quoted for the outward 
trade are: To Shanghai, 5s. per cent.; 
Tientsin, 5s. direct, and 10s. if trans- 
shipment is made at Shanghai; Hong- 
kong and Dalny, 1s. 3d. Under the terms 
of “warehouse to warehouse” policies 
goods are covered until arrival in the 
warehouse or until 15 days after arrival 
at the port. The ordinary marine in- 
surance covers the risk of piracy. 


Cash Value Policies 


(Continued from Page 33) 


of insurance: Since the actual value 
manuals show a premium for each cov- 
erage on practically every well known 
make of car, the agent finds it much 
easier to quote the cost of insurance to 
his customer. He does not have to 
search through the rates and rules man- 
ual for the fire and theft rates on that 
car, obtain the amount of insurance de- 
sired and then calculate the premiums. 
He looks in the actual value premium 
book and finds there the premiums for 
each coverage. The agent who is none 
too well acquainted with the automobile 
manuals will find the actual value pre- 
mium books are great time savers. 





Reaction of Companies and Agents 


These seven reasons should be enough 
to convince any automobile writing 
agent that it is worth his while to give 
the actual value policy a trial before 
some of his “live-wire” competitors come 
along and commence to cut in on his 
business by offering his customers this 
up to date policy. And yet it will prob- 
ably take something as drastic and as 
personal as a few raps on the well known 
“pocket nerve” to compel some agents 
to spend an hour or two getting ac- 
quainted with the actual value policies 
and premiums. 

Since its introduction into Eastern 
and Southern territories in 1926, the 
company home offices have been observ- 
ing the results closely and have found 
them so satisfactory that many auto- 
mobile underwriters do not hesitate to 
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predict that the actual value policies |] 
soon supplant the stated amount po i- 
cies almost completely. This is exac ly 
what happened in the Western territ« ry 
where actual value policies were int-5- 
duced some time before they were « 
proved for use in the East and Sou:h, 
Agents and companies have found that 
there are fewer total losses bearing the 
taint of moral hazard; and they h: ve 
found that less time and correspondence 
are required; they have found total | <s 
settlements are more satisfactory to con- 
panies and assureds; they have found a 
better loss experience at less expense to 
agents and companies; and the logical 
result has been that a large part of the 
automobile business is now written under 
actual value policies. 


Automobile underwriters on the Pacific 
Coast have noted with interest the prog- 
ress made since the actual value poli- 
cies were approved for use in the East 
and South and it is expected that the 
Coast territory will commence using 
these policies this year. This will make 
the actual value policies approved for 
use country wide and there seems good 
reason to think that a continuation of 
the improved loss experience will catise 
the adherents of these policies to feel 
that the automobile insuring companies 
should give serious consideration to dis- 
continuing the stated amount policies 
and using only actual value forms. 


Answers to Criticisms 


There have been some criticisms 
launched against the actual value poli- 
cies by automobile underwriters who 
think the company should use a reduc- 
ing form of stated amount policy such as 
has been issued by some companies at 
a reduced rate of premium. To the car 
owner, the chief attraction of this re- 
ducing form is the lower cost, but to the 
insuring company the objection is the 
general idea held by the car owners 
(which has been fostered by some agents 
and brokers) that the reducing form is 
a valued policy and the assured must al- 
ways collect the amount (as it may be 
reduced by the scale shown in form) in 
event of a total loss. Since the standard 
automobile policies all carry a provision 
that the company’s limit of liability is 
not to exceed the actual value at time 
of loss, the reducing form does not com- 
mit the company to pay one penny more 
than would be paid under an actual value 
policy, unless a valued policy provision 
is included in the form. Everyone knows 
the reasons why the companies stopped 
using valued forms on automobile poli- 
cies and if the actual value policies pro- 
duce a better experience than the stated 
amount forms this is bound to be re- 
flected in the rates for automobile in- 
surance. 

Any criticism of the actual value pol- 
icy being unfavorable to the assured in 
a total loss settlement is in reality criti- 
cism of the insuring companies, for un- 
less the company deals fairly with its 
policyholder, unsatisfactory and even un- 
just settlements can occur under any 
form of policy. That most reputable 
companies do go further than the actual 
terms of the contract would require them 
to is easily demonstrated, and the gen- 
eral popularity of the actual value auto- 
mobile policy is evidence enough that 
both car owners and companies have 
found it produces a mutually satisfactory 
adjustment in the event of total loss 

It is estimated that another three or 
four million passenger type cars will be 
produced and sold this year, and with 
close to thirty million cars in operation 
in the United States, a valuation of ouly 
$500 per car means that property values 
of fifteen billion dollars should be pro- 
tected by insurance. Anything calcu!:t- 
ed to make it easier for agents to [°0- 
vide proper protection to these cits 
should meet with favor on all sides and 
if the Actual Value Policies continue to 
produce an improved loss experience 
after they are in general use country- 
wide, there is food for thought in the 
possibilities of adapting the idea to other 
forms of insurance. 
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“CASUALTY anv SURETY NEWS 








Sommer Optimistic As 
To Future of A. & H. 


HiS TALK AT MID-WINTER MEET 





Standard Accident Manager Tells How 
Accident Insurance Has Kept Pace 
With Progress in Aviation 





One of the feature talks of the mid- 
winter meeting of the Health & Acci- 
dent Underwriters’ Conference this week 
at the Hotel Stevens, Chicago, was given 
by Armand Sommer, accident and health 
manager of the Standard Accident in 
Chicago. Mr. Sommer’s subject was 
“The Future Accident and Health Sales- 
man.” : 

In introducing his remarks Mr. Som- 
mer said that the future accident and 
health salesman will be a product of the 
present. He mentioned how the swash- 
buckling and ever efficiously, perser- 
vering salesman once pictured in the 
public mind was rapidly disappearing 
from the scene. The business is now 
becoming a profession and the men in it 
are approaching the sale and study of 
insurance with the same mental attitude 
as the doctor toward medicine. 

Would Stress Business A. & H. Lines 

Mr. Sommer’s opinion is that the field 
of business accident and health as dis- 
tinguished from strictly personal accident 
and health has not yet been touched. He 
said: “Group insurance is becoming bet- 
ter known and more frequently sold; 
partnerships, corporations or individual- 
ly owned concerns are taking advantage 
of business accident and health insur- 
ance with the realization that loss of 
time by their guiding power can badly 
handicap credit and the earning power 
of the concern. 

“The recent spread of instalment pur- 
chase insurance is a minor hint of the 
possibilities of accident and health as a 
credit protection. The foundation of in- 
dustry and commerce is credit and one of 
the mainstays of credit is earning power. 
The future of business accident and 
health insurance is unlimited.” 

Some of his other remarks which stand 
out are that (1) the accident and health 
salesman has not yet reached the pin- 
nacle of his life insurance brother but 
he is steadily and surely aspiring to it; 
(2) the enormous amount of accident and 
health insurance sold by agents virtual- 
ly strangers to the buyers and in com- 
panies little known to the policyholder 
is a tribute to the conduct of our busi- 
ness by both the company and the agent. 

Tie-up With Commercial Aviation 

Further along in his talk Mr. Sommer 
made the significant statement that com- 
mercial aviation could not prosper with- 
out the co-operation of the insurance 
companies and that the accident policy 
was one of the most important parts of 
the required protection. He added: 
“The insurance companies came to the 
rescue and passenger travel is now free- 
ly covered on the regular passenger lines 
with ticket coverage available by the day 
for either passenger or private planes 
excluding, of course, stunt flving.” 

Advocates An A. & H. Platform 

In closing Mr. Sommer said: “If we 
were to advocate a platform for the 
cuidance of our infant, and accident and 


(Continued on page 39) 


Defunct Company Will 
Pay Its Claims In N. Y. 


THE MANUFACTURERS LIABILITY 





Delay in Compensation Payments Here 
to Be Ended by Withdrawal of In- 


dustrial Commissioner’s Order 





One of the most interesting features 
of the legislative report of the New 
York Industrial Survey Commission was 
the reference to the difficulty which 
compensation claimants of the Manufac- 
turers Liability in New York state were 
having in collecting what was rightfully 
due to them. It is now understood that 
these claims will be paid after some 
seven months of delay. 

When the company went into the 
hands of receivers last June compensa- 
tion claim payments were ordered con- 
tinued wherever possible. Through the 
co-operation of the authorities in all 
states other than New York and by per- 
mission of the Chancery Court, these 
payments are being continued to the 
present time. 

Full Value of Claims Ordered 

In New York, however, an order was 
directed by the Industrial Commissioner 
requiring the receivers to pay to the 
commissioner in cash the full commuted 
amount of the present value of all claims. 
This was in effect an order requiring the 
receivers to pay all New York compensa- 
tion claims in full, and to these amounts 
was directed to be added a penalty of 
20% of the full amount of the awards, 
by reason of the stoppage or delay in 
payments. These sums when paid in 
to the commissioner were to be turned 
over to the state fund in trust for the 
beneficiaries. 

This procedure, it seems to the com- 
mission, failed utterly to take note of 
the fact that the funds were under the 
control of the equity court, and admin- 
istered by the receivers for the benefit 
of all creditors, whether of New York 
or elsewhere, and whether for compen- 
sation claims or other. Counsel for the 
receivers appeared before the commis- 
sion, and advised that such payments as 
were directed by the industrial commis- 
sioner would constitute preferential pay- 
ments, to the possible disadvantage of 
all other creditors of the company, and 
that the court could not assent to them. 

The receivers through their counsel 
made repeated but unsuccessful efforts 
to confer with the industrial commis- 
sioner, to explain the limitations upon the 
receivers’ powers, and to suggest that, if 
the commissioner would withdraw his 
order requiring the payment of the full 
cash value of all claims both the amounts 
due and those to become due in the 
future, the receivers would petition the 
court for permission to pay up all past 
due compensation and continue the reg- 
ular payments each month as compen- 
sation came due, in just the same man- 
ner as they were doing in other states. 
The office of the attorney general was 
then appealed to but the assistant at- 
torney general explained that he could 
act only on the instructions of the com- 
missioner. 

The upshot of the matter was that a 
complete deadlock had occurred between 
the commissioner and the receivers. It 
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HIS ADVICE TO F. & C. AGENTS 





Price Of Glass Increased By N. Y. 
Manufacturers; May Mean 
Advance In Rates 


Conditions in the plate glass field are 
causing underwriters of plate glass in- 
stirance some concern at this time. The 
price of glass has been materially in- 
creased by glass manufacturers in New 
York which naturally will be followed 
by an increase in the cost of replace- 
ments, especially where there have been 
recent reductions in glaziers’ bills. All 
of this may be the forerunner of a jump 
in plate glass rates. 


The situation has been sized up by 
Wilbur A. Reid, superintendent of this 
line in the Fidelity & Casualty, who has 
the following to say in the company’s 
current “Service Bulletin” : 

“The wholesale price of glass has been 
lower than at any time since the world 
war started. There are a variety of rea- 
sons to explain the situation in the mer- 
cantile end of our business which, per- 
haps, would not be specially interesting 
to our field producers. It is largely a 
battle between foreign manufacturers 
and importers on one side and Ameri- 
can manufacturers and jobbers on the 
other, with customs regulations as the 
fulcrum on which the see-saw rests, and 
politicians as the fellow who stands in 
the middle and throws his weight first 
to one side and then to the other. 

“In some favorable localities glaziers 
have been willing to take our orders for 
replacements at 11% of the list price, 
furnishing both glass and labor. As la- 
bor is worth 2% in such cases we have 
been paying for new glass less than we 
would ordinarily expect to receive for 
salvage. If this state of affairs were to 
continue we should be able to decrease 
premium rates materially, but already 
there is a trend in the opposite direction. 

“Tt is well for our producers, and es- 
pecially plate glass managers, in various 
parts of the field to keep in touch with, 
and be fairly well informed regarding 
conditions in the supply market. as such 
knowledge is a material help when so- 
liciting insurance, especially from a pros- 
pect who may be keen enough to ask 
questions that might be embarrassing to 
an agent who is not posted on all angles 
of his business.” 


M. L. BROWN WITH BOWES & CO. 





Surety Special Agent of Royal Indem- 
nity Heads Bonding Department of 
Its Chicago General Agency 


Marshall L. Brown, formerly special 
agent of the Royal Indemnity’s bonding 
department, has joined Bowes & Co. 
general agents of the company in Chi- 
cago, as manager of its bonding depart- 
ment. Incidently, the firm name of this 
agency has been changed from Bowes, 
Rogers, Dansill & Welch to its present 
title. 

Mr. Brown, a seasoned surety man, 
has been in the business for the past 
fifteen years, twelve of which were spent 
with the National Surety as special agent 
and manager of various of its branch 
offices. 





VA. SURETY BILLS PASSED 


Mutuals having a surplus over and 
above all liability of $500,000 will be per- 
mitted to write surety bond and fidelity 
business in Virginia, under provisions of 
a bill which passed the Virginia legis- 
lature in the final days of the session. 

After it had passed the senate, action 
on it was postponed indefinitely by the 
committee of the house. Subsequently 
the committee was discharged and it was 
put through the house. 

Another bill, empowering the state 
corporation commission to regulate and 
fix surety bond and fidelity rates, was 
also passed shortly before the session 
closed. 





FORMING SUBURBAN CASUALTY 

The Suburban Casualty is being organ- 
ized in Westchester County, New York, 
for the mutual benefit of motorists. Its 
capital has been fixed at $900,000. The 
president of the company is Frederick P. 
Close of Eastchester, N. Y. 

Other organizers include State Senator 
Walter W. Westall, County Clerk 
Charles J. F. Decker, Assemblyman Her- 
bert B. Shonk, Samuel F. Swinburne, 
John W. Ryan, County Register Frank- 
lin Montross and Howard R. Washburn. 





VA. COMPENSATION BILL PASSED 


Full power to regulate and fix work- 
men’s compensation rates is conferred 
upon the Virginia state corporation com- 
mission by a bill which passed the legis- 
lature of that state last week in closing 
days of the session. 
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Casualty 
Insurance 


Complete in One Volume 





By Two Well-Known Insurance Men 








——=SHIS NEW BOOK is by two men long 
ay PY) connected with one of the well-known 
faees) multiple line insurance companies— 
kaoaea| Clyde J. Crobaugh, and Amos E. 
Redding. This book places at the reader’s dis- 
posal, the accumulated experience and knowl- 
edge of years of active work in the casualty in- 
surance field. Many questions regarding pros- 
pects, sales, and policies are answered, including: 





What are the replacement features of a plate 
glass policy? 

How many kinds of policies are available on 
residence burglary? 

In a workmen's compensation policy, what does 
“entire remuneration” mean? 

What is the difference between direct and con- 
tingent liability coverage? 

What is the distinction between pro-rata and 
short-rate cancellations? 


These, and hundreds of similar questions, are 
thoroughly discussed in the book. The ability 
to answer these questions, clearly, concisely, and 
completely, will demonstrate your knowledge of 
your field in a way that will help you to secure 
the prospect’s good will, command his respect, 
and increase your total underwriting. 


The book calls special attention to the simplest 
ways of overcoming obstacles and difficulties, 
so as to help increase sales totals. Everything 
is expressed in clear, non-technical language. 
At the end of every section there are reprints of 
policies; contracts; riders; endorsements; rate 
sheets; and manual pages. There is also ample 
discussion of the needs for each type of insur- 
ance; underwriting; and rate making. 


775 Pages—6x9 inches—Price $6 


Partial Table of Contents 
ACCIDENT INSURANCE— 
Analysis of accident policy. 
HEALTH INSURANCE— 

Carriers; kinds of policies; benefits. 
PLATE GLASS INSURANCE— 

Loss reports; the 50-50 plan. 

POWER PLANT INSURANCE— 

Common features of all policies. 
SPRINKLER LEAKAGE INSURANCE— 

Hazards of leakage; inspection service. 
WATER DAMAGE INSURANCE— 
AUTOMOBILE INSURANCE— 

Compulsory insurance; compensation plan. 
PROPERTY DAMAGE LIABILITY INSURANCE— 
The various types; common provisions. 

PUBLIC LIABILITY INSURANCE— 

Physicians’; Dentists’; Beauty Parlor. 
WORKMEN’S COMPENSATION INSURANCE— 

Carriers; self-insurance; administration of laws. 
BURGLARY AND ROBBERY INSURANCE— 

Analysis of coverages. 


CHECK ALTERATION AND FORGERY INSURANCE— 
Analysis of coverages. 





Send for a Free Examination Copy 
Prentice-Hall, Inc., 70 Fifth Ave., New York, N.Y. 


Without cost or obligation to me, you may send me a copy of 
“CASUALTY INSURANCE,” for five days’ free examination. Within 
that time, I will either remit $6 in full payment, or return the 
book to you, as I prefer. 




















A Practical Book for Practical Men 








Published by Prentice-Hall, inc. 70 Fifth Avenue, New York, N. Y. 
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N. -Y. ‘Survey Commitee 
Asks For Changes In 


Compensation Laws 





A STATE FUND NOT RECOMMENDED 





Submits 176-Page Report To Legislature; Many Of 


The Amendments Were 


For the past two years the New York 
State Industrial Survey commission has 
been engaged in a study of the work- 
men’s compensation law of the state, 
embracing its administration and aiming, 
wherever possible, to suggest changes to 
the legislature which will be beneficial 
to the injured workmen and their de- 
pendents, as well as the employer and 
the public. 

Its report for 1928, submitted within 
the past week to the state legislature, 
is 176 pages in length and contains a 
number of recommendations which were 
submitted last year. Inasmuch as defi- 
nite action was not taken on them at 
that time, they are again submitted, 
bearing the approval of both the Na- 
tional Industrial Conference Board and 
the Compensation Conference. 

In a perusal of this report it is sig- 
nificant to note that the commission 
makes no proyision for having the pres- 
ent state insurance fund as the sole 
carrier of insurance under the work- 
men’s compensation law. 

The chairman of the commission for 
the past year has been Senator James iS 
Truman; vice-chairman, Assemblyman 
Edmund F, Cooke, and executive secre- 
tary, Henry D. Sayer. 

Some Recommendations Made 

The commission is very wisely inter- 
ested in the work of referees in the 
state labor department because of the 
tremendous importance of their part in 
the administration of the compensation 
law. These referees, now about thirty 
or more, pass upon claims aggregating 
upwards of thirty millions of dollars an- 
nually, 

The commission recommends _ that 
hereafter they be appointed by the pre- 
siding justice of the appellate division, 
third department, to serve for a period 
of ten years. 

They should be lawyers of at least 
five years’ experience and should be paid 
salaries of $8,000 a year. It is provided 
that they may be removed by the above 
mentioned body after a hearing on 
charges. 

Specific reference is also made to the 
practice which has sprung up in the la- 
bor department of having claims exam- 
iners and assistant acting as referees 
from time to time. The commission does 
not make any recommendation for a 
change in the law with respect to the 
commissioner’s right to designate acting 
tefecrees but it does suggest that the 
~~ tice be greatly curbed and that only 

and properly experienced persons be 
tes «nated to act as referees. 

The commission repeats the recom- 
mendation made by it last year, that 
whenever a hearing on a claim for com- 
Pensation is begun before a referee, all 
‘ubsequent hearings thereon shall con- 
tinue before the same referee until the 
tase is finally concluded, unless because 
f absence or inability to act of the ref- 
erec, or for other good cause, in which 
case a hearing may be held another ref- 
tree on the order of the. Industrial Com- 
missioner or of the board. 

Xegarding the modification of awards, 
the commission suggests amendment of 
the law so as to permit the Industrial 
Board to modify an award on account of 
a chinge in conditions or because of an 


Suggested Last Year 


incorrect rate, and to make such modifi- 
cation effective as to the date of the 
accident. 


Administrative Cost 

The cost of administering the compen- 
sation law is considered a big problem 
by the commission since there are near- 
ly 700 carriers and self-insurers operat- 
ing in the state. 

The commission feels that section 126 
of the compensation law be amended to 
provide that the industrial commissioner 
and the bureau of audit and control of 
the state, jointly ascertain the cost of 
administering the compensation law, and 
that after such amount has been ascer- 
tained the record be open to public in- 
spection for thirty days after notice to 
the carriers involved. 

Another important recommendation 
concerns lump sum settlements of com- 
pensation cases, the commission feeling 
that tremendous dangers of fraud and 
exploitation of injured workers lurk in 
this practice. 

Accordingly, it is recommended that 
the compensation law be amended so as 
to provide that no lump sum settlement 
in an amount in excess of $500 shall be 
granted by any referee of the depart- 
ment, but shall be granted only by the 
Industrial Board after a full investiga- 
tion of the facts relative to the proposed 
use of the money, and the training, ex- 
perience and general intelligence of the 
claimant, and his fitness to make wise 
use of the money. 


WOULD CURB CLAIM “RUNNERS” 





N. Y. Survey Commission Suggests Bill 
Requiring Th>t They Be Licensed; 
Their Activities 
The New York Industrial Survey Com- 
mission in its report to the legislature 
shows considerable concern over the ac- 
tivities of compensation “runners,” feel- 
ing that no form of graft is meaner than 
the taking from an injured workmen a 
substantial part of the compensation to 
which he is entitled by reason of his 

injuries. 

A bill regulating this practice was sb- 
mitted to the legislature last year but 
no action was taken. This vear the com- 
mission finds that some of these run- 
ners have been involved in the promo- 
tion of fake or fraudulent claims 

Tt is, therefore, recommended that 
there be established in the Department 
of Labor a form of licensing for claim- 
ants’ representatives who are not attor- 
nevs and counselors at law. 

The commission feels that such a 
measure will result in the elimination of 
the most objectionable of these so-called 
runners. It will also afford an adequate 
measure of control bv the Department 
over such representatives. Should future 
experience demonstrate that the law is 
evaded or is ineffectual to prevent the 
exploitation of injured workers it will, in 
the judgment of the commission, then 
be necessary to eliminate the lay rep- 
resentatives of claimants altogether. 


TO STUDY COMPULSORY LAW 

The Virginia legislature authorized 
last week the appointment of a commis- 
sion to inquire into the advisability of a 
compulsory automobile insurance law for 
the state. 


“Sob Sister” Attitude 
Towards Crooks Scored 


CASUALTY & SURETY CLUB TALK 





Large Crowd Hears Judge Lewis Praise 
Baumes Laws; Also B. G. Curts on 
Life Insurance Trusts 


The Casualty & Surety Club of New 
York got off to a fine start last week 
at its first dinner meeting in the Drug 
& Chemical Club under the administra- 
tion of President Richard Deming, who 
is vice-president of the American Surety. 
A feeling of good fellowship prevailed 
among the gathering of 150 diners, the 
entertainment was good and the talks 
given by Bovd G. Curts, vice-president, 
New York Trust Co., and Justice Harry 
F. Lewis of the Brooklyn Supreme 
Court, held the interest of all. 


President Deming sounded the key- 
note of the club for the year when he 
said that its officers wanted to give the 
members the type of entertainment and 
tals that the majority desired. He 
added that the program included two 
meetings this spring, the next to be in 
April, a golf tournament in June and 
another in September. Instead of hav- 
ing two dinners in the fall as has been 
the custom, it was felt desirable to con- 
solidate these events into one large af- 
fair at a nominal charge to members. 


Judge Lewis Frank and Emphatic 

Giving his talk the title of “The 
Baumes Laws and Its Effect Upon 
Criminals,” Judge Lewis declared him- 
self wholeheartedly in favor of making 
these laws permament and also put him- 
self on record as a supporter of capital 
punishment. He interspersed his talk 
with intimate stories of his experiences 
with crooks and murderers. Then he 
ridiculed the type of jury personnel that 
would allow sentimental testimony to 
weigh heavier with them than the real 
evidence. 

Emphasizing this point, he said: “The 
reason we have the Baumes laws is be- 
cause we have subscribed too long a 
time to the sob sister attitude and have 
allowed too much sympathy to be ex- 
tended to the crook.” 

The expression “sob sisters” got its 
origin from women newspaper reporters 
who wrote hichly — sentimentalized, 
sometimes maudlin, interviews with 
women on trial for murder. 

Tudge Lewis also remarked that cas- 
ualty and surety men only paid attention 
to their particular phase of a crime, the 
result being that year after year men 
were sent up to the legislature who were 
interested in legislature that wasn’t 
helpful to the great mass of law abiding 
citizens. 

He also compared the present condi- 
tions in the courts with the way things 
were before the Baumes laws went into 
effect. He appeared to be entirely 
sympathetic with the plan of giving a 
second offender twice the sentence of 
the first offender, as well as meting out 
to the fourth offender life imprisonment. 
One of his statements was: “A man who 
commits three or four crimes, one after 
the other, is a man who isn’t fit to live 
in decent society. I would place him in 
the same class as a leper.” 

His suggestion was to put the re- 
sponsibility for the length of sentence 
on the judge as the Baumes laws are 
doing today. 


Favors Death Penalty 


Judge Lewis does not feel that those 
who commit crimes are influenced by 
narcotics or cocaine. He said: “You can 
easily see that these jobs are carefully 
planned in advance. If their ring lead- 
ers were doped, do you suppose they 
would have the mental alertness to go 
through with their plans?” 

Speaking frankly against the abolish- 
ment of the death penalty, he said: “If 
this were done in New York state you 
would invite forty times as many mur- 
ders as are committed today. And I 


speak not from hearsay but from actual 
experience. Many criminals have said to 
me that they would have shot their man 
fatally if it hadn’t been for the death 
penalty which they knew would be their 
fate.’ 

In concluding, Judge Lewis said: “I 
urge that criminals be sent away to in- 
stitutions where they will be put to hard 
work. There is such a thing as treat- 
ing a crook humanely but I believe that 
a malefactor should not be sent to a 
place of happiness as some prisons are 
today with their radios, moving pictures, 
baseball games and other attractions.” 

Curts Well Received 

Mr. Curts, who handles the life in- 
surance trust business of the New York 
Trust Co., gave a clear conception of it 
to the pv men. He praised the 
change of feeling between the life insur- 
ance companies and trust companies, 
saying that the intense feeling of com- 
petition and antagonism which existed a 
few years ago had disappeared. He de- 
scribed the life insurance trust depart- 
ment of his company, explaining that 
its plan of action was to progress care- 
fully with no desire to tread on any- 
body’s toes. His talk was well received 
by those present. 





GRAHAM ELECTED PRESIDENT 





Succeeds A. C. Knothe as Head of Allied 
Mutuals Liability; Other Officers 


Elected 
The Allied Mutuals Liability elected 
Arthur Butler Graham president at its 
annual meeting held March 5. Mr. 


Adolph C. Knothe, the retiring presi- 
dent, continues as a member of the board 
of directors. 

The company was organized in 1914 
largely through the work of Mr. Gra- 
ham when he merged:into this concern, 
three smaller companies, one of which, 
the Knickerbocker Mutual, he founded. 
Mr. Graham has served as counsel for 
the company and has been a member of 
the board of directors since its organiza- 
tion. The other officers elected were: 
Eugene S. Benjamin, vice-president; J. 
J. Goldman, vice-president; David G. 
Morrison, vice-president; Benjamin D. 
Traitel, vice-president; Donald Ross, sec- 
retary and Robert C. Gillies, treasurer. 

The directors elected were: Albert Ad- 


ler, Eugene S. Benjamin, John L. Claw- 
son, Ralph L. Crow, Robert C. Gillies, 
Jacob J. Goldman, Arthur Butler Gra- 
ham, William A. Keys, Jr... Adolph C. 
Knothe, Waldemar Kops, Charles E. 
Mack, Edwin P. Maynard, Richard 
Moller, David G. Morrison, Max N. 
Natanson, Tierney A. O’Rourke, Warner 
ID). Orvis, Donald Ross, Benjamin D. 
Traitel, Charles W. Walther. 





CALLS NEW YORK LAW BEST 

All factors considered, New York state 
has the most liberal workmen’s s compen- 
sation law in the United States. This 
conclusion has been reached by the Na- 
tional Industrial Conference Board after 
a thorough and intensive analysis of 
workmen’s compensation laws and their 
administration. Due weight was given 
to such considerations as employments 
covered, benefit schedules, length of 
waiting period, medical provisions, oc- 
cupational disease provisions, maximum 
wages and percentage of regular wages 
to be paid. 





Industrial Accident Service, Inc., New 
York City, insurance business, has been 
chartered at Albany with $250,000 capi- 
tal. Mark Roman, 306 West 92nd street, 
Walter S. Kraus, 1 Marble Hill avenue, 
and Archibald Isaacs, 18 East 17th street, 
New York City, are directors and sub- 
scribers. Walter B. Milkman, 50 Court 
street, Brooklyn, is the attorney for the 
company. 





ADDS TO ITS DIRECTORATE 
The newly organized Guardian Casual- 
ty of Buffalo has elected Eugene L. Falk 
to its directorate. Mr. Falk is a mem- 


ber of the law firm of Falk, Phillips & 
Schlenker of that ctiy. 
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E. J. Faulkner Scores 
Frill Selling Methods 


BUT FAVORS S$ CASH PRIZES 
Tells A. & H. Conference That Best 
Menagement of Agents is That 


Which Supervises Least 





EK. J. Faulkner, president, Woodmen 
Accident Co., made the frank statement 
before the mid-winter session of the 
Health & Accident Underwriters Confer- 
ence in Chicago this week that the best 


supervision of the health and accident 
agent was that which supervises the 
least. And then he said: “This remark, 


I know, will bring down upon my head 
the wrath of the quota fiends, the sched- 
ule makers, the treasure hunt artists, the 
sales plan expert, the pep letter addict, 
the daily report tickler, the contest 
whooper and all the rest of the guide, 
advice, plead, threaten and cudgel fra- 
ternity. Nevertheless I intend to brave 
the storm of all these because our 
organization has survived and prospered 


sales 


without the use of a lot of frill selling 
methods.” 
Difficulties in Management 
Mr. Faulkner said he did not mean 
to convey the idea that the sole duty 


of a sales managers is to hire salesmen 
and turn them loose to work promiscu- 
ously, nor that a sales organization can 
be successfuliy operated without the use 


of some sales stimuli. “I know from ex- 
4 ” : “ " 

perience,” he said, “that sales can be 

increased by the use of prizes and bo- 


I believe that the use of cash 
prizes and bonuses has its place in every 
sales organization. I also believe the 
difficulties of sales management in most 
cases are fundamental; that they lie deep 
roots of the business itself 


nusces. 


in the very 

and that more times than not the man- 
ager is urging on an unwilling force of 
half believers in an attempt to have 


them sell something in which he 


himself 
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does not fully believe, something which 
he knows will not fulfil the glowing 
promises which are repeated in the sell- 
ing talk. 

“This is a severe charge but is it not 
more than passing strange that many 
officials of insurance companies have not 
observed that the ills which beset our 
business come primarily from within the 
business itself? The evil things charged 
against us by-legislatures, the courts and 
the public are primarily due to greed, 
and so long as that greed, which pros- 
titutes the idea of insurance, exists the 
men at the head of agency organizations 
are going to be confronted with difficul- 
ties sufficient to supply material for a 
thousand essays longer than this one.’ 





F. & C. CONFERENCE A SUCCESS 





Resident Managers at Home Office; 
Affiliation With America Fore 
Group a Big Topic 
The resident managers of the Fidelity 
& Casualty from all parts of the coun- 
try were at the home office for their 
annual meeting recently, holding a suc- 
cessful four day discussion of problems 


interesting to the field and home office 
management, 
A feature of the conference was a 


session devoted to the F. & C.’s affilia- 
tion with the America Fore Group. 
Talks were made by a number of offi- 
cers of the America Fore, including 
Vice-President William Quaid; Secreta- 
Vincent L. Gallagher and John G. 
Derby; also W. H. Griffith, automobile 
manager, A. W. Barthelmes, inland ma- 
rine manager, and H. A. Becker. 

A PICTORIAL PUBLICATION 

“Such is Life,” a clever, new and 
monthly publication, with lots of human 
interest pictures of accidents, is being 
offered to agents of the London Guaran- 
tee & Accident at a reasonable cost. It 
will contain the agent’s imprint. The 
publication is the 
Pool Co., advertising agents in Chicago. 
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AUTO ACCIDENTS INCREASE 





N. Y. State Report in January: Shows 
That It Is Safer to Ride Than to 
Walk; Many Children Killed 


Statistics compiled by the New York 
State Bureau of Motor Vehicles for Jan- 
uary, 1928, indicate that there were 5,883 
accidents, which resulted in 141 fatalities. 
This is an increase of 2,004 accidents, 37 
fatalities and 2,350 persons injured over 
the corresponding month in 1927. Some 
of this increase may be explained by the 
comparatively open Winter which has 
prevailed in New York State since Jan- 
uary. 

Sixty-nine per cent. of the persons 
killed were pedestrians. One of the re- 
grettable facts indicated is that of these 
pedestrian fatalities, 35% were children 
under fourteen years of age. From the 
statistics it would appear that it is safer 
to ride in a motor vehicle than it is to 
walk. Of the 141 persons killed only 
eleven were occupants of automobiles. 
More than 50% of the accidents oc- 
curred at street intersections. 





URGE HIGHER COMPENSATION 


Earl Hoage, president of the Colorado 
State Federation of Labor, Denver, is 
backing a petition to place on the ballot 
in the November election four amend- 
ments to the present compensation law. 
One to increase the monthly compensa- 
tion from $12 to $16; an increase from 
$3,750 to $4,992 for disability, permanent 
injury or death; increase in medical at- 
tention for injured, from sixty days to 
four months, and unlimited hospital at- 
tention for the permanently injured. 





TO SELL INSURANCE 

The Cormack-Rich Co., one of Buffa- 
lo’s largest real estate operators, has re- 
ceived a state charter to engage in all 
branches of the insurance business. 
\dam Cormack is head of the company 
which has offices in the Erie County 
Bank building. 





AUTOS KILL 294 IN NEWARK 





Fifteen More People Meet Death |y 
Autos in 1927 Than in 
1926 


Fifteen more people met death in au:o- 
mobile accidents in Newark in 1927 thn 
in 1926, an increase due entirely to tie 
operation of pleasure cars, it is shown 
by figures compiled by the statisti.al 
committee of the Newark Safety Cot- 
cil, made public recently by Fred ° 
Rosseland, secretary and manager of the 
council, and of which James F. Litt‘e, 
associate actuary of The Prudential, is 
chairman. 

The total accidental deaths in 1°27 
were 294. One hundred and twelve pco- 
ple met death in Newark city streets in 
1927, as compared to ninety-seven in 
1926. Sixty-six were killed by passenger 
autos, as compared with twenty-eight in 
the previous year. The toll of deaths in- 
volving business automobiles dropped 
from thirty-two in 1926 to twenty-four 
last year. Fatalities caused by busses in 
1926 totaled sixteen while those in 1927 
were only ten. Two were killed by taxi- 
cabs in 1927 and only one in 1926. No 
deaths were charged to motorcycles in 
either year. 





LIABILITY TIME LIMIT 


Under the provisions of a bill intro- 
duced in the N. Y. Senate recently by 
Perley A. Pitcher, section 17 motor ve- 
hicle and highway traffic law is amended 
by previding there shall be no liability 
of sureties and insurers under the sec- 
tion on indemnity bonds or insurance 
policies of motor vehicle owners unless 
action to recover judgment on account 
of injury is commenced within one year. 
after accident. 

Mr. Pitcher also introduced a bill 
amending the same law relative to in- 
demnity bonds or insurance policies on 
motor vehicles operated for transporta- 
tion of passengers for hire by requiring 
notice of trial to be given insurer or 
surety and relative to limit of liability. 





A BOOK ABOUT OURSELVES F WRITTEN FOR YOU 


WHERE WE LIVE 





business.  [.o 
important when that business 1s, 
That is one of the 


primarily, a service organization. 
| reasons why we are located here in Chicago, which 
is the strategic point where all cross-country routes 
L | mect. 
A service organization for agents has been built 
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up here that is without parallel. 
find the responsiveness and convenience of Continental 
| service something that cannot be 

insurance 


Agents everywhere 


obtained elsewhere. 


agency is a business where 





hours and days count, quick, accurate service is es- 
sential to obtaining and holding business. 


Because we have filled every agency requirement, 
the Continental Companies have grown mightily. We 
would be glad to tell you in detail the advantages the 
agent of the Continental Companies enjoys. 
dress a note to the Agency Department. 
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Continental Assurance Company 


H. G. B. Alexander, President 
Continental Casualty Company 
Chicago, Illinois 


The Affiliated Continental Companies write 
pennnaneney all forms of Insurance and Surety Bonds 
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H. & A. Conference May 


Abolish Winter Meeting 


OPINION OF COMPANIES ASKED 





Convention on Tuesday Has Dr. Allen 
D. Albert as Principal Speaker; 
Membership Now 100 





Chicago, March 13.—The question oi 
whether to abolish the mid-winter meet- 
ing of the Health & Accident Under- 
writers’ Conference and consolidate the 
work of the association into the annual 
meeting in the fall was one of the big 
topics at the meeting of the conference 
held here Tuesday and Wednesday at the 
Hotel Stevens. The question was argued 
pro and con Tuesday night at an open 
meeting of the executive committee and 
those favoring abolition of the winter 
meeting seemed to have the edge. 

The executive committee authorized 
the special committee which has been 
considering ways and means of getting 
the consensus of the membership on the 
question to conduct a referendum_ by 
inail prior to the annual meeting in Sep- 
tember. The companies will be asked 
for their opinions only and the findings 
will be submitted to the annual meeting 
for final decision. 


150 in Attendance 


The attendance on Tuesday was well 
in excess of 150 which speaks well for 
the round table discussion plan which 
has proved so popular in the past few 
meetings of the conference. After R. W. 
Stevens, president, Illinois Life, had wel- 
comed the visitors, the meeting swung 
into action with the principal address 
being made by Dr. Allen D. Albert of 
Evanston, Ill, former president of the 
Rotary International. Dr. Albert, it will 
be remembered, made an impression on 
the Insurance Advertising Conference 
last year with his talk on public rela- 
tions between insurance and the public. 

His theme was “The Social Aspects of 
Accident and Sickness Insurance,” and 
he pointed out that when insurance re- 
duces or offsets the waste of an accident 
or a sickness it is contributing direct 
income to every legitimate business en- 
terprise of the neighborhood. He also 
advocated more highly trained agents. 
In the discussion that followed his talk, 
the need for education was the chief 
topic. The consensus of opinion was that 
all of the advances and improvements 
being made in the accident and health 
field were predicated upon the assump- 
tion that more highly trained agents 
would be enrolled. 

J. Victor Barry Elected 

One of the pleasing events on Tuesday 
was the unanimous and enthusiastic elec- 
tion of J. Victor Barry, fourth vice-presi- 
dent, Metropolitan Life, as an honorary 
member of the conference. Mr. Barry 
has been in attendance as a guest for 
many years. 

E. J. Faulkner of Omaha, chairman 
of the legislative committee, declared 
that progress is being made in appoint- 
ing a committee member in each of the 
state capitals in anticipation of the 1929 
legislative year. 

John Hall Woods, chairman of the 
membership committee, reported that 
during the year the conference had 
elected the Midland Casualty, Lumber- 
mens Mutual Casualty and the Southern 
Travelers Benefit Association of Dallas 
to membership. On Tuesday the Chip- 
pewa Valley Casualty of Milwaukee, 
Century Indemnity, Great Western Life 
of Des Moines and the Mountain States 
Life of Hollywood were accepted as 
members. This brings the total member- 
ship up to an even hundred. 

The afternoon was given over to round 
table talks which are reviewed on other 
pages of this issue. 

Budlong’s Talk Starts Discussion 

E. C. Budlong, vice-president, Federal 
Life, gave the conference considerable 
to think and talk about in his round 
table talk Wednesday on _ uniform 





phraseology. Among other things he 
emphasized that if uniform phraseology 
be adopted one Supreme Court interpre- 
tation could stand for all the companies 
rather than having each company take 
its own contracts into the courts for in- 
terpretation. 

Mr. Budlong caused prolonged discus- 
sion when he declared that non-cancel- 
lable insurance when. applied to a con- 
tract which cannot be cancelled during 
the term paid for but can be denied of 
renewal, is a misnomer. His thought was 
that the type of non-can which the com- 
pany cannot get off of, should be called 
guaranteed renewable. 

Featured talks of the Wednesday ses- 
sion were by James S. Kemper, presi- 
dent, Lumbermen’s Mutual Casualty, on 
“Organization in Business,” followed by 
an address by R. A. Yenter, commis- 
sioner of insurance in Iowa. 


Invitations for the annual meeting of 
the conference were received from New 
Orleans, Philadelphia, and Springfield, 
Mass., but Chicago finally won out when 
it was decided by the executive commit- 
tee to hold the meeting in that city on 
September 5 to 7 inclusive at the Edge- 
water Beach Hotel. 





FARMERS NOT UNDER ACT 


Farmers do not come under the IIli- 
nois workmen’s compensation act, Oscar 
E. Carlstrom, attorney general, has ruled. 
The Illinois department of agriculture 
raised the question. Mr. Carlstrom held 
that responsibility or liability for injury 
to one working for a farmer would be 
governed solely by the common law. 





TO OBSERVE 60TH BIRTHDAY 

The New Jersey Fidelity & Plate Glass 
will be sixty years old on April 21. The 
company writes casualty insurance and 
surety bonds and operates in thirty-two 
states. 


Will Pay N. Y. Claims 


(Continued from page 35) 





was imperative that some effective way 
be found to get payments to the com- 
pensation claimants, many of whom were 
in distressing circumstances. 

At the suggestion of the commission 
the industrial board thereupon initiated 
a conference with the counsel for the re- 
ceivers. In February, 1928, the commis- 
sion again called before it the counsel 
for the receivers, and received from him 
the information that the situation was 
practically unchanged, although he stated 
he had submitted an offer for the set- 
tlement of the situation to the board and 
they had informed him they would en- 
deavor to have the offer accepted by the 
department. 

At the time of his last appearance be- 
fore the commission, the whole matter 
was still at a standstill and the persons 
who were dependent on the payment of 
compensation by the receivers, were still 
unpaid. 


Order to Be Withdrawn 


Since the close of the hearings before 
the commission, however, information 
has been received informally that some 
agreement has been reached, the exact 
nature of which is unknown, but under 
which it is understood that the industrial 
commissioner will withdraw his order 
and the receivers will immediately re- 
sume payment of compensation, includ- 
ing the payment in full of all past due 
compensation. 

“The very fact of this failure,” says 
the commission in its report, “may pos- 
sibly cause us to pause and wonder just 
what would happen to claimants under a 
state fund in the event of impairment 
or actual insolvency. In view of the 
statutory release of liability to state 
fund policyholders, and in view of the 
constitutional bar to extending the state’s 
credit in behalf of any private claim, just 
where would the injured workers and the 
widows and orphans find payment in full 
of their claims?” 

















CONTEST ATTRACTS ATTENTION 





Hartford A. & I. Pleased With Returns; 
Connecticut Motor Vehicle Dep’t 
Interested in Safety Suggestions 
The Connecticut Motor Vehicle De- 
partment has asked that at the conclu- 
sion of the “newspaper statement” con- 
test, the Hartford Accident & Indemnity 
ring to its attention any suggestions 
made by agents that have to do with 
accident prevention and safety measures. 
[he winners of the contest which 
closes April 1 and which is open to all 
licensed agents and brokers will receive 
awards of $500, $200 and $100. Norman 
x. Moray, general manager, reports that 
some interesting papers are being re- 
ceived—papers which show that agents 
and brokers throughout the country are 
giving serious thought to the problems 
confronting those engaged in the casual- 
ty and surety business. 
While the majority of 
choosing for their subject, 
Automobile Insurance,” papers have 
been received that touch upon various 
phases of all of the following topics sug- 
gested in the company’s original an- 
nouncement; the causes of the remark- 
able growth of the casualty insurance 
and surety bond business; the merits or 
demerits of compulsory automobile in- 
surance laws; the tendencies and influ- 
ences of workmen’s compensation insur- 
ance; the question of state insurence; 
the value and practicality of state insur- 
ance funds; the attitude of insurance 
companies in meeting claims and in deal- 
ing with the public. 


agents are 
“Compulsory 


NEW ST. LOUIS BRANCH OPENS 
National Surety Consolidates All Its 
Activities There Into One Office; 
G. R. Wendling in Charge 
The new St. Louis branch of the Na- 
tional Surety, headed by George R. 
Wendling, Jr., opened yesterday at 214 
North Fourth street, which is in. the 
heart of the insurance district of the 

city. 

In the new branch office will be con- 
solidated the branch handling all affairs 
of the territory which comprise eastern 
Missouri and southern Illinois as well as 
the city of St. Louis, the claim depart- 
ment handling claims for a half dozen 
states, the credit insurance department, 
formerly in the Boatman’s Bonk build- 
ing and the forgery and fraud bond de- 
partments previously located in the 
Pierce building. 

Mr. Wendling, the new branch mana- 
ger, is one of the best known insurance 
men in the St. Louis territory. A native 
of Illinois, and a graduate of Princeton 
University, he was with the Fidelity & 
Deposit for nineteen years, first in the 
home office in Baltimore and later as a 
special agent in Pennsylvania and New 
York State. 

In 1912 the company sent him on im- 
portant missions to London, Rio de 
Janeiro and Buenos Aires and in 1914 
he became moneger of the St. Louis 
office of the Fidelity & Deposit, which 
position he has occupied continuously till 
his present appointment. ; 

The National Insurance Agency will 
continne as general agent for the Na- 
tionel Surety, maintaining their offices in 
the Pierce building as heretofore. 
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MASSACHUSETTS ACCIDENT CO. 


4 BOSTON, MASS. x 




















Kstablished 1883 


OUR SPECIALTY: 
NON - CANCELLABLE DISABILITY COVERAGE 
Renewable to Age 60 


i TOTAL DISABILITY INDEMNITY | 
Unlimited 


v= 


} PARTIAL DISABILITY INDEMNITY 
r ~—Unli:nited or 12 Month Limit : 


WAITING PERIODS 
4 14-30-60 or 90 Days 








Cuester W. McNEILL 
President 
V. R. WeEsToN 
vy Mgr. Commercial Dept. 








INDEMNIFIERS FOR OVER FORTY YEARS 





BACK FROM BERMUDA 
John McGinley, general manager of 
the Travelers in New York, returned this 
week from a ten day pleasure trip in 
Bermuda. 


Future of A. & H.: 


(Continued from page 35) 
health insurance has not even begun to 
show its adult qualities or pronortions, 
we could insure its bright future by di- 
recting it according to the following reso- 
lutions: 

“Il. To make an exhaustive reseaich 
into health insurance by co-operative 
enolysis and experimentation so that 
health insurance can be universally pur- 
chased and thus fulfil its economic func- 
tion. 

“2. To continuously study the develop- 
ment of science and inventions so that 
we shall not be found wanting if we are 
called upon in the furtherance of indus- 
try and commerce for the protection of 
the hazards which this advancement 
micht entail. 

“3. To sincerely and earnestly keep 
up and advance the ethical and moral 
character of our profession.” 











Georgia Casualty Company 
Atlanta, Georgia 
HARRY C. MITCHELL, President 


COMPLETE CASUALTY INSURANCE SERVICE 
APPLICATIONS FOR AGENCIES SOLICITED 
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Car Owners Mutual 
Insured 141,464 Cars 


SHOWS PROGRESS IN FIRST YEAR 





Writes Automobile Insurance Under 
Massachusetts Compulsory Act; Made 
$39,478 Underwriting Profit 





When the compulsory automobile in- 
surance law of Massachusetts went into 
effect on January 1, 1927, several domes- 
tic mutual companies were in the mak- 
ing, four of which had secured the requi- 
site amount of subscribed insurance to 
permit them to start writing business 
on that date. Among these was the Car 
Owners Mutual of Boston, which was in- 
corporated in June, 1926, under the reg- 
ular law governing the transaction of 
mutual liability insurance with all the 
additional requirements imposed by the 
compulsory act. 

As it was confining its business for the 
time being, to compulsory coverage, no 
policies could be issued nor any business 
actually transacted until January Ist 
when license was granted by the state. 

$829,513 Auto Liability Volume 

When the first of the year arrived and 
the license was issued, the company had 
around $125,000 in premiums on its books, 
which was considerably in excess of the 
minimum required by law. By the end 
of the first year, December 31, 1927, 
when all risks expired under the law, the 
company’s books showed premiums writ- 
ten during the year of $829,513 in lia- 
bility insurance and $116,479 in property 
damage coverage. Keturn premiums on 
liability policies cancelled amounted to 
$09,751 and to $9,911 on property dam- 
age insurance. 

This premium volume represents in- 
surance written on 141,464 cars regis- 
tered in Massachusetts during 1927, of 
which 98,280 were pleasure cars and 
25,701 were commercial cars. The Car 
Owners Mutual reports an increase in 
January of this year of 27,864 cars in- 
sured, the largest gain being in the pleas- 
ure type. 

Its Financial Statement 

A statement of the first year’s busi- 
ness, just filed with the commissioner of 
insurance, shows that losses incurred 
amounted to $396,231. Claims actually 
paid during the year on auto liability 
coverage totaled $200,480. The company 
paid $98,824 for the investigation and ad- 
justment of these claims. Property dam- 
ave claims paid amounted to $24,509.18, 
on which $15,734 was paid for investiga- 
tion and adjustment. The statement 
shows a liability of $171,181 for unpaid 
claims including $15,050 for property 
damage losses. The company’s reserve 
on the unpaid lability claims amounted 
on December 31 to $156,131 or 58.70%. 
The loss ratio was 45.77% for the first 
year of business. 

Underwriting expenses incurred to- 
taled $429,920, the expense ratio, as fig- 
ured by the company, being 49.67%. The 
company reports a gain in underwriting 
of $39,478, its statement showing a sur- 
plus to policyholders of $46,139. Total 
assets amount to $229,853. 

The Management 

The Car Owners Mutual maintains 
twenty branch offices, many of which 
are located in cities where there are 
sub-registries. It has enlarged its home 
office quarters in Boston during the past 
year to take care of its growing busi- 
ness. Having a staff of forty, it is con- 
sidered one of the most efficiently or- 
ganized units in Boston. The president 
of the company is Edwin T. Fearing, a 
prominent textile man in New England 
for many years. Its vice-president and 
general counsel is Paul D. Howard, who 
was an attorney for the House of Rep- 
resentatives and for the past five years 
active in the drawing and preparation of 
the Massachusetts compulsory automo- 
bile law. D. Kelso Mairs, the secretary, 
is the son of J. Kelso Mairs, secretary 
of. the Boston Casualty Co. 
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Complete Your Service 


To Your Assureds 


Increase your income and your standing for up-to-the- 
minute service to your clients by bringing to their atten- 
tion Patent and Trade Mark Protection. 

Our protective contract protects patents and trade 
marks against infringement. 

Our defensive contracts protects manufacturers and 
owners of patents and trade marks against claims of 


Write Us 
AMERICAN PATENT PROTECTION CORPORATION 


Charles H. Remington, President 
Suites 1801-1805 and 1811-13, 551 Fifth Ave., New York, N. Y. 
Telephones: Vanderbilt 10381-10382-10383 








JOINS NEWARK AGENCY 





Charles S. Chappel Made Supervisor of 
Health, Accident and Life Depart- 
ment of B. W. Douglas Office 

Owing to the expansion of business 
B. W. Douglas, who a few months ago 
merged the Ray C. Dreher Agency ot 
7% Broad Street, Newark, with that of 
his own, said this week that Charles >. 
Chappel had been appointed supervisor 
of the health, accident and life depart- 
ments of the agency. 

Mr. Chappel, who hails from Los An- 
geles, was on the Coast for more than 
twenty vears as a salesman but was in- 
duced to come East by Mr. Douglas and 
enter the insurance business. Since the 
merging of the agencies Mr. Douglas has 
found it necessary to secure the services 
of a competent outside man to handle 
the many new developments that have 
sprung up within the past three months. 

The agency at present represents the 
Newark, Stuyvesant, the New York In- 
demnity and the Mutual Benefit Life. 
The offices, which are located at 786 
road street, have been enlarged and 
better facilities have been added to care 
for the clientele of the agency. 





SHOWS HEALTHY GROWTH 





North American Accident’s Annual 
Statement Indicates Company Is in 
Sound Financial Condition 
The annual statement of the North 
American Accident shows the company 
to be in excellent financial condition. 
Its total admitted assets are $2,367,387 
and its reserves show that $1,197,522 has 
been set aside for re-insurance in ac- 
cordance with the legal reserve laws; 
$302,695 for the payment of claims re- 
ported on which proofs are not filed and 
which are in process of adjustment; 
$234,781 for the payment of state and 

federal taxes. 

The mortgage loans and real estate 
liens amounted to $652,300; the capital 
stock to $200,000; the surplus $432,386 
and the total protection for policyhold- 
ers to $2,367,387. 





TO HOLD SAFETY CONGRESS 

The Pennsylvania Safety Congress will 
be held on March 21 to 23 at the Belle- 
vue-Stratford Hotel, Philadelphia. 


BANKING-INSURANCE BASEBALL 





Newark Will Have Three Squads on the 
Diamond This Summer; Eighteen 
Companies Represented 

Eighteen insurance and banking com- 
panies were represented at a meeting 
last week in the directors’ room of the 
National Newark & Essex Banking Co., 
where it was decided to have three di- 
visions, known as the National division, 
the American division and the Federal 
division. ‘the American division wll be 
made up of the followng teams: Ameri- 
can of Newark, Globe Indemnity, Guard- 
ian Trust, Howard Savings Bank and 
The Fidelity Union Title. 

‘The National division will be made up 
of the National Newark & Essex Bank- 


ing, Prudential, Commercial Casualty, 
Schedule Rating Office, Firemen’s of 


Newark, Fidelity Union Trust, Federal 
Trust and lronbound Branch. The Fed- 
eral division will have as their members 
the N. J. Fidelity & Plate Glass, West 
Side Trust, Clinton Trust and Post & 
Flagg. 





W. C. KLENK’S NEW POST 
Now Accident & Health Manager for 
U. S. F. & G. in New York; Started 
His Career with Travelers 

W. Clifford Klenk, formerly manager 
of the New York Indemnity’s southern 
department, started with the New York 
office of the United States F. & G.,, yes- 
terday as manager of accident and 
health, succeeding Harry Helm, resigned. 

Mr. Klenk’s insurance career started 
with the Travelers, having been with 
that company from November, 1919, to 
May, 1923, as a special agent. He was 
also graduated from its training school. 
He joined the Zurich as agency super- 
visor in eastern territory in 1923 which 
position he held up until January, 1927, 
when he resigned to join the New York 
Indemnity. 





A SPEECHLESS DINNER 

It has been announced by the Cas- 
ualty Underwriters’ Association of New 
Jersey that their annual dinner will be 
speechless—that is there will be no 
speeches made. Instead there is being 
arranged a program of entertainment 
that will include well known artists in 
the theatrical world. The dinner will be 
held on Thursday evening, March 22, at 
the Washington Restaurant, Newark. 








CASH CAPITAL 
$2,500,000.00 





UNION INDEMNITY 


FIDELITY and SURETY BONDS 


Automobile, 
Workmen’s Compensation Insurance 


Executive Offices: East en! 
Union Indemnity Bldg. 100 Maiden Lane 
New Orleans New 


COMPANY 


Accident, Health, Burglary 
Liability, Plate Glass 


ern Department: 
York 








Uniform Phraseology 
Discussed by Budlong 


PRAISES WORK OF COMMITTEE 





Federal Life Vice-President Takes Lead- 
ing Part in Round Table Session 


of H. & A. Conference 





E. C. Budlong, vice-president, Federal 
Life, in introducing the topic of uniforin 
phraseology of accident and health poli- 
cies to the round table session of the 
Health & Accident Underwriters Con- 
ference on Wednesday said that he was 
sure it would be helpful to both the 
agent and the company if generally 
adopted. This matter had been under 
study by a special committee of the con- 
ference and Mr. Budlong praised their 
efforts by saying that he did not find a 
single clause in their recommendation 
for uniformity of certain phraseology 
which could be criticized as being in any 
Way muisteading or indefinite. 

Criticizes Freak Policies 

He recalled how companies for many 
years had vied with each other in the 
art of phrasing clauses which would 
sound liberal and which at the same time 
would protect them against the wasting 
or ink on claim checks. He rapped the 
freak policies and those complicated with 
frills. On this point he said: 

_ “In my opinion there is no necessity 
for poncies of the industrial type to be 
compucated with the ‘frills’ and specula- 
tive teatures which have crept into the 
so-called commercial policies—in fact 
such policies ‘need not have been based 
on benefits as offered in commercial 
forms, For example—the $5,000 com- 
mercial: policy pays the face of the con- 
tract for loss of both hands, both feet 
or both eyes, and one-half of the prin- 
cipal sum for loss of a hand or foot, and 
one-third for the loss of one eye. ‘These 
amounts are reasonably adequate on a 
five or ten thousand dollar policy. They 
are woefully” inadequate on a_ small 
policy, and with only $100 principal sum 
down in Class F, X and XX the agree- 
ment to pay for five years or even for 
lite for loss of time and then limiting the 
amount payable to $33.33 for the loss of 
one eye is ridiculous to say the least. 

Would Base Losses on Income Provision 


_ “The catastrophe hazard of coal min- 
ing and certain other dangerous occupa- 
tions was probably responsible for this 
freak and it cannot be denied that the 
limitations of death indemnity is proper, 
but to offer a man $33.33 on a_ policy 
which promises him say $80 monthly 
when he has suffered a loss which is 
almost more tragic than death, is a re- 
flection on the good common sense of 
the accident insurance business. 

“I believe that these specific losses 
should be based on the income provision 
of the policy limited to a certain num- 
ber of months and at least equal to the 
amount which would be payable under a 
principal sum payment of $1,000 for each 
$20 of monthly indemnity. Naturally 
such a policy would justify a higher pre- 
mium charge. In other words, eliminate 
the fractional specific benefits and pay 
a monthly income up to a definite amount 
stated in. the policy. This same theory 
applies with equal force to all policies 
issued with unlevel indemnity. 

“I am offering this suggestion not be- 
cause there is a great demand, but as a 
matter of granting a reasonably well 
balanced policy of insurance and goo: 
service. Eye, hand and foot losses are 
comparatively infrequent, but when they 
do come, the policyholder is left withou! 
adequate protection.” 





DAVIDSON IN BUFFALO 


Ogden Davidson, formerly with the 
metropolitan (New York) branch of th: 
Metropolitan Casualty, started this week 
as the resident manager of the Buffal 
branch office of the Ocean Accident and 
Columbia Casualty. 
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H. S. Ives on Dangers of 
Socialized Insurance 


RAPS GOVERNMENT OWNERSHIP 





Calls It Benevolent Santa Claus Doing 
Everything for Everybody at No 
Cost to Anybody 





That insurance companies and public 
utilities have a common bond of interest 
in combatting the spread of government 
ownership and should unite their forces 
to wage war upon it, was the opinion 
expressed by Henry Swift Ives, vice- 
president of the Casualty Information 
Clearing Housevin an illuminative ad- 
dress which he delivered Wednesday be- 
fore the joint convention of the Illinois 
Gas Association, the Illinois State Elec- 
tric Association and the Illinois Electric 
Railway Association at Springfield. He 
declared that there are too many busi- 
ness men in the country who are “ar- 
dent capitalists when their own business 
is concerned, but who are apt to be just 
as ardent socialists when the other fel- 
low’s business is concerned.” 

Old Feudal System Discarded 

Mr. Ives criticized this attitude in no 
uncertain terms, and was of the opinion 
that this class has been largely respon- 
sible for the headway which socialism 
has made in America. He characterized 
government ownership as “an attempt to 
transform the state into a benevolent 
Santa Claus doing everything for every- 
body at no cost to anybody.” 

He spoke in part as follows: 

“Presumably the old feudal doctrine 
that the government should support the 
people has long since been discarded in 
favor of the theory of democracy that 
the people should support the govern- 
ment. The continuing agitation for gov- 
ernment ownership and control of in- 
dustry, however, belies that assumption. 
Apparently there are many medievally 
minded persons among us who still cling 
to the old creeds of autocratic paternal- 


| ism which exalted the State not only as 


a law-giver, but also as a job-giver and 
income producer. To them democracy 
is a failure because it has transformed 
subsidies and gifts into duties and work. 
They prefer, indeed, a political status in 
which the people may unload their bur- 
dens upon the government, a situation 
obviously impossible when the people are 
in reality the government.” 

Some Disastrous Experiences 
_Mr. Ives referred to the fact that in 
sixteen states workmen’s compensation 
is now being written, and said he de- 
plored the spread of government owner- 
ship into still other branches of the in- 
surance business, including automobile 
and life lines. 

“It so happens that I represent a large 
number of the leading stock casualty in- 
surance companies of this country,” said 
Mr. Ives. “We are face to face with 
this government ownership problem, In 
sixteen states workmen’s compensation 
insurance is now being written in so- 
called state funds in cornpetition with or 
to the exclusion of private companies. 
Despite the fact that this type of gov- 
ernment ownership has proved a striking 
economic and social failure—evidenced 
by the fact that in the nine states where 
competition is permitted the private com- 
panies write 85% of the business and the 
state funds only 15% notwithstanding a 
substantial saving in rates, attempts are 

cing made to extend it to other lines, 
such as automobile liability insurance 
aud the like. 

“Two states, Wisconsin and Massachu- 
setts, also have life insurance funds, and 
in several states and municipalities the 
g-vernment ownership idea has been ex- 
panded to include funds for insuring pub- 
lic buildings, against fire and, for the 
bonding of public officials. The disas- 
trous experience of several of the west- 
ern states with hail insurance is well 
known. 

“This brief survey of the situation in 





the business which I represent ought to 
lead to the conclusion that all insurance 
men are: bitterly opposed to all kinds of 
government ownership because of their 
own afilictions. But that isn’t neces- 
sarily true. I do not doubt that there 
are many insurance men who, at some 
time or other, have advocated state or 
municipal ownership for electric light 
and power plants, street railways and gas 
companies. I do doubt, however, if there 
is an active insurance man who ever has 
advocated government ownership of in- 
surance. 

“In the same way I do not doubt that 
there are public utility executives and 
owners who, at some time or other, may 
have advocated and supported state in- 
surance. I doubt, however, if there is a 
public utility executive or owner who 
ever has advocated government owner- 
ship of his particular business.” 

Mr. Ives offered an explanation for 
what he characterized as a “growing ten- 
dency towards confiscatory legislation.” 
He declared that government in its best 
sense is an “instrument of man and not 
a competitor with him.” He continued: 
“We are so enthralled by the vivacious 
drama of human progress of which we 
are a part that we fail to ponder its 
origin, give attention to its motive power 
or vision its future. We are so bewil- 
dered by the forward momentum of the 


civilized life which we have created that 
we are altogether too inclined to believe 
its processes to be automatic. We are, 
indeed, so certain democracy is immortal 
that we neglect its foundations, permit 
its principles to be flouted and often, 
either actively or passively but generally 
unwittingly, give aid and comfort to its 
enemies.” 
Dangers of Socialization 


In conclusion Mr. Ives pointed out that 
if insurance is socialized the “public util- 
ities” will lose one of the best markets 
for their bonds and other securities, and 
will be at the mercy of bureaucrats in all 
matters pertaining to insurance protec- 
tion.” 

“On the other hand,” said Mr. Ives, 
“insurance companies and their policy- 
holders are sure to lose through govern- 
ment ownership of public utilities be- 
cause of the impairment of insurance 
reserve funds. The insurance principle 
is largely predicted upon such funds, 
held for the protection of policyholders. 
The total invested assets of this great 
institution amounts to about fifteen bil- 
lion dollars in America alone. Life in- 


surance, of course, furnishes the bulk of 
this fund, but the investment account of 
the rapidly growing casualty and surety 
companies is 
bounds.” 


increasing by leaps and 


COMPANY IN GOOD CONDITION 





Washington Fidelity National’s Annual 
Statement Indicates Steady Growth 
and Progress 
The annual statement of the Wash- 
ington Fidelity National of Chicago, as 
of January 1, 1928, indicates that the 
company had a progressive year and is 
in sound financial condition. There 
were on hand at the end of 1927 assets 
amounting to $1,415,364; its bond hold- 
ings amounted to $749,988; its first mort- 
gages on real estate totaled $196,116 and 
the premiums in the course of collec- 

tion were $64,324. 

The excess security to policyholders is 
shown to have been $826,223 which rep- 
resents $300,000 capital stock and 
$526,223 surplus. 





REDUCES VALUE OF STOCK 

The Independence Indemnity has re- 
duced the par value of its stock from 
$100 to $10 per share and is issuing ten 
shares of $10 par value for each one 
share of $100 par value now outstanding. 





EAGLE INDEMNITY APPOINTMENT 

Leon Hammer of New Albany, Ind., 
has been appointed a general agent of 
the Eagle Indemnity. 














All the Jugglers are not on the Stage 


Balanced accounts don’t always mean honest bookkeeping. 
Frequently they mean just the reverse. Innumerable cases prove 
that it is easy for a clever and unscrupulous clerk to juggle his 
accounts in such a way as to conceal his thefts for years. 
proof construction, sprinkler equipment and modern fire- ghting 
apparatus do not remove the necessity for fire insurance. No mote do 
complicated accounting systems, frequent audits and the careful supervision 
of employees remove the necessity for Fidelity Bonds. 9 Fidelity Bonds pro- 
vide the only means whereby an employer can safeguard himself against that 
most painful of all forms of loss—an embezzlement by a trusted employee. 
Fidelity Bonds, as furnished by the F & D, not only counteract the results of dishonesty, 
but actually serve as a deterrent to wrong-doing. 


Fidelity and Deposit Company 


of Maryland 
BALTIMORE 


Fidelity and Surety Bonds:: Burglary and Plate Glass Insurance 
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Work of Compensation 
Conference in 1927 


HELD ITS MONTHLY SESSIONS 





N. Y. Survey Commission Approves Its 
Program of Legislation, Calling for 
Amendments in the Law 
The Compensation Conference, organ- 
ized last year at a general conference of 
all the organizations interested in the 
administration of the workmen's com- 
pensation law in New York State, has 
made known the report of its first year’s 
activities. Therein it is indicated that 
the body has held regular monthly meet- 
ings and that it has concerned itself 
effectively with regard to many of the 
practices arising under the compensa- 
tion system. It has also shown an in- 
terest in legislation to meet those situa- 
tions which can only be met by amend- 

ment to the law. 

To the New York Industrial Survey 
Commission the Conference has submit- 
ted a program of legislation which has 
met with the unanimous approval of its 
membership. The Commission in its leg- 
islative report this week says: “This 
program ot legislation was only adopted 
by the Conference after a joint meeting 
with the Industrial Board, and the pro- 
gram includes much of the proposed leg- 
islation suggested by the Industrial 
Soard. 

“It is recommended that all the amend- 
ments proposed by the Conference be 
included in a single bill in order that the 
unanimous agreement for legislation may 
be carried out in its entirety.” 

Frank J. O'Neill, president, Royal In- 
demnity, has represented the stock in- 
surance companies on the Compensation 
Conference. 


E. A. WILLOUGHBY’S PLAN LIKED 








N. Y. Survey Commission Recommends 
His Suggestion to Simplify Pro- 
cedure in Claim Matters 

Edward A. Willoughby, president, New 
York Claim Association, and holding an 
important position with the Travelers in 
its Forty-second street branch, is praised 
in the legislative report of the New York 
Industrial Survey Commission this week 
for his helpful suggestion to improve 
and simplify the procedure of the Com- 
pensation Bureau in claims matters. 

The commission says that it finds 
much in the suggested outline of pro- 
cedure to commend it and urges its care- 
ful consideration by the Industrial Com- 
missioner and the Industrial Board with 
the hope that such parts of it as may be 
found useful may be adopted in practice. 





BARTON AND CARR HONORED 
J. Ives Barton, one of the 25-year men 
of the Maryland Casualty, who is its 
resident manager in New York, was 
given a_ testimonial dinner recently, 
marking the completion of his first year 
in charge of the New York office. The 
affair was attended by members of his 
staff. as well as President F. Highlands 
Burns, First Vice-President E. J. Bond, 
Jr., and E. E. Kolb from the home office. 
Mr. Barton received a bronze desk set 
as a token of appreciation while Office 
Manager Edgar W. Carr was also hon- 
ored and given a handsome card set. 











GOV. SMITH SIGNS A BILL 

Governor Smith has signed the Boyle 
bill as chapter 309 of the laws of 1928, 
exempting the New York Physicians’ 
Mutual Aid Association from the pro- 
visions of article six of the insurance 
law in relation to life or casualty insur- 
ance corporations. 





PARKER WITH AETNA 25 YEARS 

Fred L. Parker, assistant secretary of 
the accident and liability department of 
the Aetna Life, celebrated his twenty- 
fifth anniversary with the company last 
week. 









BOSTON 
Paid-In Capital $3,000,000 





BUSINESS-BUILDERS 


Fidelity and Surety Bonds, Liability Workmen’s 
Compensation, Automobi'e, Accident, Health, 
Burglary and Plate Glass INSURANCE 


APPRECIATE THE CO-OPERATION OF THE 


Massachusetts Bonding and Insurance Company 


DEVELOPING 


T. J. FALVEY, President 
Write For Territory 








BALANCING P. L. LIMITS 


Travelers “Protection” Writer Urges 
Automobile Producers to Sell 
Property Damage As Well 

A recent issue of “Protection,” pub- 
lished by the Travelers, contains an in- 
teresting article on the advisability of 
maintaining a proper balance between 
the automobile public liability and prop- 
erty damage limits. The writer says in 
part: “Balance is important in all things. 
One would naturally suppose that motor- 
ists who readily and gladly recognize the 
need for $25/50,000 public liability limits 
would naturally and by the same process 
of reasoning select a $5,000 property 
damage limit, but it does not necessarily 
follow. 

“Study of home office records shows 
that during recent years the idea of mod- 
ern public liability limits has become 
more popular, as shown by the fact that 
in 1927 the ratio of policies carrying lim- 
its in excess of $5/10,000 was substan- 
tially increased, until now 60% of all 
Travelers insured cars carry increased 
liability limits. ; 

“We should naturally expect that this 


preponderance of all Travelers insured 
motorists would naturally enjoy adequate 
property damage protection as well. Fig- 
ures show that only 13% do. It seems 
proper to hold the belief that this 60% 
of public liability policyholders would 
purchase a higher property damage limit 
if they were acquainted with the very 
moderate additional cost for the same. 
The job can be done by a telephone call 
or a brief note at renewal time.” 





UNLICENSED AGENT TO PRISON 
Joseph L. Sherin, living at the Cort 
Hotel, Eighth avenue and West Forty- 
eighth street, Manhattan, who was ar- 
rested on February 2 on the complaint 
of State Superintendent of Insurance 
James A. Beha, charged with violating 
Section 143 of the State Insurance Law 
in soliciting insurance without a license 
from the State Insurance Department, 
has been convicted and sentenced to an 
indeterminate term of from 1 to 3 years 
in the New York County Penitentiary. 





Behrens, Dumser & Howard, Inc., 
Brooklyn, insurance business, has been 
chartered at Albany with $20,000 capital. 
Frederick S. Behrens, George A. Sum- 
ser and Matthew T. Howard, Brooklyn, 
are directors and subscribers. 








SYSTEM. 


all large lines. 


115 Broadway 





“Greetings to the 
National Association” 


We believe in the AMERICAN AGENCY 


WE HAVE NO DESIRE TO CHANGE IT. 


The National wants more Burglary and Plate 
Glass Agents of “National Association Calibre.” 


Our “Book Policy” for large Burglary schedules 
is annihilating competition. 


Our improved method of Residence Burglary 
solicitation is profitable to Local Agents. 


Our Specialists are available to Agents in closing 


ARE YOU INTERESTED? 


National Surety Company 


E. M. ALLEN 


Executive Vice-President 


New York City 

















W. D. Barrett Joins 
Hartford Acciden: 


DEVELOPMENT MANAGER INN.Y., 





Formerly With National Surety in a 
Similar Capacity; Popular With 
the Metropolitan Brokers 





William D. Barrett, who has been de- 
velopment manager at the home office : f 
the National Surety for the past four 
years, and before that out in the fied 
for the company, joined the New York 
office of the Hartford Accident & In- 
demnity this week in charge of its de- 
velopment activities. 

Mr. Barrett has been an active and 
popular figure along William Street ‘and 
has a wide brokerage acquaintance. 


With Travelers in Detroit 


Before joining the National Surety he 
was with the Travelers in its Detroit 
branch, handling casualty lines. He 
transferred to the National Surety’s 
branch in the same city and was man- 
ager of the office. In 1924 he was called 
to the home office of the company where 
he has been ever since specializing in 
the development end of the business. 

In commenting on his appointment, 
Paul Rutherford, vice-president — in 
charge of the Hartford’s New York of- 
fice, said: “The acquisition of Mr. 
Barrett has been with a view to the fur- 
ther development of our long established 
policy of writing exclusively through 
brokers and in this connection he will be 
of valuable assistance to the brokers. 

“It is this policy that has been re- 
sponsible for the company’s remarkable 
growth in premium volume in New York 
territory.” 





F. & D. BROOKLYN ADDITIONS 





C. J. Collins and R. E. Rucker Join 
Staff; Both Experienced Men 
In The Surety Field 

The Brooklyn office of the Fidelity & 
Deposit has made two more appoint- 
ments this week, being Clarence J. Col- 
lins to head its contract department and 
Robert E. Rucker as assistant manager 
of its fidelity and blanket bond depart- 
ment. 

Mr. Collins started his career with the 
National Surety. He was with the Fi- 
delity & Deposit for a time in its New- 
ark office and then became manager of 
the Standard Accident’s branch in that 
city. He has had about ten years’ ex- 
perience in the surety business and en- 
joys a good reputation as an_ under- 
writer. 

Before coming into the surety business 
Mr. Rucker was a commissioned officer 
in the Navy. He saw plenty of action 
during the war and, in all, had fourteen 
years of service to his credit when he 
retired with the rank of lieutenant. Ile 
then joined the National Surety as a s»- 
licitor working out of its home office 





TO GIVE SAFETY COURSES 


Michigan Public Schools Expect New 
Measure to Help; Plans Are Now 
Being Made for Classes 
Interest is being shown by Michisan 
insurance men in the proposed inst: u- 
tion of safety courses throughout 1 
entire school system of Michigan. (r- 
ders to institute such courses in ‘he 
state teacher-training colleges were ‘s 
sued recently by the state board of e 
cation at the special request of G v- 
ernor Fred W. Green who has recet ly 
been exerting considerable effort - 
ward reducing Michigan’s accident t |. 
According to the preliminary plans, t '¢ 
prospective teachers will be thoroug! 'y 
versed in safety methods. The plan has 
the approval of the normal college pre -\- 
dents and Webster H. Pearce, super:'- 
tendent of public instruction, has ©’ 
clared that he will ask the heads of «!! 
schools to establish the safety cours $ 

and to organize safety patrols. 
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128 JANUARY 1928 1923 FEBRUARY 1928 1923 MARCH 1928 
GUN MON TUE WED THU PRI SAT GUN MON TUE WED THU FRE SAT SUN MON TUE WED THU FRI SAT 
P) 1234567  ‘si1234 ‘sisi 1 23 
WHEN, 8910112134 56789101 45678 910 
15 1617 18192021 §=1213 1415161718 11:12 13 14 15 16 17 
22 23 24 25 26 27 28 «19 20 21 22 23.2425 18 19 20 21 22 23 24 
29 3031 eo ES SSS «26272829 ess 25 26 27 28 29 30 31 
WHEN you encounter trouble— 928 APRIL 1928 1928 MAY 1928 1923 JUNE 1928 
accidents, fires, theft, collision, 1234567 wel234a5  aneuie | 2 
lawsuits, or other causes of finan- 8 9 1011121314 6789101112 3456789 
ia 15 1617 18192021 13141516171819 1011 1213 1415 16 
Cial worry... 22 23 24 25 26 27 28 «20 21 22 23 24 25 26 19 20 21 22 23 
. 2930 a SS 2-27 28 29 30 31 tes 5a Bie’ 29 30 
Then you will realize that the com- : 
petent insurance man is your best past J ULY a AUGUS 
. friend... practically helpful... 1234 3 7 errere 
on the job... 8 910111213144 5678 
. 15 161718192021 1213 14.15 
; WHEN you realize that The Suagiuatn ea 2 ao 
Employers’ Liability Assurance 
1 Corporation, Ltd., is the world’s pli ena on began 
: pioneer in liability insurance, and 





has had a steady and substantial 
h | growth; when you realize that, 
e with its affiliated companies, the 
American Employers’ Insurance 
le Company and The Employers’ 
k Fire Insurance Company, it writes 
practically every form of insur- 
ance except life; and when you 
in discover that “the Service that 
Satisfies” has a genuine meaning, 
is a policy rather than a phrase. . . 





; Then you will appreciate that The 


ne" Employers’ Group does everything 

we possible to see to it that its repre- 

“ay ° ar THE 

rt- sentative in a given locality is THE ‘ 
competent insurance man. EMPLOYERS 

he 


LIABILITY ASSURANCE CORPORATION, LTD. 
Fi- 


RR 


: THE 

va There's an Employers’ EMPLOYERS’ 

x: Group Representative FIRE INSURANCE COMPANY 

wa in Your Neighborhood AMERICAN 
EMPLOYERS’ 


INSURANCE COMPANY 

















es ee — Boner : Prattically every kind of Insurance 
“i } your insurable interests. Your except Life Insurance 
THe q@ request for it incurs no obli- > 
s0- gation, nor will our repre- 
e sentative call upon you 110 MILK STREET, BOSTON, MASS. 
\ “a J “Gbe Home of the Service that Satisfies” 
New 
ve 
: . HE above advertisement is a facsimile of that appearing in current issues of the 4élantic 
1e Monthly, Harper’s, Review of Reviews, Scribner's, World’s Work, and the Golden Book—yes, 
pnt Tue Emptoyers’ Group believes in the American Agency system. We believe that such 
poe advertising will benefit the insurance business. We believe that it will benefit particularly the 
A “a representatives of THE Emp.oyers’ Group. 
cate We are proud of the growth of our agency force. We are proud of the large number of loyal agents 
gd who have been associated with us for many, many years. At the same time we are glad to say 
toll that some agency connections are still available for the competent insurance man. 
tite i 
ighly 
1 has 
re -i- 
eri 
. « 
of ll 
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The Will To Serve 


You prefer to trade at some stores rather than others because you get better 
service. Other stores may have equal grades of merchandise and equal facili- 
ties for service, but somehow they lack the will to serve you. 

Results in insurance sales are obtained from this will to serve. The most success- 
ful insurance companies know from experience that one of the greatest values 
they can deliver is the willingness to render extra service to their local agents. 
We do not limit our service to the mere mechanics of the insurance bi * »ess, 
but extend it to include the problems that our representatives pass _ us. 
One expression of our will to serve is our monthly business-building magazine, 
The ACCELERATOR, mailed free to every one of our agents. Their voluntary 
testimonials as to its worth have convinced us that our willingness to give them 
unusual help has resulted in increased business for them and for ourselves. 
For a sample copy of The ACCELERATOR write to our Advertising Depart- 


ment now. 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPANY 
87 KILBY STREET, BOSTON, MASSACHUSETTS 

















